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16 Brodie BiRotor Meters at > 
Standard Oil Company of 
California's Richmond Blend 
ing Plant are manifolded to 

a battery of tanks holding 
over 20,000 galions each 


BiRotor Meters with Brodie 
Slow-Closing Quantrol 

valves give shock-free shut 
off at exact pre-determined 
gallonage 


20,000 gallons blended in 1 hour... 


... contrasted to 4 hours required by stick measure method 


Over 18 million gallons handled without meter mainte 

nance 

Printed meter tickets keep verified record of base stocks 

and additives blended in each batch 
YW Conventional blending tanks in foreground illustrate complex * Uniform accuracy assured by automatic ‘‘Quantrol’’ shut 
valve, piping and measuring equipment replaced by automatic off of exact quantity of each component delivered to 
NENG Sa mixing tank 

In this modern blending installation, 16 Brodie BiRotor 

Meters in a simple manifolded system with a single header 
replace thousands of feet of pipe and hundreds of valves 
formerly required to serve the many blending tanks. Quick 
pre-setting of “Quantrol” valves at central meter manitold 
and a single valve at the blending tank, are all that is required 
Human error and time consuming stick measurement of 
manual operation are eliminated. All components flow simul 
taneously, further reducing blending time. For lower cost 
installation and operation with maximum accuracy and mini 
mum maintenance, investigate Brodie BiRotors tor product 
blending operations 


ALL-STEEL 


DIE Biko’ METERS 


RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. 


MT. VERNON, N. Y. DALLAS 2, TEXAS CHICAGO OFFICE: SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
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= the "BIG NEWS" 
of the Industry! 


SERIES TOOO-RS cons sco. 


FLUORESCENT 


LIGHT ee SLAND LI ae 


FIXTURES 


44% MORE LIGHT AT NORMAL 
TEMPERATURES 


Guardian Series 7000-RS (and 6000-RS) “T”’ 
Lights, equipped with the new Rapid Start 
lamps, give 44% more light than fixtures 
equipped with standard Slimline lamps, even 
at normal operating temperatures (75°F.). From 
the operator’s standpoint, this means 44% more 
light at no increase in fixture cost. It means that 
a 4 lamp fixture now gives essentially the same 
illumination as a conventional 6 lamp fixture. 
Similarly, maintenance and replacement costs 
are reduced one-third. 


FIVE TIMES THE LIGHT AT BELOW O°F. 


Conventional fluorescent lamps even in an en- 
closed fixture lose up to 40% of their original 
efficiency when ambient temperatures drop to 
0°F. The new Rapid Start lamps actually attain 
more efficiency at 0°F. than at 72°F.! 


EASY COLD WEATHER STARTING 


The open circuit voltage of the ballasts furnished 
with the new Series 7000-RS (and 6000-RS) 
provides instant and reliable starting, even at 
temperatures as low as 0°F. . . 
advance in outdoor lighting! 


. another major 
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—— 
Sie 


Guardian 


@ more light per dollar 
@ more light per lamp 


@ and five times more 
light in sub-zero 
temperatures! 


. gives 


excellent 
illumination 
even 

at 

30° 

below zero! 


Catalog showing the complete Guardian Line of 
vice Station Lighting Equipment is available on request 
Write for your free copy today 


} 
cuaroian [ight comeany 


500 NORTH BLVD, OAK PARK ILLINOIS 








Safer, More Convenient 
A LLL ee 


SPRING 
BALANCED 





COUNTER 
BALANCED 








CATALOG F-7 provides sizes, engineering data and 
specifications on all OPW Spring-Balanced and 
Counter-Balanced Loading Assemblies 


Free on request. 





Oil and chemical companies alert 
to reducing tank car and truck 
loading and unloading time with- 
out jeopardizing safety standards 
and contaminating product are 
converting daily to the trouble- 
free operation of OPW LOAD. 
ING ASSEMBLIES. 


Behind this industry acceptance 
are several determining factors: 
e@ COMPACTNESS 

e@ CONVENIENCE 

@ FAST DELIVERY 

@ SMOOTH OPERATION 

@ LONG SERVICE LIFE 

@ MINIMUM PRESSURE DROP 


NATIONAL PETROLEUM NEWS * December, 1955 





Volume 47, No. 12 December, 1955 


ae 
Established in 1909 a t 10 ha 


Petroleum News 


THIS ISSUE’S HIGHLIGHTS. . 


page 17 Ahead of the News 
What oil jobber 19 Petroleum Indicators 
vere Saying an 20 Supply and Demand 
doing at NOJC 
Chicane etl 
p. 30 


GENERAL NEWS 
30 Jobbers Warn They May Seek Government Help 
32 New Dues Plan May End NOJC’s Financia! Problems 
33 Moto Pep Uses Old Idea to Beat Odds 
Fast cal wash 36 Get Your Share of Military Contracts 
gimmick pull 
them in, sets up 


MANAGEMENT 
38 Smart Jobber Plenning, Plus Supplier Aid, Equal 


bigger ii¢ ‘ 
400% Jump in Gallonage 


AUTOMOTIVE 
40 10:1 Compression Poses Two Hard Ones 


MERCHANDISING 
80 Petiofina's Canadian Shadow Hovers Over U.S 


FUEL OIL 
84 Try This: Insuring Oil Heat Budgeters 
87 OHMR Takes Wraps Off Newest Survey 
87 Fuel Courtesy of Tiny Tankers 


LUBRICATION 
95 The New Lubrication Jackpot 


‘ TIRES-BATTERIES-ACCESSORIES 
Inside the door 97 Budget Selling—Key to Station Volum 
of a ySterious 
a — 98 Rotation, Radio, and a One-Price Line 


marketer 
Ltd 100 Tire Dealers Launch Retread Campaign 


BULK PLANTS AND TERMINALS 
106 Texaco Rides a Spreading Trend: Products Pipe Lines 


EQUIPMENT 
114 ‘A Quart in Every Can’ With Automatic Fill Contr 


Texaco 

pipe line plant 

harder than ever 

ind here 138 Oil Market Review 

06 kT 

140 Prices at Refineries and Terminals 
146 Prices by Tank Wagon 
149 Crude Oil Prices 


p 


— Ss “ About Oil People 173 Letters 
NOJC: Pre " Advertisers’ Index 184 Meetings 
Clint K liot Associations 131 Money-Making Ideas 
Brief but Significant 43 Publisher's Page 
Classified Advertising 183 Regions 
Editorially Speaking 29 Statistics 
What They're Saying 113 


PetRoLeUuM News is published monthly, with an addit 1 % 1-Ma t McGraw -H Put hing ¢ ’ 
I James H. McGraw (1860-1948) founder. Executive, Editorial and Advertising Offices, McGraw-Hill Building 
0 W. 42nd St., New York 36, N. Y. Publication Office, 1309 Noble St., Philadelphia 23, Pa. Donald ¢ McCiraw, President 
Paul Montgomery, Executive Vice President; Joser A. Gerardi, Vice President and Treasurer; John J. Cooke, Secretar 
Ne n Bond, Executive Vice President, Put ations Division: Ralph B. Smith, Vice President and Editorial Director: losent 
n, Vice President and Director of Advertising; J. E. Blackburn, Jr., Vice President and Circuls r tor Subserip 
ess rrespondence to NATIONAL PrTROLEUM News f er p %4, P ‘ 
pies (except mid-May statistical and reference 
ssessions, $5 for one year, $8 for two years, $10 for 
other Western Hemisphere ntries and the 
ther countries, $15 for one ur, $25 for two 
1 class mail privilege authorized at Philadelphia 
Ir All rights reserved 


December, 1955 * NATIONAL PETROLEUM NEWS 





Mighty SPECIALS 


from Flying Red Horse Research! 


OF gonna 


£ 
a 


dl 


Mobilgas 
SPECIAL 


| ERE’S the perfect pair to 
power and protect today’s 
modern cars... 


Mobilgas SPECIAI 


Because high octane alone is not 
enough, Mobilgas Special also 

Mobil Power 
the most powerful com 
bination of chemical additives 


contains Com 


pound 


ever put into any gasoline. Get 
the gasoline powered two ways 
M obilgas Special! 


NEW YORK 4, N. Y¥ 
WIBCONBIN-—00T South Firet St 
4140 Lindell Bivd. « DALLAS 1 


« KANSAS CITY 1 
TEXAS Magnolia 


Boreny 


26 Broadway «+ CHICAGO 56 ILLINOIS—69 EB. 

8, MISSOURI-925 
Petroleum Co 
Mobil maintains many other conveniently located service 


Mobiloil SPECIAL 


Here’s a motor oil that makes a 
difference you can feel at the 
wheel. With Mobiloil Special 
you can expect faster starts... 
more pep on acceleration ...a 
quieter, smoother running en- 
gine even increased gas mileage! 


This mighty pair is the best yet 
from Flying Red Horse research 

your promise of still better 
products when car engine design 
demands them! 


Van Buren St. « BALTIMORE 18 
Grand Arve. « DETROIT 4 
Magnolia Building «+ LOB ANGELES 54 


MARYLAND 
MICHIGAN ( 

CAL 
Mees to give you close and fest 
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SOCONY MOBIL 
OIL CO., INC 


ond Affiliotes 


MAGNOLIA PETROLEUM CO 
GENERAL PETROLEUM CORP 


1914 North Charles St. « MILWAUKEE 1 
t Grand Blvd « ST. LOUIS & MISSOURI 
Genere Petroleum Corp 612 8 Flower 8 
cooperatior 
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NEWS 


RECOGNITION 
Fla 


Wricut, our Jacksonville correspondent, sent 


MS rEVE 
\ the following report after covering the fall meeting of the 


Florida Petroleum Marketers at Daytona Beach 

“On almost every subject that came up NPN was men 
tioned as having published something in such-and-such an 
issue. NPN was mentioned no less than six or eight times 
the floor. | No other oil 


was represented 


from was twice mentioned papel 


A DECISION 
NPN is 
though, in hearing 


INFLUENCING 


KNOW, Of course, how widely read and 


W' 
how NPN influences decisions 
Sun Oil Co 


brought out a case that we 


quoted. We are always interested 


Just the other day, testimony 


at the exclusive dealing” trial in Philadelphia 
hadn't heard about 
Samuel B. Eckert 


former vice president of Sun Oil, said Sun had no connection 


Under cross-examination, director and 
with a survey published in 1931 that showed a preference for 
stations that didn’t handle more than one brand of gasoline 
Mr. Eckert said his company first heard of the survey through 
a report in NPN. As a result, he said, Sun discontinued going 
accounts 


into divided 


That report is on page 83 of the Feb. 4. 1931 issue of NPN 


FORECAST 
NPN printed a timetable for gas 


obtained in 


SUPPORTING A 

|, om IN APRII 

automobiles 

The 

ways in 1960 and that large-scale production would be under 
1970 

In the first prediction attributed to top engineering men 

flatly the that 


automotive gas turbines will come into use on U. S 
1960 and that by 1965, 


turbine 


based on information Detroit 


forecast said gas turbomobiles would be on the high 


way by 


by name, two Ford officials stated other day 
roads by 
used in large numbers 
director of Ford 
Donald N. Frey 


laboratories 


will be 
The statements came A. Kucher 
Motor Co and Dr 
associate director of Ford Motor Co.'s scientific 

This 


report that contained much exclusive detail 


they 
from A 


scientific laboratories 


we feel, gives more weight to NPN’s comprehensive 


HAPPY HOLIDAY 
K VERYONE on our staff Merry 
“ Merry Christmas 


joins me in wishing you a 


Harry Wanner. Publisher 




















From wide windows, control clerk oversees all operations 
Traffic flows smoothly through cross-shaped plant with help 
of loud speaker system. Centrally located in Flushing, N. Y., 


the wholesale plant serves hundreds of fuel oil distributors 


Now in Eleventh Year... 


Neptune 
Remote Contro! 
Meters 


prove big Savings for Island Petroleum 


Because it gets trucks rolling minutes faster, the Neptune Remote 
Control Metering System at this Island Petroleum Corporation 
terminal permits loading 400 trucks a day! All operations are 
firmly controlled from inside the office. Each of the remote control, 
ticket-printing registers in the office is accurately synchronized with 
a rack meter outside. Automatic interlocks prevent withdrawal of 
product until authorized by inserting a ticket and clearing the 
proper register. The printed tickets save many steps in accounting 


and billing operations. 


The plant was opened in 1945. Some of the Red Seal meters 
have registered more than 100 million gallons, with an excellent 
record for sustained accuracy and low maintenance. For details 


of this business-building, cost saving system, write today. 


NEPTUNE METER COMPANY 


19 WEST SOTH STREET - NEW YORK 20, N. Y. 








CAUBRATING UNIT WO | 


Where accuracy counts most: Guided by critical experience, the 
State of lowa has again selected Red Seals as the master meters in 
their new trailer-mounted calibration units another expression of 


confidence in Neptune's sustained accuracy 


Flexible installation . . . ability to adapt in the field to right or left 
hand or angle-type installations is just one of many reasons 
Red Seal “compacts” are preferred for dual-metered tank trucks. 


“Our Red Seals have given us excellent performance never any 
trouble’, says D. L. Besanceney, Operations Manager of Conserva- 
tive Gas Corp’n, New Hyde Park, L. |. In LP-Gas, too, Red Seal 
meters lead, with a meter designed specifically for the job. 








Accurate operating and stores records for railroads are At Neptune’s modern “proving grounds,” the wear and tear of a lifetime are 


provided by Red Seal Print-O-Meters installed at refuel compressed into a short period to see how these new meters will stand up in 
ling stations for Diesel locomotives actual service. After 35,000,000 gal., meter at right is still going strong! 





The new Mack B-653LT tractor 


First by far— 41.3% of all diesel trucks sold dur- 
ing the first eight months of 1955 were Macks. 
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Came CPUC cece 
AT THE ATA CONVENTION 


For operations which demand the ultimate in performance, capacity and 
economy — with reliability, stamina, driver appeal and distinguished appearance — 
Mack introduced a sensational new tractor at the American Trucking 


Association's convention in Washington, D. C., last month. 


TOP PERFORMANCE. 205-horsepower turbocharged Mack 


Thermodyne® Diesel coupled with Mack's exclusive ten-speed Unishift 


single-lever transmission. 


UTMOST CAPACITY. Favorable weight distribution to realize maximum 
legal GCW, and accommodating 35-foot square-cornered semi-trailer 


within 45 feet over-all. Only 93 inches from bumper to back of Contour Cab. 


LIGHT WEIGHT. 9,820 pounds with fifth wheel, 10 gallons of fuel and 
all equipment—ready to roll, as exhibited at ATA Convention. This 
amazing light weight was accomplished by judicious use of aluminum 


and high-strength heat-treated alloy steels. 


UNEQUALLED FUEL ECONOMY. Air-swirl Thermodyne combustion 


system, plus exhaust-driven turbine supercharging. 


AUGMENTED ENGINE BRAKING. Always superior, Mack engine 


retardation increased 50 per cent by exhaust brake. 


INSTANTANEOUS STARTING. High-speed compressed air starter, 


plus full compression at starting. 


DRIVER COMFORT AND CONVENIENCE. Pre-selective single-lever 
Unishift control —chair-high, fully-adjustable driver's seat—control-tower 


vision—full insulation, thorough ventilation and fresh-air heating. 


All of this, with traditional Mack long-lived dependability. 


Empire State Building, New York 1, N. Y. 
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One man does the work of two 
with B. F. Goodrich hose 


TL per a barge-loading hose that 


can Cut labor costs 50%. Its lighter 
weight lets one man do the work of two 
in coupling, lets two do the work of four 


in moving it around the dock, 


One man couples it 
( oupling ordinary hose usually takes 
two or more men as you see in the top 
picture, But B. F 


Flexseal ends, SO one man makes con 


Goodrich hose has 


nections easily as you see in the bottom 
picture. The split flanges are free to 
but are not an in 
tegral part of the hose Unlike hose 
with built-in nipples and flanges, there's 


rotate on the hose, 


no tugging, turning, or twisting to line 


up bolt holes. No gaskets needed 


10 


B. F. Goodrich patented Flexseal ends 


are covered with molded rubber, com 


pressing and forming a perfect seal 
when flanged. 
Two men carry it 

Ordinary 6-inch hose, 25 feet long, 
with built-in nipples and flanges, weighs 
394 Ibs. B. F. Goodrich hose, same size 
and length, weighs only 250 lbs.—in 
cluding the Flexseal ends and split 
flanges. Weight saving for one length 

144 Ibs 

Tripled end flexibility 

B. F. Goodrich hose is flexible up to 
6 to 10 inches from the end. Almost a 
flange-to-flange freedom of flexing 
Ordinary hose with built-in nipples ts 
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stiff as iron pipe for about 3 feet at 
each end 


This B. F. Goodrich hose is known 
as Type 525—a special improved hose 
for saving time, men and money 
Recommended for full vacuum and 
50 lb. discharge service. Available in 
lengths up to 50 feet. Your BFG dis- 
tributor can give you more details, or 
write The B. F. Goodrich Company, Dept. 


M512 Akron 18, Ohio. 


B.F Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 
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Letters 


ROOSEVELT COMMITTEE 

lo THE Epiror 

Your story on my Committee (Nov 
NPN, p. 30) is very well written and 
accurate except for subhead number 
three entitled “His cure for dealer 
troubles is divorcement: separation of 
marketing from integrated oil compa 
nies.”” This heading is erroneous and, 
after a review of the article, | am sure 
you will recognize this to be a fact as 
the basis for this statement is not cai 
ried out in the piece. As of now—I 
have not suggested divorcement as the 
cure and have a completely open mind 
on it. Otherwise I think the article 
very fair 

JAMES ROOSEVELT 

Representative, 26th District, Calif 

House of Representatives 

Washington, D. C 


lo THE Epiror: 


You describe W. C. Dixon as West 
Coast head of DJ’s anti-trust division 
in your article about the Roosevelt 
Committee (p. 31, Nov. NPN). ] 
thought he was former head. 

D. L. Fostrer 
Los Angeles 

Mr. Foster is right. The word ‘former’ 

was inadvertently omitted. 


MAGIC CIRCLE 


lo THE Eptror: 

The article on Union Oil’s “One 
Mile Magic Circle” (Nov. NPN, p. 38) 
was very interesting to us, and I be 
lieve that your treatment of the sub 
ject as outlined will certainly be re 
ceived with a great deal of attention 
by petroleum marketers throughout 
the country 

CHOYCE ALLISON 

Vanager, Retail Sales 
Humble Oil & Refining Co 
Houston, Tex 


JOBBER DICKEY 
lo THE Epiror 


Regarding the proposed marketing 
practice of Gilbert E. Dickey, Jr., of 
Nashville, Tenn. (NPN, Nov., p. 33) 
Mr. Dickey is sure planning some 
thing new and quite a venturesome 
method. It sounds almost like a dream 
It would be very fine if it will work 
out. Seems to me there are a lot of 
“ifs” that will have to be solved. He 
certainly must be an energetic young 
man and it does take youth and energy 
for new departures. Personally |! 
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would like to see him succeed. He 
evidently believes in free competition 
and the American way ot life 

Mr. Dickey may 
moves along in his expansion pro 
gram. that it has some faults that will 
force him to change his present plans 
to some extent. If I understand his 


discover, as he 


program correctly he intends to erect 
his services along well-traveled high 
ways catering to the through traffic 
If these locations are erected in the 
rural districts he will have trouble 
stopping this through traffic, It’s pretty 
hard work to get these big gallonage 
stations unless the location is on a 
good through highway and also lo 
cated to get a substantial local busi 
ness. A great many 
carry credit cards and consequent 
are brand Others 
credit cards are brand buyers because 


travelers today 


buyers without 
of the satisfactory products and serv 
ice that they have received at their 
home locations 

Will he be able to sell 
gasoline cheap enough to attract a 
large amount of Some 
times competitors have a great deal 
to say about this 
of come and go. Occasionally one of 
them learns that you can’t do business 
and stay in business without a profit 


a quality 


customers? 


These cut-rates sort 


Then they become regular merchants 

Introducing a private name over a 
number of states and getting good 
public acceptance is something that 
some of our major oil companies find 
quite difficult, and 
majors encourage price cutting and 


some of these 
sort of secret rebates. It's pretty hard 
work to beat Mr. Money Bags. Look 
at the price some of the majors are 
paying today to get their gasoline on 
toll roads where they have a mo 
nopoly. 
It will be very interesting to see 
how Mr. Dickey’s program works out 
G. E. WILSON 
Galen I Wilson Petroleum Co 
Saginan Mic h 





You are more than welcome to 
write—if you feel like criticizing an 
article, commenting on the news or 
putting your views on paper. 

Write to: 


Editor 
National Petroleum News 
330 West 42nd St. 
New York 36, N. Y. 











‘You get 

speed, 

safety, 
economy 


when you get 
EVER-TITE 


QUICK 
COUPLINGS 


Ever-Tite Couplings 
give you connections 
that are always 
tight...safe...fast. 


No sliding 
rings; absolute 
tightness is pre- 
determined in 
manufacture by 
positive gasket 
compression. 


You just slip the 
coupler over the 
adapter, and close 
the handles. 

If you want to make 
it fast, make it 
Ever-Tite—the first 
choice where per- 
formance is the first 
consideration. In 
stainless steel, bronze, 
aluminum, steel and 
malleable iron. Ask 
your distributor now. 


EVER-TITE 
Standard 
Adapter and 
Coupler 


EVER-TITE COUPLING CO. INC 
254 West 54th Street 
New York 19, N. Y. 


EVER-TITE 
Adapter and 
Coupler 
for 
Tank Car 
Unloading 


EVER-TITE 
Coupling 
Elbow and 
Check Valve 
Unit 











YOUR BEST BUY 
IN SOLVENT REFINED 
ADDITIVE TYPE MOTOR OIL 


Every etweye) ot 
Canfield Premium Heavy Duty Motor Oil is 


of uniform superior quality, 


It's outstanding performance in every type of 


automotive service assures you: Qf maximum 
ales and profits. 
Available in tank cars, transports, drums 
iled cans under your brand or ou: 


© available for blending. 


WRITE, WIRE OR PHONE FOR DETAILS TODAY! 


CANFIELD OIL COMPANY 


General Offices: Cleveland 27, Ohio 


LANT! f f eveland Jersey City, N. J nphis 
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THANK YOU, CAPTAIN 


To THE Epitor 
I have read the article entitled 
“Marine Camp Station Blazes New 
rails” in the October NPN, p. 113, 
which concerns a recently opened 
service station at Camp Pendleton, 
Calif 
I am sure that this article would 
prove of interest to all Marine Corps 
exchanges, of which there are sixty- 
four. | would greatly appreciate your 
permission to reproduce this article in 
its complete form and make it avail- 
able to each of our exchanges 
E. S. HAMILTON, Captain 
Officer-in-Charge, Marine Corps 
Exchange Service 
Headquarters, U.S. Marine Corps 
Washington, D.C 


SUPPLIER SWITCH 


To THE EpItor 

The article in Sept. NPN on why 
Leslie Neal switched suppliers quickly 
caught my attention. Being a jobber 
myself, I naturally was very much 
interested, especially in such a frank 
and honest revelation. 

Stories of this kind, although diffi- 
cult to obtain with complete sincerity, 
are most alluring for a publication like 
yours and we would suggest whole- 
hearted continuation along this line. 

Davin S. STARK 
President 

Acme Oil Co. 
Schenectady, N. Y. 


CHASSIS LUBE 


To THE Epiror 


The chassis lube article in the Au- 
gust issue of NPN has been reviewed 
by members of my staff and myself. 
We find it most interesting and in- 
structive 

We feel sure such articles will help 
to improve the over-all marketing and 
servicing functions of our retail out- 
lets 

B. G. SYMON 

Manager, Industrial Products Dept 

Shell Oil Company 

New York City 


Your article on the chassis lube 
market was well handled and should 
create considerable reader interest on 
this most important subject. 

G. H. OSBORNE 
Vice President 
Kendall Refining Co 
Bradford, Pa. 
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If your customers’ radiator pressure caps are two or more 
years old, they're taking a chance on radiator freeze-up this 
winter. And, you're taking a chance that those same cus- 


Th is ca Pp ¢c¢a n tomers’ annoyance may be directed at you! 


They may feel that you should have warned them that a 
faulty radiator pressure cap can cause loss of antifreeze . . 


keep you r and serious danger of freeze-up 


In that fact lies a real profit opportunity for you, too . 
as well as a chance to protect your customers and their cars 


7 
customers So, when you sell antifreeze, suggest replacement of the cap! 


It’s a sales approach that will sell caps for you. It will make 
money for you. It will help keep your customers happy! 


ca rs from Also available, a complete line of AC Oil Breather Cops and Gosoline Caps 


PREVENT SURGE LOSSES 

€ ° A foulty pressure cap permits anti 
reezing Up freeze to surge out through the 

radiator overflow pipe every time 

brakes are applied. This cannot 


> > 1 h ith AC 
this winter! aT a —~ 


PREVENTS EVAPORATION LOSSES MOTOS 
Alcohol can boil away when the 
pressure cop goskets or springs ore 
not up to new cop standards. A new 
AC Cap eliminates evaporation loss 
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Available quickly from your regular AC supplier 


AC SPARK PLUG DIVISION «¢« GENERAL MOTORS CORPORATION «+ FLINT, MICHIGAN 
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New lightweight 
TDA trailer axle assembly... 


INGREADES TRAILER 
PAYLOAD 126 to 206 Ihs. 
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d This revolutionary 
= new TK-500 Series Trailer 
aa Axle offers far greater weight 
saving than any other tubular trailer axle on 
the market. Up to 128 pounds of extra payload 
on single axle trailers and up to 256 more 
pounds on tandem axle trailers. 
This amazing weight saving is accomplished 
entirely through improved design and construc- 
tion. A new improved one-piece brake flange 
and spider . . . rugged pierced spindles . . . new 
design lightweight steel-hubs . . . ribbed, heat- 
dissipating drums . . . and new pressed steel 
brake shoes! All combine to give more payload. 
This all-important weight saving is achieved 
with no loss of strength. Torture testing in the 
famous “indoor proving ground” and rugged 
highway tests prove the new lightweight Model 
TK-500 Series Trailer Axle to be as strong as, 


or stronger than, any previous trailer axle in its 
class. 
New wheel bearings of greater strength con- 
tribute another desirable feature to the well 
balanced design of this new tubular trailer axle. 
Service and inventory problems are materi- 
ally simplified by the high degree of inter- 
changeability of component parts of all new 
TK-500 Series and previous TDA trailer axles 
of the same capacity. 


For greater safety on the highway, less 
maintenance and more payload, be sure you 
specify Timken-Detroit “quality-built” trailer 
axles on your next trailer purchase. You and 
your staff members are invited to inspect the 
world’s largest, finest and best equipped trailer 
axle plant, which is located at Kenton, Ohio. 
*For the Same Gross Vehicle Weight 


ereort anit ¥ nm 


ROCKWELL SPRING AND AXLE COMPANY 


27. MICHIGAN 


an ecepted My A slandacd t 


TRADE mManK PEGISTEREO 


World’s Largest Manufacturers of Axles for Trucks, Buses and Trailers 
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security 
every mile 
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UPER PERMALUBE, American Oil Company’s 
S all-weather lubricant, has such versatile vis- 
cosity that it gives high-compression engines su- 
perb protection from extremes of heat and cold. 
Every precaution must be taken to maintain 
the quality of this oil at all times—in transit as 
well as in processing. So Amoco uses Tri-Sure’ 
Closures to guard against leakage, seepage and 
contamination. 


55-gallon drums that carry Super Permalube are 
safeguarded by the Tri-Sure Flange, which is in- 
tegrally assembled with the drumstock; the Tri- 
Sure Plug, which fits securely into the flange; and 


se. 


Per 


alube 


PEP i quarded by Tri-Sure 


CLOSURES 


the Tri-Sure Seal, which forms a covering that 
gives unfailing protection from leakage and un- 
detected tampering. 

The quality of your product, like the quality of 
Super Permalube and other fine products, can 
be protected best by the quality closures—'Tri-Sure. 
Whenever you order drums, pails or cans, always 
specify ‘“Tri-Sure Closures.” 


*The ‘Tri-Sure’’ Trademark is a mark of reliability backed by over 35 years serving industry. 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
Tri-Sure S/A Indéstria e Comércio, Sao Paulo, Brazil 
B. Van Leer N. V., Stadhouderskade 6, Amsterdam, Holland 
Von Leer Industries. Lid. Seymour House, 17 Waterloo Place, Pall Mall S.W. 1, London, England 
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Ahead of the News 


Oil Spending Up—tThe oil industry plans to increase 
over-all capital spending 6% next year (from $5.02 billion 
in 1955 to $5.32 billion), says a survey by the McGraw- 
Hill Economics Department. Marketing expenditures will 
be up 7% ($350 million to $375 million). Refining is 
scheduled for a 13% hike ($728 million to $825 million). 
Oil’s expansion rate falls short of the 13% increase in 
capital expenditures estimated for U.S. business in general 
next year. 
«+ 


Vapor-Lock Solution?—A pump manufacturer plans to 
have on the market by next spring an adapter for conven- 
tional service station pump systems that will solve the vapor 
lock problem. Price for the unit, which will push product 
half way from tanks to dispensers and pull it the rest of 
the way, will be pegged at about $200 for an average sta- 
tion, plus installation costs. 


Tomorrow’s Station——Electric company officials see the 
day coming when the areas around service station pump 
islands will be heated by infra-red lamps. They won't heat 
the air, but will heat the dealer’s hands, the customer if he 
gets out of the car, and any other mass within their range. 
Cleveland Electric Illuminating Co. and General Electric 
also expect wider use of station air conditioning to draw 
people into the TBA sales room during hot summer months, 
plus hot and cold water fountains, so people can have a 
cold drink or hot instant coffee. They visualize “round- 
house” stations in the center strips of turnpikes. Traffic 
would flow around in a circle and TBA would be sold in 
a glass and masonry “bubble” in the middle. For conven- 
tional roadside stations, they are thinking of turnpike-type 
stalls, each with its own pumps, with overhead lights to 
show motorists which stalls are vacant. 


Oil Air-Conditioning— Year-round heating and air con- 
ditioning units fired by oil should be on the market soon 
Underwriters Laboratories says it has okayed units to be 
made by four manufacturers and has several more “in the 
mill” awaiting approval. When UL nods, manufacturers 
usually lay production plans. 


The Power Climb—Another boost in compression ratios 
and horsepower will come with Detroit’s 1957 models. 
Cadillac is almost a sure bet for an engine approaching 
10:5 to 1, And Packard, which broke the 10 to 1 barrier 
in 1956 models (see page 40) probably will push hard to 
keep pace. Oldsmobile may come up with a new power 
plant on which compression ratio probably will nudge 
10 to 1, if it doesn’t reach it. Predictions are that horse- 
power will be up 15 numbers across the board. 
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Jobber Economic Study—!t appears that Nebraska job- 
bers will carry through on a proposal to sponsor an inde- 
pendent, outside study of economic forces that influence 
individual markets—particularly why price cutting occurs 
at the dealer, country tank wagon and commercia! account 
levels. It’s possible the Nebraska idea will spread to other 
states. Leaders in neighboring associations are beginning 
to feel that specific, unbiased studies of local economic 
factors are necessary if jobbers are to know why market 
disruptions occur 


Competition Down South—An castern major is talking 
of moving in on the Georgia market. Once established 
there, competitors figure, it will continue into the Carolinas. 
That would put it in business on the entire Easern Sea- 
board. 


DX-Sunray Looks Ahead-—-An expansion program “of 
unparalleled proportions” has been scheduled for next 
year throughout its marketing area by DX-Sunray Oil 
Co. Details still are being mapped, officials say. But 
“several million dollars” are certain to be spent in acquir- 
ing new service stations, bulk plants and distributors in 
the Midwest and mid-south. (See page 125.) 


Step Toward Turbine—An auto company plans to unveil 
a free-piston engine next year, bringing the debut of a free 
piston-turbine engine one step nearer. The new unit prob- 
ably will be considered experimental, but there is a definite 
possibility that the free-piston-turbine combination will be 
available for trucks in five years. This could be the transi- 
tion stage from pistons to the gas turbine. 


Shrinkage Kick-Back—Louisiana dealers are working 
for a tax rebate covering “gasoline shrinkage and evapora- 
tion losses.” Louisiana Gasoline Retailers, Inc., nearly made 
it two years ago. Now its members are buttonholing 
politicians at all levels to support their measure proposing 
a 2% tax rebate for each dealer 


Death of a ‘Salesman’—National Oi! Heat Council may 
have reached the end of its line only a year after it was 
formed to promote oil heat nationally. If it folds, its debts 
of about $1,200 will be paid by another oil heat promotion 
group. 


For More Ahead of the News © 
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—F ahead of the news 


Jobbers Push Safety—-Pennsylvania jobbers may form 
a committee to start a safe-driving campaign at the service 
station. One member has made the first move by telling 
attendants at his 29 stations to close driveway sales with 

“Thank you, sir, and drive carefully.” 


Branded Heating Oll—-Ficld men for The Texas Co. 
hear the company is about to introduce a branded heating 
oi], Reports are that the product will be called Fuel Chief, 
tying in with other “Chief” products in the Texaco line 


Trucks to Tubeless—Conversion of heavy trucks to 
tubeless tires is inevitable, says John F. Craemer, president 
of Wheels, Inc., New York. But it won't be sudden, be- 
cause a new type of rim is required. Key to eonversion is 
the weight saved with tubeless. A few pounds difference 
on the load doesn’t matter much, Craemer says. But the 
inertia of a heavy tire puts more strain on the truck engine 
in starting, he maintains, and the momentum it builds up 
on the road cuts braking efficiency. 


You-Do-it-Lube—-A do-it-yourself Muilti-Luber kit for 
Fords and Chevrolets will be on the market soon. Tying in 
with this development—-and the offer of Multi-Luber as 
optional equipment on Mercury and Lincoln cars—is a 
major oil marketer’s move to sell its own special Multi- 
Luber lubricant. Sales and training meetings are being 
scheduled now to familiarize the company’s dealers with 
the new product and with Multi-Luber service 


New Brake Fluid Law-—Al! brake fluid sold in Cali- 
fornia after Jan. 1 must meet minimum SAE heavy duty 
specifications. This makes five states that outlaw all but 
heavy-duty fluid. Others are North Carolina, New Jersey, 
Tennessee and Minnesota 


White Tank Ruling?—-Most specifications for volatile- 
product storage tanks eventually will call for white paint, 
predicts E. L. Hoffman of Socony Mobil Oil Co. Hoffman 
says a slow-chalking white paint reflects the highest per- 
centage of the sun’s rays and stays clean through the chalk- 
ing process. This holds down temperature rise and cuts 
evaporation loss, 


More Oil-Heat Support—Standard Oi] Co. (Indiana) 
and Tide Water Associated Oil Co. are expected shortly 
to join Oil Heat Market Reports, an oil-heat market survey 
organization that has the backing of many other integrated 
and Independent oil companies. Another major that has 
been invited to support OHMR still is in the pondering 
stage. (See OHMR's latest report on page 87.) 
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Co-ops to Stay Co-op—Other big co-operatives—iike 
Midland of Minnesota—probably wor’t follow Kansas 
City’s Consumer Co-operative Assn. in putting part of its 
oi] product output through non-co-op outlets under a spe- 
cial brand name (see page 125). Other co-ops have kept 
a close eye on CCA's new Falcon brand, which has ex- 
panded slowly because CCA wants to avoid competition 
with its regular co-op outlets. Indications are that most 
co-operative oil marketers will try to expand by playing 
up a co-op brand to the public—as Midland is doing— 
rather than by dividing forces between co-op and regular 
channels. 


Highways Still Tangled—No easy solution to highway 
development financing is in sight. Oil men, other highway 
users and government planners, still are split on the ques- 
tion. The best predictions now are for some kind of com- 
promise in final legislation between the original bond- 
financing plan and subsequent proposals for a pay-as-you-go 
program, based on increased taxes on gasoline and other 
products. 


Trend to Cool Cars—aAir conditioned autos will be as 
common in the near future as automatic transmissions 
are today, predicts President George Romney of Amer- 
ican Motors. If he’s right, station dealers may have to 
provide service for the units. 


Tank-Outlet Switch—Oil outlet in 275-gal. home heat- 
ing oil tanks may be moved from the bottom to the side 
wall within a year. A subcommittee of National Fire Pro- 
tection Assn.’s Liquid Fuels Committee has recommended 
the ruling change to the main committee. If the full com- 
mittee agrees, the proposal goes before the entire NFPA 
membership for approval and adoption. 


Lube Bay Trend——One of the country’s biggest oi! mar- 
keters soon will follow the lead of some other majors and 
buy the lube equipment for its leased stations. Previously, 
the company required lessees to buy the equipment, along 
with battery chargers, tire equipment and other smaller 
items. The company figures it can get better lessees by 
shouldering part of the financial load, and cut down dealer 
turnover. Also, the new policy will stop the practice of 
using old lube equipment in new stations. For the dealer, 
it means an initial investment of up to $1,000 less than 
before. 


More Muffler Money—The market for passenger car 
mufflers should show a strong increase during the next few 
years. The reason: Increasingly popular dual exhausts on 
new cars run colder, causing more condensation during city 
driving. This steps up corrosion. Experts predict dual 
exhausts will have 25% shorter life than single exhaust 
units. * 
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PETROLEUM INDICATORS 


STOCKS 


NPN PRICE AVERAGES * 
Refinery/Terminal 

(¢ a gal.) 
07 Nov. Oct. Nov. 

1955"* 1955 1954 
(susonune 11.81 11.81 [1.16 
GASOLINE .._. Kerosine 10.33 10.33 10.42 
: Distillate 8.91 8.87 8.90 
Residual 4.84 4.79 4.06 
+ principal 
DISTILLATE products 9.21 9.19 8.65 
Lube off 20.28 19.07 16,34 
Crude at 
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8 
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Pe ld Pe ee ; ‘ ’ well 


oe! RESIDUALS ’ "PS eweney, (Preten enamine eamaanenmemeemean . ‘($ per bbi.) 2.83 2.82 2.81 


MILLION BARRE! S 


a 
° 


‘2 > 
bs Weighted average price, prin 
) ' cipal markets, 

0 & . 4 ; Through Nov, 4 


JAS OND JFMAMJJASOND 


1954 | 1955 


Nov. Nov. 


MONTHLY PETROLEUM STATISTICS 1955 1954 


Primary stocks (Last Day) 
Finished and unfinished gasoline (thous. bbl.) 152,004 150,604 
Distillate fuel oil (thous. bbl.) 151,988 133,886 
Kerosine (thous. bbl.) 36,444 34,547 
Residual fuel oil (thous. bbl.) 45,932 54,891 
Crude oil—B. of M. (thous. bbl.) 256.685 266,616 











7 “ 


Refinery Activity 
Crude runs to stills (thous. bbl. daily) 7,561 6,975 
Foreign crude included (thous. bbl. daily) 872 623 
% of refinery capacity operated 90.5 $2.8 


Refinery Output 
Gasoline (thous. bbl. daily) 3,776 3,428 
Kerosine (thous. bbl. daily) 330 354 
Distillate fuel oil (thous. bbl. daily) 1,670 1,622 
Residual fuel oil (thous. bbl. daily) 1,154 1,120 


Crude Supply 


U. S. crude oil production (thous. bbl. daily) 6,777 6,346 
Crude oil imports (thous. bbl. daily) 724 636 


*Through Nov. 4. 
Source of Data: API Weekly Reports. except 1954, Bureau of 
Mines 


MONTHLY MARKET TREN DS Latest Month Previous Month Year Ago 


Petroleum products in secondary storage (thous. bbl.) 57,212 (Sept.) 54,005 54,871 
Exports of crude and refined products (thous. bbl.) 12,898 (Aug.) 12,116 10,240 
Average station gasoline price, ex tax (¢ per gal.) 21.43 (Oct.) 21.75 21.32 
**Gasoline consumption (million gal.) 4,786 (July) 4,873 4,589 
Service station permits (number) 946 (June) 972 384 
Passenger cars—domestic shipments (thous.) 459 (Sept.) 603 293 
Trucks and buses—domestic shipments (thous.) 77 (Sept.) 80 5} 
Automotive replacement tire shipments (thous.) 5.980 (Aug.) §,711 5,405 
Replacement battery shipments (thous.) 2,774 (Aug.) 2,024 2,481 
Oil burner shipments (thous.) 101 (Aug.) 71 91 


**Excludes North Dakota and West Virginia 
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AND 


DEMAND 


Forecasters See Leap Year Demand Up 


OTAL DOMESTIC and export demand 

for petroleum products in 1956 
(a leap year) will reach the record 
high of 3,296,500,000 bbl., a 4.1% 
increase from 1955. That’s the finding 
of an annual supply-demand forecast 
by the McGraw-Hill petroleum publi- 
cations. 

The gain estimated for 1956 is pyra- 
mided on a 7% increase in total prod- 
uct demand in 1955 over 1954, The 
increases for the two years bring the 
upward trend in demand into line 
with the gains that have taken place 
since World War II. They have aver- 
aged around 5% a year. 

Refiners’ current operations and 
product inventories show that product 
requirements will be met without 
difficulty, except for heavy fuel oils, 
where tight markets are likely. 

Product demand in 1956, following 
the pattern of the national economy, 
is expected to show its largest relative 
gains in the early months, Oil com- 
pany economists and other authorities 
surveyed by the McGraw-Hill publi- 
cations believe three factors—a slack- 
ening in inventory stocking, home 
building, and tighter installment credit 
—may result in lower general indus- 
trial production. This could slow down 
the rate of gain in petroleum demand 
in the last half of 1956. 

All Products — Daily average de- 
mand for all products in 1956 will 
reach an impressive 9,009,000 bbl. 

Total domestic demand for all prod- 
ucts in 1956 forecasters say, will be 
3,177,500,000 bbl. This is a gain of 
4.7% over 1955. Total export trade 
is expected to drop close to 9% from 
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Daily Demand for Oil Products, 1952-1956 


1955, bringing the over-all gain in 
demand to 4.1%. 

Gasoline—Motor fuel consumption 
in the U.S. throughout 1955 has been 
greater than anticipated. This resulted 
in a gain in domestic gasoline demand 
of 6% for the year, over 1954. Do- 
mestic demand will make a further 
increase of 4.5% in 1956 over 1955, 
to reach 1,372,000,000 bbl. The vol- 
ume of exports, while less than in 
1955, will bring total gasoline demand 
to 1,403,500,000 bbl., 4.3% larger 
than in 1955, 


Gasoline output at refineries in 


Petroleum Demand 1954-1956 


(000 bbl.) 
DOMESTIC 


1954 
1,238,500 
118,000 
526,500 
522,000 
46,000 
38,500 
340,000 
2,829,500 


Gasoline 
Kerosine 
Distillate Fuel Oil 
Residual Oils 

Jet Fuels 

Lubes 

All Other 


Total Domestic Demand 


%e % 

1955* Change 1956+ Change 
1,313,000 + 6.0 1,372,000 + 4,5 
116,500 1.3 117.500 + 0.9 
$70,500 + 8.4 609,000 + 6.7 
$53,500 + 6.0 560,000 + 1,2 
$8,500 27.2 73,000 +-24,7 
42,000 9.1 44,000 + 4.8 
382,000 +12.4 402,000 +- §.2 
3,036,000 7.3 3,177,500 + 4,7 


TOTAL 


1,272,500 
123,000 
§50,500 
549,000 
46,000 
§3,500 
365,000 

2,959,000 


Gasoline 

Kerosine 

Distillate Fuel Oil 
Residual Oils 

Jet Fuels 

Lubes 

All Other 

Total Demand 
#19557 Mo. actual 
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5 Mo. forecast +1956 forecast Note 


1,346,000 5.8 
120,500 2.0 
$94,000 + 7.9 
585,500 6.7 
58,500 +-27.2 
56,000 + 4,7 
405,500 tot. 

3,166,000 + 7.0 


1,403,500 
121,000 
631,000 
586,000 
73,000 
58,000 
424,000 
3,296,500 

1956 has an extra day 


NATIONAL 


creased in 1955 because of higher 
crude runs and higher yields of this 
product. However, demand has kept 
gasoline stocks at refineries about at 
the 1955 level. Year-end inventories 
of about 160,000,000 bbl. are antici- 
pated, compared with 155,400,000 
bbl. actual at the end of 1955. 

Distillate—Total domestic distillate 
fuel oil demand for 1955 will show an 
8.4% gain over the year preceding, 
due to the high volume of home con- 
struction and installation of oil burn- 
ers in new homes. Credit restrictions 
on new home building may mean 
fewer residences completed and sold 
in 1956, and fewer burners installed 
than the 500,000 going into new homes 
for the current winter. 

However, continued expansion in 
heating oil requirements is anticipated, 
bringing domestic distillate fuel oil de- 
mand in 1956 to 609,000,000 bbl.— 
6.7% higher than in 1955. Total de- 
mand will be 631,000,000 bbl. Stocks 
on Dec. 31, 1955 are estimated at 
121,300,000 bbl., 12% larger than on 
Dec. 31, 1954. 

Residual—The residual fuel oil 
market in 1956 will be more a matter 
of adequacy of supply than of de- 
mand. Refinery output is not expected 
to increase materially, and limitations 
on imports of this product will hold, 
whether achieved by government de- 
cree or through the voluntary action 
of individual oil companies. * 
1955 
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E. Brooke Matlack sets new 


with 103 Butler 


E. Brooke Matlack, Inc., of Philadelphia does 
things in a big way. Its fleet of 600 transports 
travels 2 million miles a month. It hauls 300 
different liquids. It serves customers in 21 
states. In short, it’s one of the largest liquid 
haulers in the country. 

When Pennsylvania lifted its weight limit 
recently, Matlack acted fast . and big. It 
ordered 110 trailers from Butler, 103 of them 
aluminum —a dramatic demonstration of con- 
fidence in Butler’s pioneering and leadership 
in the development of aluminum transports. 

Maximum payload was only one reason for 
ordering Butler aluminum. In addition, alumi- 
num’s non-toxic and corrosion-resistant quali 
ties would offer Matlack customers extra assur- 


ance of pure and uncontaminated deliveries. 


(© 
MaATLACK \ 


Pipe Line on Wheels \ 
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MATLAC 


Increased safety in the hauling of flam- 
mables would be provided by aluminum’s non- 
sparking characteristic. And because alumi- 
num is non-catalytic, Matlack could handle 
many sensitive chemicals and oils with a min- 
imum of oxidation, polymerization or decom- 
position. 

Also important to Matlack are many Butler 
engineering refinements, such as fast-flow pip- 
ing, better rear-view visibility, and greater ease 
and speed of cleaning. Special design permits 
thorough automatic cleaning and drying in one 
hour, compared to 24 hours of manual labor 
with the old Matlack units. This results in 
faster dispatching and faster delivery. 

If you would like full information on Butler 
aluminum transports, mail coupon below. 


maATLEC 


Pipe Lint on 
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standards for clean hauls 
Aluminum Transports 





DUVERNEY MATLACK 


President 





Hot detergent and steam are sprayed into Butler aluminum trailers under 
high pressure. Flush-out openings between baffle plates permit spinner to be 
inserted into each section of tank. 


BOB MATLACK 
Vice-President 


E. BROOKE MATLACK, JR. 


Secretary 


Filtered and heated air is blown into tanks after washing. Since aluminum 


is corrosion-resistant, there is no danger of contamination from rust or corro 




















sion as a result of condensation 


Manufacturers of Oil Equipment * Steel Buildings * Farm Equipment 
Dry Cleaners Equipment * Special Products 


a Factories at Kansas City, Mo. * Galesburg, Ill. * Minneapolis, Minn 





ED MATLACK Richmond, Calif. * Birmingham, Ala. * Houston, Tex 


Treasurer 


For prompt reply address office nearest you 


BUTLER MANUFACTURING COMPANY 
7454 East 13th Street, Kansas City 26, Missouri 

954 Sixth Avenue, S.E., Minneapolis 14, Minnesota 

913 Avenue W, Ensley, Birmingham 8, Alab 





Please send me full information on Butler aluminum transports 













ED TAYLOR Nome 
Vice-President, Purchasing 
Firm 
Address 


One of 3 fueling points at Matlack 
Terminal. In background is 
Terminal paint shop. 
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is your answer ! 


You’re certain to find the proper (and profitable) solution 
to your TBA problem at United States Rubber Company. 
For “U.S.” has many years of practical experience as TBA 
supplier to leading oil marketers. “U.S.” provides a variety 
of full lines of highest-quality TBA products, all with top 
public acceptance. “U. S.”’ maintains the world’s finest rub- 
ber research and development facilities. And above all, 
“U.S.” is dependable, assuring you a strong, stable source 
of TBA supply. 


Write Oil Marketer Sales Division 


United States Rubber Company 


1230 Avenue of the Americas, New York 20, N. Y. 
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For a Great New Year 
of AUTOCAR Savings 


ONCE AGAIN, Autocar offers you its proved-efficient ‘‘Autocar 
Cost Record Book” new and revised for its 34th printing. 
Start the year with this comprehensive yet amazingly simple 
system to record total costs of each heavy-duty truck in your fleet. 
As usual, we’ll be glad to provide you with a sample ‘Autocar 
Cost Record Book”’ at no cost. ORDER 


YOURS 


TODAY! 
AUTOCAR DIVISION 
THE WHITE MOTOR COMPANY 
EXTON, PA. 


Please send me a free copy of the “Autocar Cost Record Book” 


Let Us Prove the | 
Outstanding Economy of Avtocars 


_ AUTOCAR TRUCKS 


j [AUTOCAR DIVISION, THE WHITE MOTOR COMPANY 
Bigese EXTON, PA. 


Nome 

Title 

Firm 

Address 

City 

No. Trucks in Fleet 


Dee 
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Now underway 


A GREAT NEW 


that §-P-E-L-L-§ greater-than-ever 


Every dealer will “get” it! Here—com- 
pletely understandable, fully believable — is 
the biggest, most convincing selling idea ever 
used to back the sale of oil filters! 

1. Every car in a Nascar Event is a stock 
car ...a car like the one you drive... a car 
like the cars thousands of your dealers drive. 
2. Every Purolator Filter used in cars in 
Nascar Events is regular stock—the same 
filter all Purolator dealers sell. 





3. Every Dealer—every Motorist knows 
the strain hour-after-hour high-speed NAscAR 
driving in biting dust and dirt puts on cars 
and equipment. 

4. Now—thanks to Purolator’s NASCAR 
tie-up—every car owner understands the 
tremendous superiority of Purolator Micronic 
Oil Filters . . . understands it in terms of his 
Own Car. 





PUROLATOR PROGRAM 


Profits! 


These NASCAR drivers 
know cars and how to 
get the most 

out of them. Read 
what they say about 
Purolators. 


LEE PETTY, Star Nascar driver, 
: ‘ : says: “Trap dirt with Purolator 
; 1s ay owe spapers - ° a. 7 Es ” 
purolator ’ ‘ and new! 10N. it, Oil Filter. 
et ; ti 
4tiona -erché 
mot mere 
he-8p? 


Purolator 
oo ty Ti 
rising 
\sive on- 


nest 


is f tor m 
Purolator a ad. Purola 
y on 


eets every 


ale of 
ans the sale © 


me 
ler. 


sold 
ator ” ery de 


fits for 
,tion. 


r purol: 
i : extra pre 


se forme 
for BUCK BAKER, outstanding 


Nascar performer, says: “I pro 
tect both my racing car and my 


family car with Purolator.’ 
“Purolator” and “Micronic,” Reg. t Pat. Off 


...- America’s No.! O18 FILTER 


PUROLATOR PRODUCTS, INC. + Rahway, New Jersey, and Toronto, Ontario, Canada 





5 Stars for 
Every Sinclair Dealer's 
Christmas Tree! 


You'll make more money with Sinclair because 
Sinclair does more to help you make more! 


t 
1 


* 
* 


SINCLAIR 


5-STAR 


/ \ 
DEALER AID PLAN 


¥ 


Sinclair Retail Selling Plan 

— gives you the help and experience of a trained 
specialist in profitable station operation. 
Sinclair Dealer Councils 


— bring together successful Sinclair Dealers to learn new 
and successful methods for the benefit of all Sinclair Dealers. 


Sinclair Dealer Demonstration Stations 
— let you see for yourself how successful management 

and merchandising ideas work out in practice. 

Sinclair Dealer Surveys 


— keep Sinclair constantly in touch with you — better to 
know your needs and problems — and their solution. 


Sinclair Dealer Conferences 

— bring you tried and tested sales methods and help you 
exchange ideas with other Sinclair Dealers, and provide 
proved-in-practice experience for business building. 


Get detailed information now! 
Write Sinclair Refining Company, 
600 Fifth Avenue, New York 20, N. Y. 


leads the industry in dealer assistance! 


Ask about the Sinclair TBA Franchise, featuring Goodyear—the greatest name in rubber. 
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EDITORIALLY 


Today and Tomorrow 


S THE year draws to a close, oil marketers 
can look back over an unusual year—a 
mixture of great prosperity and vexing problems 
Economists, looking ahead, predict that the pros 
perity will continue at least until election time 
And oil marketers look to a continuation of 


problems 


These highlights distinguish 1955: 

Earnings reports for the first nine months set 
unprecedented records. The demand for petro 
leum products exceeded the cautious, early-year 
forecasts of a 4% rise. Instead, consumption is 


moving swiftly at 5 to 6% ahead of last year 


The ever-shifting movement accentuated the 
trend to direct marketing operations in large 
built-up areas. At the same time, independent oil 
distributors in outlying areas have sought to 
strengthen their business through exclusive fran 
chises. As the huge oil marketing industry grows 
larger, emphasis on specialization becomes more 
pronounced. Segments of marketing that once 
were closely related by markets and functions are 
now drawn far apart by swift growth within 
those segments, creating a need for special know] 
edge and special skills. To keep abreast of this 
industry, the need for cross-communication within 
oil marketing becomes more important than ever 
before 

Product quality has improved as new demands 
are heaped on. Octane ratings are at a new high 
promise to shoot higher to satisfy the new auto 
mobiles. Multi-grade lubricants have taken over 
a larger share of the market while synthetic 
lubricants, still a young factor, have attracted 
more widespread patronage 

Perhaps one of the most significant develop 
ments has been the mounting popularity of man 
agement institutes, particularly those for inde 


pendent oil distributors. Conducted with litth 


Holiday Greetings 
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SPEAKING 


publicity, they are gathering acceptance from 
border to border This is significant because it 
demonstrates the big role that education ts play 
ing in the advancement of oil marketing 

In the same breath can be mentioned the eve! 
widening scope and intensified activities of the 
API Marketing Division. New fields of informa 
tion are being tapped and the results already have 


heen beneficial to the marketing segment 


All is not serene, though, for there are 
problems that will plague 1956. 


4 problem of unknown dimensions is that of 
developing and adapting oil products to meet 
the changing requirements of consumers. Not 
only will the new automobiles have more exact 
ing requirements, but the possibility of a switch 
to gas turbine or fuel injection engines clouds 
the future because that would alter the situation 
drastically. The latter possibility is not likely to 
occur next year, but problem-studying is under 
way already. All this, of course, portends a heavy 
impact on marketers 

Problems that became ripe during 1955 and 
will linger into next year include price-cutting 
among commercial accounts and in the retail 
market and the 
dealers and suppliers 

On the legislative front, uncertainty lies ahead 
Marketing faces the prospects of new taxes on 


products and new attempts to enact restricti 


igitated relationships between 


ordinances 

In a way, the mingling of prosperity and pet 
plexing problems in marketing seems to reflect 
the state of the world today, for on an interna 
tional scale, the pervasive prosperity too is haunt 
ed by troubling problems 

The long record of oil marketers for overcom 
ing difficulties fortifies a confidence that tomor 


rows problem in be dealt with satisfactoril 


Backstopping the greetings of publisher Harry Waddell a few 
pages back (p 5), NPN wishes all oil marketers, at home 
and abroad, a Happy Christmas and a prosperous 1956. 





“The depletion allowance . . . is being 
used as a tax dodge and as a source of 
revenue to subsidize marketing. .. . 
We believe Congress will (enact) legis- 
lation to place the depletion allowance 
in its proper place and proper per- 
centage.” Miles Mills, Sr., lowa 


“It is our intent to take away from big compa- 
nies power to create conditions under which we 
cannot live... . If we haven’t got guts enough 
to stand up for the jobber now, it’s time we 
closed up and went home.” 

H. S. (Hiff) Horning, Minnesota 


“We better sweep in front of our own 
. door before we go after others.” 


“Kansas derides the use of 
threatening tactics . . . (Deple- 
tion and divorcement) are con- 
stantly being used as bargaining 
threats.” 

Eugene Erickson, Kansas 


“What happens to the jobber 
margin if the depletion allow- 
ance is eliminated?” 

Keith Edwards, Illinois 


“Initiating legislation is a final step. It can 
get beyond you. And it may go in a different 
direction than you think,” 

John Harper, New York 


Ted Groebl, Texas 





May Seek 


\ NOTHER HARD LOOK at the prob 
£% lem of commercial account price 


cutting has led National Oil Jobbers 


Council to tissue a strong warning tk 
major oil companies 
In effect 


help unless the majors take immediat 


steps to clear up the commercial ac 
counts situation. Its the Council 


strongest warning yel 


The jobbers’ threat is aimed at the 


oil industry’s 27.5% depletion allow 


ance. It came as a committee recom 


mendation urging that “certain facts 


about the depletion allowance be pre 


sented to Congress and that the allow 


ance be “investigated.” (See quotes 


left for some of the comments on this 
recommendation, as they were mad 
at NOJC’s annual meeting in Chicago 


last month.) 


In a_ stinging NOIC 


report, 


Economic Concentration Committec 


charged the depletion allowance 


being used by some integrated com 


panies as a 
marketing operations 


Officially, the Council voted to delay 


such “final 
recommended. Unofficially 


members were hoping the threatened 
appeal to the government would bring 
about the desired result And by vot 


ing to publicize its 


through the committee report 


(The depletion allowance compen 


sates ol 


mineral resources that can't be re 


NOJC has said it may 


well blow the whistle for government 


tax dodge” to subsidize 


action as the committe 


Council 


yricvance 
NOK 


has indirectly invited an investigation 


ywoducers tor ising up 
J 


placed. Its a federal tax provision 
designed to encourage producers to 
seek new oil. Producers in othe! 
dustries, like coal, sulfur, also get 
pletion allowances, although they 
lower than oil's 27.5%) 

Some jobbers were optimistic about 
chances for improvement in commer 
cial account pricing. But others were 
bitter at NOJC’s failure to take posi 
tive action 

One of the optimists was Chairman 
John H. White 

I have very good reason to believe 
we will see conditions improving in 
the very, very near future he said 
in his Opening report. He declined to 
Earlier White 


used the session's strongest language 


explain his optimism 


in explaining how commercial account 
conditions “seem to be getting worse 
While most ol the jobbers WCT¢ 
privately bitter about their continuing 
loss of commercial accounts, this teel 
ing didn't dampen the spirit of the 
mecting And most jobbers pave the 


Other NOJC Highlights . . . 


e Approved i new dues 
schedule and a $60,000 budget 
Vhich will give the Council it 
strongest financial position in 
history 

e Elected Clint K. Elhott, of 
Pine Bluff, Ark 

e Accepted the resignation of 
Empire State Petroleum Assn 
but left the door open in ise 
ESPA changes its mind 


e Suggested some guidepost 


as 1S pl esident 


for a “model” contact between 
obbers and supplier 
(For details see next page and 


page 173.) 


ry GENERAL 


Government Help 


impression that business was “pret 
rood 

A big reason for delaying govern 
ment appeal was the recognition that 
NO uC 
investigation, if and when tt were 
started. And that jobbers too might 
ret hurt 

Delegates 
from tormer chairman John Harpet 
of New York, on this point. It was 


Harper who proposed holding up ac 


would have no control over an 


followed — the warning 


tion until the next meeting in Atlanta 
Giu., May 17-19. Meanwhile, he called 
for more study of the report by mem 
ber MSSOCTaTIONS And that wa the 
official decision, by a vote of 1&8 to & 
on a rolleall of association members 

Debate on the 


mendation provided the hottest mo 


committe recom 
ments of the three-day session, but tt 
vasn t nearly as dramatic as some had 
predicted 

The report charged: 

There are certain practices being 
ined on in the ol industry which 
onsider untair trade practice 
I here ha 


vorsening of these condition cle spite 


heen a deteriorating of 


( ouncil efforts for many years to seek 
i: solution within the industr' 
Wi heheve the 
{ 


INCE is not being entirely used tor 


depletion illow 


the purpose for which it was intended 
but rather is being used as a tax dodge 
ind as a source of revenue to subsidize 
marketing to the detriment of the in 
dependent marketer as evidenced by 
the recklh ver-expansion of service 
tation outlet icquiring Commercia 
ccount it opr helow the jobber 
ost 

Ihe report urged NOM to hia 


ertaim fact hetore the hairmen of 


these C onere ronal ommittes he 








—¥5 general 


cign and Interstate 
Small 


C ommerce bi 


nance Business and Ways and 
Means 

From these hearings we believe 
the Congress will investigate the facts 
and legislation will be enacted to place 
the depletion allowance in its proper 
place and proper percentage so these 
tax advantages will be corrected.” 

One proposal possible 
solution of the commercial account 
problem came from Lyle W. Munson 
executive sercetary of lowa Independ 
ent Oil Jobbers Assn. He called for 

e Suppliers to give a clearcut de 
finition of exactly 


consumer transport buyer ts 


toward a 


what a commercial 


e A statement of policy explaining 
how each supplier is going to handle 
business 

@ Suppliers brokers to 
their transport 
prices and furnish them to the press 


commercial account 
and 


commercial 


post 
consume! 


e Co-operation of the press in pub 
lishing these posted prices 

Not all of the delegates favored 
threatening” the majors, although the 
idea was popular. Kansas Oil Men's 
Assn. expressed opposition before the 
committee report was presented, Pres 
ident Eugene Erickson 
against the irresponsible cry of wolf 

And Ted Groebl, of Texas, declared 
some of our Own segment is respon 
sible” for the “sharpshooting on com- 
mercial accounts. We better sweep in 
front of our own door : 

Where are you going to get those 
sympathetic senators,” Groebl asked 
to investigate depletion? 

An answer came from H. F. (Hifl) 
Horning, executive secretary of North 
west Petroleum Assn. Horning re 
ported he’d met Sen. Hubert Humph 
rey (D., Minn.) “only the other day’ 
and Humphrey asked, “Hilf, when are 
we going to talk about depletion?” 

Chairman Miles Mills, Sr., of lowa 
gave strong support to his report: 

“We've been urged to stay out of 
Washington. But when the majors 
want they don't 
about going. We've heard for 10 years 
that something was brewing to correct 
conditions in marketing, but nothing 
ever happens 

Missing from the festivities was 
NOJC’s general counsel, Otis Ellis, 
who was ill. Ellis restrained NOJC, at 
its meeting last May, from going after 
the depletion allowance. Chairman 
Mills said his report was prepared 
‘with the knowledge” of Ellis 

At this stage, NOJC officials hope 
suppliers will heed their “fair warn 
ing.” But unless the jobber sees some 
signs of what he can call definite im- 
provement, he'll take out after the 
depletion allowance again next May 


cautioned 


something, hesitate 


39 


New Dues Plan May End 
NOJC’'s Financial Problems 


() FHICIALS Of National Oil Jobbers 
Council are looking forward to 
the new year with the fond hope that 
Council financial worries are a thing 
of the past. If they’re right, NOJC will 
have solved one of its major problems 
Ihe reason for this optimism is a 
new, higher dues schedule, based on 
individual gallonage. It was 
adopted in Chicago last month at 
NOJC’s largest annual meeting in 
history—180 jobbers attended. 


jobber 


NOSC plans a $60,000 budget next 
year, while the new dues schedule is 
expected to bring in a slight surplus 
just in case some expected funds don't 


materialize. This surplus means the 
budget won't have to be cut, say 
NOJC officials, even if Empire State 
Petroleum Assn. sticks by its decision 
to withdraw from the council. 

ESPA’s resignation was accepted by 
NOJC, effective Dec. 31, but delegates 
voted to leave the door open in case 
the New Yorkers change their minds 
The vote came shortly after NOJC’s 
executive committee had mailed a let- 
ter of “unconditional” acceptance. 

rhe Empire State resigned because 
of disagreement over the new dues 
schedule and what it calls NOJC’s 
expanded” operations. Now it’s up to 
ESPA’s directors to decide if the ex 
planation of the new dues given its 
delegates, John Harper and Tom 
Brown, is satisfactory 

No one at Chicago was sure what 
ESPA’s new dues would be. Both sides 
agreed an earlier estimate of $7,000 
wasn't right. One thing is sure—it'll 
be more than last year’s $2,100 

Kansas is also looking at its in- 
creased dues without enthusiasm 
President Eugene Erickson, of Kan- 
sas Oil Men’s Assn., told the delegates 
his group wants to remain in NOJC, 
but warned “we cannot increase our 
financial obligations.” Erickson told 
NPN Kansas would give the new dues 
thorough consideration 

Finances have always been a rough 
hurdle for NOJC. It was forced to 
seek voluntary contributions this year 
for almost half its $50,000 budget. 
Finance Chairman Clint K. Elliott 
blamed the “wide variation in associa- 
tion dues for most if not all our past 
difficulties.” Elliott was later elected 
NOJC  president—the top officer's 
been called “chairman” in the past. 
(More about Elliott on page 173.) 

The new schedule bases association 


NATIONAIL 


dues on the ygallonage of individual 
jobber members. Only the jobber’s 
principal product is considered—even 
if he sells 51% gasoline and 49% fuel 
oil. Dues range from $1.79 a year, 
for jobbers marketing under 100,000 
gal. to $42.50, for those over 5 mil- 
lion gal. NOJC officials emphasize that 
associations can raise their dues any 
way they please—the new schedule 
will be used by the Council to figure 
what each group owes. 

Other NOJC action included: 

Model Contract—A helpful guide 
to “better jobber contracts” with sup- 
pliers was presented to “let some job- 
bers know of the contractual benefits 
which some other jobbers are getting.” 
It's main points were: 

e Exclusive representation in a 
stated area. 

e Arrangements for 
from the supplier in 
competitive position 

e Some form of protection and as- 
sistance on commercial consumer ac- 
counts, federal and state business. 

e Co-operative aid in advertising. 

e Assurance of continuous supply; 
or if product is short, fair and equit- 
able allocations, and permission to buy 
from another source during a short- 
age. 

It was also suggested that jobbers 
seek a sliding scale margin arrange- 
ment with suppliers. The scale would 
provide for the same relative increase 
or decrease whenever the market went 
up or down. This will “prevent the 
misuse of the temporary tankwagon 
price as a means of reducing the job- 
ber’s margin,” a subcommittee re- 
ported. 

Highways—NOJC approved a pro- 
gram that would exclude public or 
private commercial activities on 
limited access highways. It called for 
access to service areas or roads where 
private enterprise can compete. 

OlMmC—Delegates took no action on 
the Oil Industry Information Com: 
mittee, deciding this should be left to 
the discretion of each state or indi- 
vidual. This was because “OIC is 
designed to operate at the local level.” 

In the past, some jobbers had pro- 
posed withdrawal of support from 
OIIC because of marketing malprac- 
tices.” Chairman John White was one 
of these. But White told the Council 
he had no recommendation on the 
subject. is 


financial aid 
maintaining a 
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Moto-Pep Uses Old Idea to Beat Odds 


His gasoline and TBA sales are soaring with new 


fast wash-station combinations. They can become 


anyone's money-maker with good, solid planning 


A IBA conscious oil jobber in 
Tennessee is piling up bigger 
profits while swimming against the oil 
marketing current. His trend-bucking 
idea is the fast car wash, combined 
with the service station. 

There is nothing like them for 
boosting TBA sales (up almost 200% ) 
and gasoline volume (up 25%), says 
E. J. “Connie” Connable, owner of 
Moto-Pep, Inc., in Memphis 

There are many jobbers who will 
not agree with Connable’s idea, but 
he is sold on it. He has two station-car 
wash combinations in Operation now 
and is planning a third. 

One of his combinations, in opera 
tion only a few months, has hiked 
gasoline gallonage 5,000 gal. a month 
is selling 110 more gallons of motor 
oil and, best of all in Connable’s view, 
has raised TBA budget purchases 
from $650 to $2,000 a month. In 
addition, Connable says, a good deal 
more TBA is being sold on a cash 
basis. 

fo make a going enterprise of a 
station-wash combination, Connable 
recommends that jobbers: 

e Be willing to make a high origi 
nal investment. 

e Hire intelligent, sales-minded 
people to operate the combination 

e Use the car wash business to sell 
IBA, not primarily to bring in gaso 
line customers 

e Beware of setting up an opera 
“saturated” 
(Connable 


tion in an area already 
with fast car wash outfits 
says One car wash for every 40,000 
people is the saturation point) 


THE INVESTMENT 


Connable warns that car wash-serv 
ice station combinations are expensive 
He’s found it costs $17,000 to $20, 
QOO for the car wash building. Equip- 
ment runs about $15,000. Plumbing 
and electrical installation costs will 
vary, but they are high. Then, a big, 
spectacular neon sign-—$3,000 to 
$5,G%s—is needed to advertise the 
operation 

That's 


upwards of $40,000, not 
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counting installation 
fast car wash Operation. And, that 
doesn’t include the cost of the station 

$15,000 to $40,000 plus—or prop- 
erty rental. Since a combination setup 
room, with plenty 
of easy ingress, this rental can easily 
run $500 or higher per month. One 
of Connable’s runs close to $900 per 


requires lots of 


month 


THE DEALER 


After making: the huge investment 
required, the next step is to find 
the right type of dealer to operate 
the station. And it isn’t easy, says 
Connable. 

An average service station dealer 
won't do. The jobber has to find a 
sales-minded person who is also a 
good manager and personnel relations 
man. On top of that, the dealer needs 
to have considerable capital to invest 

In operating the station, the dealer 
has to understand that his big profit 
lies in TBA, Connable believes. Gaso 
line and oil business will increase, but 
if the dealer 
Connable doesn't believe the combina 
tion station will pay 

Connable says today he had been 
interested in the idea of 
fast car wash establishments with serv 


depends only on that 


operating 


ice stations ever since he saw a fast 
car wash business for the first time 
‘This outfit had cars lined up for a 
couple of blocks,” he 
just about more than I could stand 
to realize that there were all those 


recalls. “It was 


cars in one place, and nobody around 
to sell their owners a gallon of gaso 
line or a single TBA item 

He sent the manager of his budget 
department on a three-state tour, with 
instructions to find out all he could 
about the economics of the fast car 
wash. After getting the report, he 
made his first move 

For the first combination, Connable 
built a station on the site of a fast car 
wash plant that was already in opera 
tion. This station was opened in No 
vember, 1954 

The second combination was the 
other way around. A station existed 


NEWS 


costs, for the 


on a big lot, and a fast car wash busi 
ness was installed behind tt 

The third one, now being planned 
will probably be built from the ground 
up, since a station has to be ideally 
located with plenty of extra space 


THE PROFIT 


You can get a better picture of the 
potential gain by taking a look at the 
second combination, which was open 
ed this summer 

This setup, as just a service station 
had been pumping around 15,000 gal 
of gasoline per month. In addition, it 
was selling about 170 gal. of oil, and 
Moto-Pep was buying an average ol 
$650 worth of 
the station (Moto-Pep has a separate 


handle 


budget papers from 


finance company set up to 
dealer budget accounts) 

In September and October, this sta 
added 
pumped 20,000 gal. of gasoline each 
month, sold 280 gal. of oil, and Moto 


purchases 


tion, with a fast car wash 


Pep’s budget account 
jumped to $2,000 a month. A good 
bit more TBA is sold for cash 

This second station hasn't reached 
its potential. In fact, its operator 


Len Miller 


half of what he can expect 


figures he is doing only 


Right now, he isn’t getting too much 
business during the week. On week 
ends, he is running about 200 cars 
through the car wash daily. He hopes 
for at least 400 on Saturdays before 
much longer 

Miller doesn't really try to make a 
profit by washing cars. It i gimmick 
to pull them in, as far as he’s con 


re 


AR 
SH 








a 6 | general 


POTENTIAL SELLING zone is at far end of wash area, where .. 


PULLED IN by outdoor promotion, cars line up for quick wash 


Whe 
BIETART ClOVAE 


4 


CASHIER 


SALE 1S MADE from full line displayed in next room. Then... 


a 
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ES GR Mobilgas 
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EXTRA DIVIDEND comes with final stop at pumps. Gasoline and TBA sales have skyrocketed in Connable’s station-car wash 
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‘There's nothing like them for boosting sales’ 


cerned. What he tries to do is break 
even on wash jobs, and make his profit 
PBA 

In his selling efforts, Milles 
try high-pressure. He figures that when 
a customer drives in wash, 
he’s in a hurry 

Miller that the customer’s car 
gets through as fast as possible. At 
the other end, when he pays for the 
wash, the customer is faced with a 
battery of TBA displays, along with 
signs about sales and budget buying 

When he pays his bills, the custo- 
mer gets a ticket offering him a lubri- 
for 75¢ and other brief 
about the station’s 


on gasoline, oil and 
doesn't 


for a car 


sees 


cation job 
promotion 


wax 


pleces 
and polishing costs, or maybe 
about a special sale going on 

If the lubrication ticket doesn’t pull 
him back in, the customer might want 
to take buying a ticket 
for bulk he'll 
either one free after a certain number, 
or a discount each time he brings his 


advantage of 


wash jobs, where get 


car in to be washed 

Everything is set up to speed the 
customer on but with the 
idea of pulling him back in when he 
has extra time 

As for the lubrication ticket, Miller 
says that has been very profitable. He 
averages $2 to $15 on each customer 
who takes the ticket 
The tdea behind the whole thing, of 
the 
over-all 


his way 


advantage of 


and 


TBA 


under 
for 


course, is to get 


the 


Car 
under hood 


selling 


THE COSTS 


in Operating 
But the 
relatively low 
the TVA area 
his combined and 
bill runs from $150 to $200 a month 

Plenty of labor is needed, however 
On Saturdays and Sundays Miller has 
10 to 15 working his wash bays 
and his driveways 

Only 
He is in an 
cheap labor 
the 
workers on an 
peak periods 

Regular employees include one man 
who manages his car wash operations 


Ihe overhead such a 


station 1s 
bills 


high electric and 
since 


Miller 


water 


water are 
Connable’s in 


Says power! 


men 
Six are permanent employees 
temporary, 
Except for 
he hires 


during 


area where 


is plentiful 


six “basic” employees, 


hourly basis 


on a salary plus commission basis 


with his commission depending on the 
volume of business over a_ certain 
quota, plus sales of seat covers, polish 
and wax jobs. He also has a mechanic 
on a salary-plus basis 

rhe other employees work both the 
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driveways and the wash bays, and 
each one of them in 
other can earn extra money depending 
on the amount of business Miller does 

A firm believer in direct advertising, 
Miller started out by distributing ad 
his the 
plant gate entrances of industrial plants 
in Memphis. Just recently 
direct mail promotion. In 
tising, he stresses only his 
wash. All he wants to 
cars into his station 

What Miller, 
aged a Western Auto 
as a salesman, and operated a con 
ventional service station, think of 
present combined operation? 

It can’t be beat,” he 
a lot of money, I'm my 
neck in debt. But the potential profits 


some way Ol 


veruusements of business at 
he started 
this adver 
fast 


gel 


Cal 
the 


do 1s 


does who has man 


store, worked 
his 
Says It cost 
and up to 
are here.’ 

That 
off a lot of dealers, as well as jobbers 
However, 
learned that 
to float a 
and 


investment, of course, scares 


Connable says he has 


banks are more inclined 


loan on a combination car 


wash station than they are on 


just a service station 


fail 


converted 


If you the car wash building 


can be into a garage or 


something else,” he points out 
Moto-Pep is willing to help a dealer 
has 


when it a combination setup for 


lease, say Connable, if it believes he’s 
the right man and he has a respectable 
payment. It that the 
company will help him to get a loan 
through a local bank, or if 
have enough “gambling spirit 
glad to go 50-50 and split the profits 


down might be 


he doesn't 
we'll be 


Connable says 


THE COMPANY 


the 


stations 


combination 


Moto Pep 


In addition to cal 


wash and has 


E. J. CONNABLE 
Any hod, sell va oline 


can 


NEWS 


about 60 stations throughout Memphis 
Shelby All the 
are operated by lessees 

The company, 
seven stockholders with Connable act 


and County stations 


which is owned by 
ing as president and general manager, 
$2.5 million total 
business this year. About 23% of this 
total will be TBA sales. Gallonage- 
wise, Moto-Pep sells around 12 million 
Its principal supplier of 
Mobil 


been a 


will do about gross 


gal. a year 
light oils is Socony 
jobber mn 


Connable has 


Memphis for about 25 years. A firm 
believer in direct delivery, he has only 
132,000 gal. of bulk plant storage, and 
only about 20,000 


the most 


gal. of it at any particular time 


TBA COMES FIRST 


You can't blame some suppliers for 
they hear him talk 
IBA men for the 
they hear 


uses al 


shuddering when 
Nor 
gleam in 


This 


friends call 


can you blame 


their eyes when 
Connie,” as 


IBA 


second 


is so because 
him, 
seller 
sell 
a salesman to sell tires 
You 


vet 


him 


his is a seller 


and an oil 
Anybody 

takes 
batteries 
you'll 
The thing to stress is selling them 


first 
ean gasoline he 
Says It 
can Station 


and put a 


up and gasoline customers 
in it 
the 


that 


extras’ when they come in to buy 
gasoline 

If a 
he wants to be 
sell 40.000 gal. of 
I tell him | don't 


much gasoline he can 


me and say 


that he can 


man comes to 
a dealer, 
gasoline a month 
damn how 

What | 
sell TBA 


will make oul 


give a 
sell 
want to know is can he 
That's where both of us 
biggest profits 

hold 
dealer least 
i month these 


conversation deals with selling 


Connable says he small group 
twice 
meetings, all 


IBA 
IBA 


times 


mectings at once Or 


During 


He also conducts an extensive 
al ill 


conducting 


advertising program 


ind is usually some sort 


of contest among his dealers designed 


IBA 


wiving a 


to get them to push 
Currently, he 1s free 
keet 


buys a 


pata 


and cage to each customer who 


set of tires from one of his 


stations. If the customer can teach the 


parakeet tO Say C;,oodyear tire: 


1956 


use 


by Jan. | Connable will buy 


the pal ikeet back 
I'm safe 


figure any f 


for $100 
that he ty I 


who 


on 
amily works with on 
of those birds long enough to get him 
that much in love 
with it they wouldn't sell it back to me 


for a hundred bucks,” . 


tO say will be so 





— *Fy general 


Get Your Share of Military Contracts 


HERE'S A NEW FACE in the office 
T of the Small Business Specialist 
for the Armed Services Petroleum Pur 
chasing Agency in Washington. It be 
longs to tall, sandy-haired Robert A. 
Wightman. His job: to carry on the 
work of helping jobbers and small re 
finers get more government business 

Since ASPPA got its first civilian 
small business specialist in November, 
1954, petroleum purchases from small 
businesses climbed from $150 million 
to $159 million—although total pe- 
troleum purchases dropped from $808 
million in fiscal 1954 to $780 million 
in fiscal 1955. The percentage of total 
sales held by small business rose from 
18.6% to 20.4% over the two fiscal 
years. Wightman hopes the trend will 
continue upward, 

A man with a straightforward ap- 
proach to questions, the 40-year-old 
Wightman tells oil men, “I’ve been 
a small oil marketer, and I know the 
difficulties you face. I'll do my best to 
help you.” 

Buildup——Wightman’s appointment 
ties in with ASPPA’s recent policy of 
emphasizing military sales opportuni 
ties to jobbers and refiners. This, in 
turn, accounts for the newly improved 
position of small business in getting 
contracts from ASPPA. 

But Wightman’s suggestion for the 
“very small” jobber or distributor is 
to avoid trying for direct negotiations 
with ASPPA. This, he says, would 
probably be difficult for the distributor 
to handle. 

Instead, he recommends that the 
distributor consult the Commerce 


46 


Department’s Synopsis of U.S. Gov- 
ernment Procurement, 
Sales, and Contract Awards, which 
is issued weekly (address Commerce 
Field Office, Administrative Service 
Office, 433 West Van Buren St., 
Chicago 7, Hl.) 

By subscribing to this synopsis, 
Wightman says, the small distributor 
can find listings of contracts awarded 
in his area and negotiate with the 
awarder for deliveries. 


Proposals, 


HOW TO SWING IT 

lo get military petroleum contracts: 

© Notify ASPPA (Washington 25, 
D.C.) that you wish to be a bidder. 

e Fill out the questionnaire that 
ASPPA will supply to determine 
whether you are eligible. Information 
includes type of products you can 
supply, quantity, and your supply 
areas. ASPPA in turn will list the 
types of products it buys by regions, 
and the usual method of delivery re- 
quired, If you qualify, your name will 
be placed on the regular mailing list 
for all invitations and bids 

e Submit your bid as required in 
the invitation. It will be considered 
equally, regardless of company size 
(small businesses are defined as those 
employing fewer than 500 persons). 
To win, your bid must naturally be 
the most advantageous to ASPPA. 
However, the agency does have the 
authority to accept your bid—as a 
small business—if it is identical to that 
of a large company. 

Wightman will answer all 
sent him 


letters 
concerning prospects for 


doing business with ASPPA. In con 
junction with the agency, he is pre 
paring planning a booklet covering 
pertinent facts that small business 
should know to deal with ASPPA. If 
approved, it may come out in 1956 


THE MAN AND THE JOB 

In taking over the ASPPA post, 
Wightman follows Herman Fowler, 
who has moved into other Pentagon 
activities. Fowler was the first full- 
time civilian small business specialist 

before that, military personnel 
handled the work for two years. 

Wightman came to the government 
in 1942, but soon volunteered for 
military duty. He returned to Wash- 
ington with a Purple Heart, joined 
the Petroleum Administration — for 
War, and later served with other oil 
agencies. 

Wightman knew the oil business 
well before the war, having spent 
seven years with Tide Water Associ- 
ated Oil Co. as upstate New York 
representative. 

In 1948 he left the government and 
formed two enterprises of his own. 

As a small oil marketer, he bought 
and sold products on the Atlantic 
Coast around New York City, includ- 
ing the ordering, routing and selling 
of tanker loads from the Gulf to the 
New York area. He also acted as a 
market analyst and advisor for other 
companies, serving at least 20. 

When he returned to the govern- 
ment last October, he disbanded his 
civilian organizations in order to de- 
vote full time to his new position. @ 
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Trend to larger stations shows up 
in Census Bureau statistics Reports on 
Delaware, North Carolina, Maryland, 
Virginia and the District of Columbia 
show only small increases or decreases 
in the number of service stations, but 
total volume in some areas has nearly 
doubled. All areas report declines in 
the number of stations without paid 
employees and increases in those with 
paid employees. 


Government will appeal district 
court rejection of Federal Trade Com 
mission’s quantity tire discount rule 
(forbidding special discounts for large 
quantity buying). Rubber and oil com 
panies oppose the rule on the technical 
ground that FTC did not substantiate 
it with findings required by Robinson 
Patman Act. Final court action will 
be months away 


Positive emergency stopping to: 
truck-trailer combinations is claimed 
for a new auxiliary braking system 
The system reportedly enables the 
driver to make at least one controlled 
stop if the regular brakes fail. It was 
developed by a special brake com 
mittee of Automobile Manufacturers 
Assn’s Motor Truck Divison as a co 
operative venture of the truck, trailer 
and brake manufacturing industries 


Switch from Skelly to Phillips has 
been made by Crites Oil Co., jobber 
in Ft. Worth, Tex. Felts Distributing 
Co. of Ft. Worth, primarily a Cosden 
Petroleum jobber, has taken on Skelly 
as an additional supply source through 
a separate distributorship 


Another wage-hike drive may be in 
the making by Oil, Chemical and 
Atomic Workers International Union 
(CIO). A recent story that covered 
the entire front page of its publication, 
Union News, referred to last spring’s 
10¢ hourly boost as based on “1954 
demands.” And President O. A 
Knight is talking of “strategy that will 
produce the greatest possible gains for 
our members.” 


State gasoline tax refund of 6¢ gal. 
on gasoline used in pumping fuel oi! 
has been approved by the Maryland 
attorney general. To qualify, delivery 
trucks must be equipped with a special 
tank and valve to measure gasoline 
used for pumping 
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Post exchange service stations have 
been by-passed again by Defense De 
partment in its campaign to get the 
military out of competition with pri- 
vate business. Defense says 32 more 
activities will be halted, bringing the 
total to 46 since August, but none of 
them are service stations 


New 300-mile crude line, now build- 
ing, will replace Sinclair Pipe Line 
small diameter system from 
Jacksboro, in north-central Texas, to 
Houston within three years. The new 
line will connect at Mexia with a Sin 
clair line now delivering from East 
Texas fields into the existing system 
to Houston. The new capacity will 
help move southern Oklahoma, North 
Texas and East Texas crude to the 
Gulf area 


Co.'s 


Service station sales totaled $1,088 
million in October. This tops $1,049 
million in September and $1,017 for 
October, 1954 


Senators will discuss eliminating 
the exemption of retail and service 
employes from the Fair Labor Stand 
ards Act at hearings this month 
Chairman Paul Douglas (D., Ill.) of 
Senate Labor subcommittee will push 
the action. This would mean many 
service station and bulk plant em 
ployees, plus driver-salesmen, would 
be covered for the first time by the 
40-hour week and minimum hourly 
wage (up from 75¢ to $1 on March 
1, 1956) 





A Boat or Two Might Come in Handy 


@ Consumers Oil Corp., Richfield jobber in Trenton, N. J., got wet feet 
the Delaware River over its bank 

First, it was Hurricane Diane’s heavy rains that tore away a storage tank 
and smashed the dike around the tanks 
damage, but plenty of water. 


twice in two months as floods forced 


Capital expenditures for affiliated 
companies of Standard Oil Co. (New 
Jersey) and the companies in which 
it has an interest will total a record 
$1.2 billion next year (up 20% 
from 1955). About 43% ($473 mil 
lion) will be spent in the United States 
and one-fourth of that will be invested 
in transportation and marketing 


Latest Valvoline oil, an all-tempera 
ture product, is called All-Climate 10 
W-30. Valvoline Oil Co. says the new 
motor oil maintains constant stability 
at all temperatures from 110 F. to 

10 | 


Preliminary engineering studies on 
a toll highway between Dallas-Ft 
Worth and Houston, Tex., will be 
financed by a group of bankers from 
the three cities. If the study shows the 
project feasible, a more detailed in 
vestigation is planned. Turnpike Au 
thority has no funds for such studies, 
but has issued $58.5 million in bonds 
for the Dallas-Ft. Worth turnpike 
now under construction 


Shell Oil Co. will sell its bottled 
liquefied (Shellane) 
operation in nine Midwest states for 
about $10 million to National Propan 
Central Islip, N.Y. Included 
are 11 bulk plants in Illinois, Indiana, 
lowa, Michigan, Minnesota, Missouri 
Ohio, South Dakota and Wisconsin 
plus 180,000 accounts and 500 
dealers. The Shellane name will be 
retained under National Propane’s 
Great Plains Gas Division # 


petroleum gas 


( orp., 


In October's rainfall there was no 
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AGEMENT 


OLD Hotchkiss stations sagged on gallonage. Then Hotchkiss Oil, with 
Socony’s help, re-evaluated and cut away the deadwood. . 


NEW station, on same site, does nearly 17,000 gal. 


Hotchkiss Oil's Formula . . . 


Smart Jobber Planning Plus Supplier Aid 


Jui Horcnkiss, a Socony Mobil 
Oil Co. jobber in Fredericksburg 
Va., iS writing a first-rate success story 


The 


business 


into his ledgers heroes are his 


own sound judgment and 
Socony’s Planned Distribution System 
(PDS) for locating new stations 
Hotchkiss and his brother 
Hotchkiss Oil Co. in 1936 on 
one station outlet, 20,000 gal 
$11,000 capital, a 


founded 
a shoe 
string 
storage facilities, 
641-gal. truck 
Poday, Hotchkiss 
gasoline annually to 47 


sells over five 
million gal 
stations (he owns two), has bulk plant 
and 20 


was $l, 


million gal., 


1954 


capacity of 1.6 
transports. His gross 
131,000 

In those early 
traveled 120 miles round trip to Rich 
mond to get from Richfield 
Oil Co. The company went into the 
red the first three and the 
$11,000 
and basic equipment 

After the 
brother sold out 
ball triend, L. Dexter Hubbard, bought 
in, S5O-50 

Despite early struggles, the business 
grew. By 1946 it supplied 18 stations 
Hotchkiss did 900,000 gal. that year, 
Half the busi 
ness Was in farm accounts 

Then Hotchkiss switched to Socony 
and put PDS to bolster his 
expansion 
bination 
his gallonage more than five times 

Yet Hotchkiss territory 
most the same as it was ten years ago 
city, Spottsyl 


days, the lone truck 
supply 


years, 


original went into. salaries 


year, Hotchkiss’ 
An old college foot 


first 


grossing about $15,000 


work to 
And 


winnel it 


own ideas this com 


was a increased 
today 1s al 


Fredericksburg and 


vania, Caroline, Stafford, Orange and 
Culpeper Counties 


WHAT PDS DID 


and Hotchkiss tied in early 
1946. The move was 
seven-state expansion pro 
gram for the major company. Hotch 
kiss immediately launched a re-evalua 


Socony 
in the summer of 
part of a 


tion program 

Even before calling on PDS, Hotch 
kiss pruned nine rural stations from 
his chain, halving the number of out 
lets serviced. All 3,000 
4,000 gal. monthly, and were picked 
up by other jobbers 


were doing 


Their gallonages 
haven't risen much since then 
Gasoline volume increased after the 
stations were cut out, “One station on 
the bypass (U.S. | 
burg) pumped more gasoline than all 
18 of the old Hotch 
kiss. U.S. | is a direct route to Wash 


around Fredericks 


stations,” says 


Phil Hotchkiss 


NATIONAL 


ington, D.C., and Richmond, Va 
PDS came in 1952. Socony’s system 
was not used to determine locations 
although it can—but to make sure 
sites already chosen by Hotchkiss’ staff 
were the right ones 
The Method—PDS 
three-man team came from Baltimore 
and Philadelphia to study market out 
lets from five angles: geographical lo 
cation, type of facilities required, ac 
cessibility, permit status and local re 


evaluation, in 


surveyors In a 


strictions, and dealer 
cluding a survey of the competition 
Hotchkiss men studied = 81x 


locations for four 


had 
planned months 
were already 
posed. PDS 
took _ pictures 


weighed the facts. All 


Station two 
men 


from the 


sites, pro 
their check, 
highway, 


made 


Stations were 


judged satisfactory, and to date have 
exceeded the potential shown by the 
tests 

The Results PDS-tested 
Hotchkiss rank at the 
top of the company’s lineup (see table) 
The only top non-PDS operation 1s 


the bypass station, built in a highly 


Ihe four 


stations now 


logical spot and bound to do well 
“The advantage of PDS,” 

Hotchkiss, “is that you know 

you break ground what business you're 


Says 


before 


going to do.’ 

All new. stations, Hotchkiss 
will be PDS-tested. So far, 
right on all sites he’s requested sur 
veys on. If PDS turned down a loca 
tion, he says he wouldn't build 

Now at the half-way stage are two 
more PDS stations. One in Culpeper 
will be done by the end of the year 
A $59,000 station, including a restau 


Says, 


he's been 
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monthly. 


Location was tested by Socony’s Planned Distribution Survey before 


construction in 


1953. Highway is U.S. 15 


Equals 400% Jump in Gallonage 


rant and located across the highway 


from the company’s Fredericksburg 


bulk plant, is scheduled for 1956 


WHAT HOTCHKISS DID 


The groundwork for Hotchkiss Oil's 
growth was laid before PDS 
Stations—Inside of the 
with Socony, three Main St 
were added in Fredericksburg, 
three more stations followed shortly 
That brought the total up to 15. About 
four year have been added 
since then to hike the number to 47 

Supply—Sales increasing by 
September, 1946, and Hotchkiss and 
Hubbard bulk 
Fredericksburg to handle 
volume. Four 30,000-gal 
delivery trucks, and a 
transport were in use 

By 1951 a sub-depot had been set 
up in Triangle, Va., handling 19,000 
gal. fuel oil. Another 
1953 at Orange, Va., 
fuel oil 

A new bulk plant was completed in 


first 


stations 


yeal 


and 


stations a 
were 
leased a plant in 
the 


tanks, 
tractor-trailer 


rising 
four 


added in 
20,000 gal 


was 
for 


1952 and the lease on the old one was 
dropped. The new plant is completely 
modern, dock to handle 
barge from Norfolk. Six 
storage tanks, handling gasoline, kero 
sine, and fuel oil, store a total capacity 
of 1.6 million gal 


and has a 


deliveries 


Station deliveries are made by four 
5,000-gal. transports and 12 transports 
of 750-1 ,600-gal. capacity 
up trucks also see 
depots are still maintained 


Furthest truck delivery point from 


Four pick 
Both 


action sub 
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away. Daily 

Be 
stations, Hotchkiss serves 
about 20 rural 


up to 4,000 gal 


the bulk plant is 30 mi 


transport runs average 75 miles 
sides his 47 
pumps, which average 
monthly. He supplies 
these points to hold fuel oil accounts 

Hotchkiss fights 
fuel accounts, too. In 
4,000 


million 


hard tor his city 
1946 he had 15 
and handles about 


now he has 


three gallons of fuel oil a 


Veal 


THE OPERATION NOW 
Hotchkiss 


pass 


the by 


¢ 


best station on 


currently ibout 
QOO gal. monthly, It was built in 1950 
PDS. Originally it had a truck 
stop in back and serviced the “carriage 
front. At 
72,000 


averaves 


betore 


trade” in one point it wa 
(the dail 
13,500). Then 


the 


doing gal. monthly 


auto count past tt ts 
Ford garage was integrated with 
station, cutting transient sales 


The Hotchkiss 


ume now is about 10,000 gal 


poorest Station vol 


monthly 


PDS-Station Box Score 


Station's city, Location, 54 monthly 
population when completed gallonage 
Fredericksburg { 7 18,50 
(13,000) §2 


Port Royal 


(under S00) 


Orange 
(1.500) 


Stafford Wa 


ide (under * 


Culpeper 


> SOO) 


Fredericksbu 


NEWS 


on secondal y 
Hotchkiss 
5S O00) 


Stations on that level are 


highways, not near towns 


says Stations must average Over 


they will not for 


more pumps 


gal. monthly, o1 pay 


two or compressor, and 
storage tanks 
Planning System—-Hotchkiss prefers 


neighborhood locations for service sta 


tions, because of evener sales distri 


and diversified sales 
the other hand 
stations—located on U.S. | 
Baltimore-bound U.S. 301 
80% of ther 


sale Ihe 


uccessful 


bution 
On 


best 


more 
some of his 
and 
do up to 
transient 
had 
major 
vent of 


before 


volume from 


company neve any 
high 
Socony 
1946, but 
loday he has 11 
on U.S. 30] 
do about 40% 


The best pump 


tations 
the id 
tried 


on 
until 
Hotchkiss 
both 
on US. 1 
Hotchki 
of his gasoline volume 
thout 18&,000-20,000 
Hotchkiss took 
other companies 
lredericksburg I hese 
10.000 gal 


Ways 
two 
went under 
ind three 
s guesses they 
gal. a month 


seven stations away 


from Dut all are in 

conversions 
monthly (new 
15,000) and all 
Hotchkiss 


trom 4,000 to 


IVCTALRE 
tations are closer to 


have upped gallonage sinc 
rot them 
13.000 gal. a 

I he 


volume 


one went 
month 
future promise even bigger 
Another S5O0O,000-gal. storage 
planned the bulk 
Hotchkiss is considering expan 
industrial 
Hh faces tiff 


ompany-operat d 


plant 1 lor main 
plant 
into 


mon accoun}l 


competition trom 
bulk 
but hopes the methods 
that the jobber in 
the Kredericksburg area (there are 


two others) will keep him ahead LJ 


plant ind 


ervice station 


made him largest 
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10:1 Compression Poses Two Hard Ones 


Not all premium fuels have the octane rating 


to meet the demands of Packard's new engine; 


... yet Packard doesn’t specify premium grade 


By HOLGER RIDDER 
Automotive Editor 
‘ere introduction of the first 

10:1 compression ratio engine to 
hit the market presents oil marketers 
with two problems. 

e The 
gasoline may not be high enough, in 
lo give 


octane rating of premium 
some sections of the country 
knock-free performance. And in other 
areas the engine will be pushing the 
upper limits of available premium 
fuel 

e Marketers may 
of explaining to convince some Pack 
ard owners that their new cars will not 
run well on regular grade gasoline, 
even though the manufacturer has said 
they will. 

When Packard announced the 1956 
models to the public, it said the new 


have to do a lot 


“does not 
fuels.” The 


engine require the use of 
premium-grade 
manual for the "56 Packard says, “Use 
a high-octane fuel,” leaving the defini 
tion of how high is high pretty much 
up to the owner. 

On the hand 
Manufacturers Assn. specifications for 
supplied by Packard 
requirements at 95 


owner's 


other Automobile 
the new engine 
put tts octane 
octane and recommend 
premium gasoline 
The phrase 


specifically 


use a high-octane fuel 


says a company could 
either regular 
Packard did not want to specify pre 
mium, he adds 
like Sunoco, Speedway and other single 
grades should not be left out 


Since 


spokesman 
mean premium ot 


because it felt brands 


octane requirements vary 
it is probable 
perform at top 
efliciency even on AMA-specified 95 
octane, when the 
deposits begin to build up as the car 
puts on mileage 

Premium 
than 95 


SUFVeYS 


from engine to engine 
that some may not 


especially carbon 


gasoline averages more 


octane, the two national 
report The Ethyl 


for October 


Corp 
octane 
national average of 96 for premium 
and 88.8 for regular. The Dupont Co 
survey reports 95.12 for premium 
and 87.6 for regular. So, some mat 
keters whose premium grades do not 


survey shows a 


40 


meet the needs of the 10:1 engine may 
have to listen to complaints about the 
quality of their gasoline 


WHY THE DISCREPANCY 


The Packard engine was tested with 
several different gasolines of varying 
ratings, including Sun Oil's 
Blue Sunoco with a rating estimated 
unofficially at between 92 and 94 


octane 


satisfied with 
Therefore the 


Ihe engine appeared 
the fuel, NPN was told 
company was recommending regula:. 

Though the engine may run well on 
92-94 octane gasoline, Sunoco actually 
between premium 
grades, and comes nearer to a pre 
mium rating. But it sells at regular 
grade prices in most areas 

Along the East Coast and in the 
Southcentral average premium 
from 1.6 to 2.4 
numbers above Packard's stated needs 
But for the rest of the nation Ethyl’s 
survey shows av erage premium octanes 
ranging from than 
95 to more than two above it 

Here are regional rating 
for premium gasoline from the Ethyl 
Northwest Pennsylvania—95 
95.1, Central Michigan 
Foledo—-95.2, Indianapolis 
Milwaukee—-95.4, Chicago 
Kansas City—-94.3, St. Louis 
Pulsa—93.8, Oklahoma City 
94,1, Amarillo—95.6, Arizona—95.8 
Los Angeles—95.9, Bakersfield-Fresno 

94.8, San Francisco—95.8, Omaha 

94.5, Salt Lake City—-93.4, Casper 
Wyo.—-92.8, Minneapolis-St. Paul 
94.7, Billings, Mont.—94.2, Fargo 
N. D.—93.9, Seattle-—95.6, Spokane 

95.5 and Portland, Ore.—96, 

In Texas 


rates and regular 


states 


octane ratings are 


more two below 


average 


survey 
Cleveland 
gs ’ 
94 9. 
9s 9 


94.5 


premium octane ratings 
range from a low of 95.2 in El Paso 
to a high of 96.8 in Corpus Christi 
So it’s easy to see why Packard will 
be pushing the upper limits of premium 
fuel in some areas and may not be 
satisfied with available fuels in others 
If a new Packard 
Packard’s public announcement, he 
may ask for regular grade fuel. And 
the oil marketer may be called on to 
explain when the owner finds his new 


car knocks on a regular grade fuel with 


owner follows 


NATIONAI 


an octane rating’ in the middle or high 
80s. In some areas where regular fuel 
may rate in the low 90s, it’s possible 
the new engine will be satisfied, 
at least until deposits are built up. 
Packard's jump to a 10:1 compres 
sion ratio is not surprising. NPN in its 
September issue (p. 34) some 
models were coming out with 9.75:1 
engines—Packard them—and 
some might introduce the 10:1 ratio 


said 


among 


OCTANE GUIDE NEEDED 


Che Packard recommendation points 
up a discrepancy in the car industry 
that prevailed in previous years and 
apparently is going to continue. A car 
maker's fuel recommendation does not 
always reflect accurately what the en 
gine will actually need on the road 
Often there is a wide spread between 
actual fuel requirements and the car 
owner manual recommendation. 

A study of actual fuel requirements 
of 1955 cars shows most of them need 
a higher octane fuel than the manu 
facturer recommends. Nearly 20% of 
1955 model cars need a premium gaso 
About 

burn 


line of more than 95 octane. 
80% of all 
regular grade fuel, provided the octane 


postwar cars can 
is boosted to 90 or 91 
Chevrolet, for example 
mended regular grade gasoline for its 
1955 and 1956 cars. Yet an vil com 
survey of 


recom 


pany octane requirement 
1955 Chevrolets on the road shows 
that 96 to 99 octane premium is 
needed in 95% of the Chevrolet V-&8’s 
To get 90% knock-free performance 
calls for a 95-98 octane gasoline, and 
for 50% satisfaction 91-93 
fuel is needed 

Results of the oil company survey 
indicate the oil marketer with a 90 
octane regular gasoline probably will 
satisfy about 90% of 1955's six 
cylinder engines, but less than half of 
the Chevrolet, Ford and Plymouth 
V-&'s 


octane 


Pero rH warns its car owners 
against adding commercially pre 
pared containing graphite 
substances to their fuel systems. The 
company has found that in some in 
stances the graphite particles become 
trapped in a ceramic type fuel filter 
and plug the filter 
When this conditions occurs the 
filter element takes on a bluish hue 
and feels slippery to the touch. It may 
then have to be replaced. & 


additives 
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Giant pole signs that sell? 






We think so. But these are a drop in the 






bucket compared to all the tell ‘em, sell ’em 






promotion Ashland Oil & Refining Company 






uses to boost business for truly independent 






operators. No strings attached, either. 






Independent operators choose Ashland Oil 






as supplier because we assure them better 







petroleum products, better promotion, and 


their continued independence. If you are 






an independent operator, and want to 






stay that way, call us. 










ASHLAND OIL & REFINING COMPANY 
Home Office: Ashland, Kentucky 


ALTON. itll 2616 bE. Broadway, BUFFALO. NY 400 Ellicott Square HICAGO. ILI 122 S. Michigan 










Ave., CINCINNATI, 0 1402 Fed. Reserve Bank, CLEVELAND, O standard Bidg , DETROIT, MICH P.O 









Box 6025; EVANSVILLE, IND 2500 Broadway, FINDLAY, 0 P.O. Box 210, LOUISVILLE, KY 
> § PA 
























NASHVILLE. TENN Ma PADUCAH. KY PITTSBURGH Jil Park Bidg 





» Dumesnil 


The Independent Brand for independents 
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® A Midwest major has survey results 


to show that the average farmer in its 
area gets about half his income from 
cattle, hogs and produce, and so has 
money coming in the year around. 
SIGNIFICANCE: The company’s agents 
have had good luck collecting bills in 
regular installments, rather than oper- 
ating on the “one lump sum at harvest 
time” principle. 


@ Some station dealers with tune-up 
shops are turning down jobs on new 
high-compression cars, many of which 
build up heavy carbon deposits in 
4,000 to 5,000 miles. The 
complete solution is to clean out the 


only 


carbon, and the dealers figure it’s too 
big a job 

SIGNIFICANCE: More dealers may install 
carbon-blasting equipment to handle 
these cleaning jobs 


@ Shipments of steel drums 
10.8% in the second quarter 
compared with the 
Drum 


and shipments of 


new 
climbed 
of 1955, 


period 


Same 


last’ year recondition 
ing was up 11.3% 
one and cans rose 
8.2%. 

SIGNIFICANCE: The 
increasing demand for 


med oil products. 


five-quart oil 


figures reflect the 
drummed and 


@ Jobbers have their eyes on two legal 
The 
for service station dealers sponsored 
by Rep Roosevelt (D., Calif.) 
and the deal 


issues freedom of choice” bill 
James 
Sun Oil Co 
ing” case decision 
SIGNIFICANCE: Jobbers who have stations 
and give their dealers financial aid know 
they will feel anything that affects major 
company marketing practices. 


exclusive 


@ Auto makers are looking over an 
air Spring developed by Monroe Auto 
Equipment Co. of Monroe, Mich., and 


some companies have been expert 
devices of their 
that air spring 
be on some produc 


The 
com 


menting with similar 


own. Predictions are 
suspension may 
too long 


150 psi 


tion models before 
Monro 
pres or SO) 


lifts 
might be 


device uses a 


power steering brakes, 
other 


switched 


window and power acces 


sOries from elec 


tricity to air to justify the cost of the 
system 

SIGNIFICANCE: Reports say only the com- 
pressor will need lubrication and air- 
powered accessories will eliminate the 
need for hydraulic fluid. 
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but Oil In 
Committee 


@ Final reports aren't in, 
dustry Information 
more than 13,000 
105 cities participated in Oil Progress 
Week's “Lucky Neighbor 
(against 7,000 in 26 cities 
Oil companies broke all 
advance film print orders, requesting 
600 prints of Barrel Number One 

SIGNIFICANCE: More dealers and jobbers 
participated in the Week this year than 
in any other year of its seven-year history. 


says 
station dealers in 

program 
last year) 


records on 


@ A federal court in Connecticut says 
The Texas Co pay 
$15,000 triple damages to a dealer 
elim 
while 


must about 


who charged the company 


inated or reduced his rebates, 


them to other Texaco stations 


Ihe 


because he 


giving 


in the area dealer called 1 


retaliation” refused to 
cut prices during price wars 

SIGNIFICANCE: His station was the first 
reached by motorists entering the price- 
war area, so th, dealer didn't cut, since 
he felt customers would not know prices 
were 6¢ gal. cheaper beyond. The ruling 
went against Texaco even though the 
higher prices might antagonize customers. 


@ Demand for white sidewall tires is 
S Rubber Co 


this year’s 


growing—l says they 


may claim 40° of out 
pul 

SIGNIFICANCE: So many people are buy- 
ing white sidewalls that oil marketers 
have to carry them in the mud-snow line 


as well as in conventional treads. 


@ Major oil company profits are run 
levels. Of the 
failed to 
1955 


ning at high to record 


25 top firms, only three 
gain in the first nine months of 
Standard Oil of Ohio topped the list 
with a 32% increase 
ly by Quaker State 
Anderson-Prichard with 27% 
SIGNIFICANCE: The industry will be in a 
position to finance expansion in the face 
of growing demand (figured at 3.5 to 5% 


next year). 


followed c lose 


with 30% ind 





You Should Know About 


Petrofina, Ltd., a Canadian mar- 
keter now sizing up the U.S. as a 


fertile expansion ground. 


page 80 





M NEWS 


Bin New 
dealer offers permanent-lype antifreeze 
at $2.19 gal. if the 

himself——$1 gal 
Nearby, the 
straight $3 gal. installed 
SIGNIFICANCE: Dealers who consistently 
get a sub-par margin on gasoline are put- 
ting up a bigger fight for sideline business. 


price-war-torn Jersey, a 


customer pours 
it in extra for in 


stallation offer ws a 


Roose 
Hum 


@ Congressional investigators 
velt in the House and Ketauver 
phrey and Morse tn the Senate—arent 
interested in the oil industry as such 
says Vice President J. G 
Shell, but only in 
next years Campaign 

SIGNIFICANCE: If they get enough sup- 
port, Jordan says, they will back divorce- 
ment legislation. “That is the real threat 
in the next three years,” he 


Jordan of 


political fodder for 


says. 


this 
problems 


@ Independent 
talk 
Contederated lt 


unloOns meet 
ther 
America will 
Dec. 8-10 to lay 


independent 


month to over 
mons of 
gather in Cleveland 
plans for a nationwide 


union coalition, and independent oil 


to ck 


unions go to Chicago Dec. 2-3 


cide what their next move will be 
SIGNIFICANCE: Ihe idea is to get 
recognition for independents in Washing- 
ton, and to halt the march of CIO (in- 
cluding Oil Chemical and Atomic Work 
ers International Union). 


more 


B® New 


ment plan are one of the 


service stations on the install 
inducement 
being offered by supple rs to woo su 
cessful jobbers away trom competitors 
Ihe 


stations for 
the bill 


in the drive for more gallonage 
suppliers offer to build the 
then let 
year period 
SIGNIFICANCE: Many jobbers fear accept- 
ing such deals means signing away their 


independence until the account is squared, 


the jobber him 


pay 


over a 20 


certain mayor 


Petoleum 


B® Gulf On Corp and 
tockholder in Warren 
Corp. of Tulsa agreed on a met 
One of the st liquefied 
petroleum gas distributors e U.S 
Warren last year sold > mal 
LP-gas than 650 
million gal. of 
SIGNIFICANCE: Some majors are encour- 
aging their jobbers and agents to get into 
the LP-gas business, reported to be the 
second fastest growing industry in the 
country. This would insure Gulf 
distributors of a supply source 


have 


bigg 


rer plan 


lion gal. of and more 


natural gasoline 


move 











The talk 
of the Show! 


THE PUNCTURE-SEALING 
TUBELESS TIRE 


HERE'S WHAT DEALERS AT THE NAITD CONVENTION HAD 10 SAY ABOUT THIS EXCITING NEW TIRE 


J. lL. GOODWIN 

Goodwin Tire Mart 

Flint 

Michigan 

“A competitor said it 
for me. In his opinion, 
Seiberling really has 


”? 


something ! 


Harry E, CARLSON 
Carlson Tire Co. Inc. 
Milton 

Massachusetts 

“The Sealed-Aire tire is 
a milestone for the 
Seiberling Dealer 
Organization .. . will 
make them a more prof- 
itable organization. We 
are proud to be a 
Seiberling Dealer.” 


C. C. CALLAHAN 
Callahan's 

Allentown 

Pennsylvania 
“Seiberling stole the 
show by coming out 
with the ultimate in 
tubeless tires.” 


E. L. WALTON — 

Geo. E. BURNETT 
Burnett-Walton 

Salisbury 

Maryland 

“We think the new 
Sealed-Aire by 
Seiberling is the safest 
tire ever produced. It 
certainly puts us in a 
very enviable position 
with our competition.” 








I. R. ROBINSON 

Star Sales Co. Inc. 
Baltimore 

Maryland 

“I’m ata loss for words. 
This tire is going to be 
outstanding. Public 
acceptance will be 
beyond all expecta- 
tion—going over big, 
definitely!” 


W. W. BILL WILSON 
Denver 

Colorado 

“The display is the most 
remarkable I’ve ever 
seen, and the tire is 
even more remarkable. 
It will go over. Bulk- 
head construction al- 


ways has been the best.” 












Gero. W. BASKIN 

Baskin Tire Sales 
Harrisburg 

Pennsylvania 

“I can honestly say that 
the Sealed- Aire tire is 
‘out of this world’—and 
my customers will think 
so, too. It’s the finest, 
safest, easiest riding tire 
ever built.” 


BILL SHERRY 

William Sherry Tire 

Co. Inc. 

Schenectady 

New York 

“The greatest tire 
accomplishment from 
all practical standpoints 
of safety, in the entire 
history of tires!” 


FOR “BUSINESS 
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NOW YOU CAN SELL THE TIRE OF TOMORROW —TODAY 


Car owners have wanted it for years, and now it is here — for 
you to sell at top profit! A tire without comparable competition! 
A tire that has everything! 
PERFECTED PUNCTURE SEALING «+ LIFETIME BALANCE 
EXCLUSIVE “AIR CONDITIONING” 

EXTRA NYLON STRENGTH « EXTRA LIFE « GREATER STOPPING ABILITY 
ALL-INCLUSIVE ROAD-HAZARD GUARANTEE... NO TIME LIMIT 
Seiberling is on the move with sensational new product innova- 
tions led by this sensational tire that will attract new business 
for you and increase your profits. Check into a Seiberling Franchise 
— today. Write or phone: L. M. SEIBERLING 


Vice-President in Charge of Sales 
Seiberling Rubber Company, Akron 9, Ohio 


SEIBERLING 


Makers of Americas Finel Tiras 


WITH PROFIT”. ..1T’'S 





SEIBERLING 











Again in 1956, Ethyl Corporation 


spearheads an industry-wide program to 


increase driving and service-station sales 


The ‘Drive More’’ program has steadily gained momentum since 
it was launched last May. An increasing number of companies 
in the oil and allied industries have joined in the effort to bring 
the ‘Drive More”’ story to the motoring public. Practically every 
medium is being used—from national magazines to matchbooks. 

This is a heartening start. It has given everyone at Ethyl an 
extra measure of enthusiasm in laying plans to continue this 


long-range market-development program during 1956. 


1966 PLANS WELL ADVANCED 


Most of the materials which proved effective this year will again 
be put to work in ’56. And new ways of telling American motor- 
ists about the extra convenience, pleasure and economy of in- 
creased automobile usage are now being developed. 

The greatest market potential ever awaits the oil industry in 
the coming year. We earnestly invite your active participation 
in the 1956 “Drive More’’ program to help increase sales of all 
service-station products. 

With your full support, ““Drive More”’ can easily live up to 
the prediction of one trade editor, “‘It can become. . . one of the 


best-known and most rewarding promotions yet devised.”’ 


ETHYL CORPORATION 


NEW VORK 17, N.Y. 
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IN SURFACE COATINGS (int, Varnish, Shellac) 











njay assures you 
satisfied customers 


To satisfy your customers with high quality, dependable 
products, specify Enjay chemicals. The Enjay Company 
supplies a diversified line of uniform, high quality petro- 
leum chemicals to the surface coating, chemical and 
petroleum industries. Through the facilities of the new 
Enjay Laboratories you can be assured of the best appli- 
cation of Enjay products in your chemical needs. 


PETROLEUM 
PARANOX 
PARATONE 
PARAFLOW 
PARAPOID 
PARADY NE 
PARATAC 
PETROHOL 

Mathy! Ethyl Ketone 
Dewaxing Aid 

Ethyl Ether 
tsopropy! Ether 
Reference Fuels 


RUBBER 


ENJAY BUTY! 
VISTANEX 


SURFACE COATING 
PETROHOL 91 
PETROHOL 95 
PETROHOL 99 

JAYSOt 

Secondary Buty! Alcohol 
Secondary Butyl Acetate 
tsopropy! Acetate 
Acetone 

Methy! Ethyl! Ketone 
Dicyclopentadiene 

Ethy! Ether 

tsopropy! Ether 
Naphthenic Acids 
1s0-Octy! Alcohol 

Decyt Alconot 

Denatured Ethyl Alcone 


CHEMICAL 
PETROHOL 91 
PETROHOL 95 
PETROHOL 99 
JAYSOL 

's0-Octy! Alcohol 
Decy! Alcohol 
Denatured Ethyl Alconol 
Tridecy! Alcohol 
Dicyclopentadiene 
lsoprene 

Butadiene 

Ethyl Ether 
Isopropyl! Ethe 
Tetrapropylene 
Tripropylene 
Aromatic Tars 
Benzene 

Acetone 

Methy! Ethy! Ketone 


35 successful 
years of 
leadership in 
serving industry 


IN CHEMICALS (Synthetic Fabrics and Yarns) 


Enjay Company, Inc. + 15 West Sist St., New York 19, N. Y. 
Other Offices: Akron + Boston + Chicago + Tulsa 


48 NATIONAL PETROLEUM NEWS + December, 1955 








SPECIFY NEW 


Wheaton 


400 SERIES 
STEEL 
SWING JOINTS 


For Pressure to 1000 psi. cwp. 
Temperature from #225°F to —65°F 


@ HARDENED BALL RACES IN ALL TYPES 


@ PACKING SEALS REPLACEABLE 
WITHOUT DISMANTLING SWING JOINT 


@ SELF-ADJUSTING UNDER VACUUM AND PRESSURE 


@ AVAILABLE IN ANY COMBINATION OF THREADED 
OR FLANGED CONNECTION 


@ CAN BE EMPLOYED ON SUCTION OR PRESSURE 
LINES WITHOUT CHANGING THE PACKING SEALS 


The new Wheaton Series 400 Steel Swing Joints 
have hardened raceways to afford high load bearing 
capacity and elevated pressure. Packing designs for 
specific service requirements assure constant torque 


at any given pressure. Low maintenance cost afforded 





by the quick replaceable packing seal feature. 





TYPE 470 TYPE 470F TYPE 471 TYPE 471F TYPE 472 


NOTE: Swing joints are 
furnished with bosses for 
counter weights on loading 
arm assemblies and are 
also available in brass and 
aluminum. Many combina- 
tions of swing joints are 
available which are not 
shown both in flanged and 
threaded connections 


TYPE 473 


TYPE 472F 


TYPE 474 TYPE 475C 


CALL OR WRITE FOR NEW WHEATON CATALOG 
NO. 63 CONTAINING COMPLETE INFORMATION ON 
SERVICE-PROVEN BULK HANDLING EQUIPMENT. 


EXCLUSIVE DESIGN 
SIMPLIFIES MAINTENANCE— 


Replacement of the 
packing seal is ex- 
ceptionally simple 


@ WHEATON 
BRASS WORKS 


UNION, NEW JERSEY 


Manufactured also by 


EMPIRE BRASS MFG. CO. LTD., LONDON, ONTARIO, CANADA 
EMCO BRASS MFG. CO., LTD., WESTWOOD INDUSTRIAL 
ESTATES, RAMSGATE ROAD, MARGATE, KENT, ENGLAND 

SOCIETE LUCEAT, PARIS, FRANCE 
LJUNGMANS, SWEDEN 
WORTHINGTON S.A. (MAQUINAS), RUA SANTA LUZIA, 685, 
RIO DE JANIERO, BRAZIL, S.A 


Represented in Mexico by 


MR. ENRIQUE A. TESSADA, 1510 PASEO DE LA REFORMA, 
MEXICO CITY, D.F., MEXICO 
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and is quickly ac- 
complished without 
dismantling the 
swing joint. It is 
never necessary to 
dismantle a loading 
assembly or piping 
installation in order 
to replace a packing 
seal in these Wheat- 
on Swing Joints. 











A NEW PRODUCTION LINE MODEL 


THE FRUEHAUF STAINLESS 





HALF-OVAL TOP FOR LOWER CENTER OF GRAVITY ~ 
EXTRA HEIGHT FOR EXTRA PAYLOAD ————— 
HALF-ROUND BOTTOM FOR MAXIMUM STRENGTH . 











Full-length catwalk incorporates top frame rails which brace shell 
—— longitudinal compression. Bottom frame runs full-length 
of tank, with extra strength at drop, to absorb tension stress due 
to bending forces. Dimpled bulkheads and baffle heads are braced 
by rigid stiffeners attached directly to frame rails, which thus 
absorb all concentrated stress from the load. 


50 








Weight-saving Stainless Steel 
has a tensile strength of 90,000 
P.S.1., compared to 73,000 P.S.1. 
in low carbon high-tensile steel. 





Because Stainless Steel doesn’t corrode, it permits 
you to haul not only petroleum products but numerous 
chemicals in the same unit. It is safer because of a 
high melting point, which reduces the fire hazards of 
flammable products. 
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STEEL TANK-TRAILER 


WITH PERFECT HYDRAULIC DESIGN! 


Stronger, Lighter-Weight Stainless Tank, 
Built With Fruehauf’s New Continuous 
Welding Process, Provides Prolonged 
Trailer Life and Increased Payloads! 


SIZE FOR SIZE, the new Fruehauf Stainless Steel 
Tank-Trailer carries up to 400 more extra gallons 
of payload than a conventional high-tensile steel 
Tank-Trailer. It also provides many additional years 
of service as a result of the higher tensile strength 
and corrosion-resistant qualities of Stainless Steel 





Thanks to Fruehauf's perfect hydraulic design, 
perfect protection is provided against damaging 
stresses and strains. Designed and built for ex- 
ceptional strength, durability and safety, this new 
high-capacity Fruehauf assures you continuous 
extra payload profits and lower operating costs year 


after year. A revolutionary new continuous weld- 
ing process makes the welds stronger yet smoother 
than ever before. 


Ihe combination of a reinforced half-oval top 
and half-round bottom reduces fatigue to the 
minimum and produces longer Tank-Trailer life. 
Not only is the load pressure per square inch 
sharply reduced, but the half-oval top, braced by 
full-length integral catwalk flanges, provides per- 


“ENGINEERED TRANSPORTATION” 


fect protection against compression pressure to 
which the top of the shell is subjected. The half- 
round bottom of the shell, also braced by flanged 
frame rails, offsets damaging stresses and strains by 
becoming progressively stronger where the load 
grows heavier! 


lake advantage of Fruehauf's proven ability to 
provide new and better Trailer designs and ma- 
terials. Put these new Fruehauf Stainless Steel 
Tank-Trailers to work for you right now! 


World's Largest Builder of Truck-Trailers 


Fruehauf’s revolutionary 
FRUEHAUF TRAILER COMPANY, 10953 Harper Avenue, Detroit 32, Michigan 


new continuous welding 
process makes the welds 
even stronger than the ] Please send illustrated literature on the 
sheets! Both the inside new Fruehauf Stainless Steel Tank-Trailer 
and outside are welded ] Please send illustrated literature on the 
simultaneously, by an COMPLETE Fruehauf Tank-Trailer line 
automatic machine, to ' 
make one complete weld. 
This perfect weld gives 
unprecedented protection 
against tank leaks. 


] Have o representative call to discuss 
specialized Tonk-Trailer specifications for 
my business 
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Buildings 


make 
impressions. 





Neat, attractive buildings for your bulk plant facilities can make a 
profitable impression on potential customers. And perhaps just as im- 
portant, good looking buildings improve public relations; make your 
plant a good neighbor. 

You'll get these advantages, and many more, in Armco Steel Build- 
ings. Walls are made of load-bearing STEELOX Panels which provide a 
smooth, easily painted exterior. There are no unsightly bolt heads or 
other protruding fasteners. Inverted panels on the roof provide a dis- 
tinctive pattern. 

Durable Armco Buildings keep their original neat appearance with- 
out the expense of continuing maintenance, There’s nothing to go 
wrong; no cracking, warping or rotting. Panel joints cannot loosen up 
or pull apart. Annual cost is low. 

Get the complete Armco Building story now. Whatever your floor 
space requirements, from 20 square feet up, there’s an Armco Building 
for you. Savings will begin with fast, low-cost erection. Write us for de- 
tails and prices. Armco Drainage & Metal Products, Inc., 5395 Curtis St., 
Middletown, Ohio. Subsidiary of Armco Steel Corporation. In Canada: 
write Guelph, Ontario. Export: The Armco International Corporation. 


This attractive Armco Steel Building provides both warehouse and office 
space for the Sinclair Refining Company bulk plant at Ogden, Utah. 
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ARMCO 


Steel 
Buildings 
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How much can you save by reducing 


downtime from fouled heated exchangers? 
Du Pout LOA-2 can help you do the job! 


Fouled heat exchangers are one of the 
most common causes of refinery down- 
time and production loss. But now, you 
can easily reduce many heat exchanger 
fouling problems with a small amount of 
Du Pont FOA-2. For example... 


Case history 
A major refinery was processing straight- 
run stock containing about 20°% coker 
distillate. The initial product at 230°P. 
was flowing through the shell side of the 
heat exchanger to the pre-heater. The 
product at 655°F. returned to the hot 
receiver through the tubes. 

Fouling on the shell side of the heat 
exchanger was so severe that it forced 
shutdowns every two or three days. 

Du Pont FOA-2 was tried ... added just 
prior to the heat exchangers in concen- 
trations of 20 pounds per 1,000 barrels. 

At last report, the heat exchangers had 


Sales Offices 
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been on stream for over two months 
without a forced shutdown. Before the 
additive was used, it was not unusual to 
get a loss in heat transfer coefficient of as 
much as 10 units per day. After FOA-2 
was added, there has been essentially no 


change in heat transfer coefficient. 


Other uses 

Du Pont FOA-2 can also be used as a sta 
bilizer and sludge dispersant for diesel and 
heating oils. In some cases, it has demon 
strated effective corrosion inhibition, too 
And it can be used in combination with 
Du Pont Metal Deactivator which guards 
against metal contamination. 

Whatever your processing set-up, the 


chances are good that DuPont FOA-2 


can help to reduce substantially your heat 
exchanger cleaning problems. Why not 
talk it over with one of our Petroleum 
Chemicals Division representatives. You 
will find him qualified to recommend the 
dosage and point of addition best suited 
to your individual needs And you can 
easily get in touch with him at one of 


our sales offices listed below 


964, y, 6, Pat, OF6 
Better Things for Better Living 
. through Chemistry 


Petroleum Chemicals 


E.1. DUPONT DE NEMOURS & COMPANY (INC) « 





Which oil companies 
were listed as 


‘The Top Three Competitors 


by Business Week Magazine? 


Cities Service was one of those top three... and it’s significant that the Business Week article, 
which made this statement, followed up with a research man’s viewpoint that other companies 
didnt move fast enough a couple of years ago. 

This naturally raises the question What did Cities Service do that other companies didn't ? 


Here is a partial list: 


1. Installed the finest possible refining equip 5. Created new adjuncts to its streamlined 


ment for the making of super-octane gasolenes transportation and marketing system. 


2. Keaflirmed the research and production pol 6. Enjoyed a phenomenal increase in premium 
icy that Cities Service produc ts are to be second gasolene sales, as well as a better than average 
to none in quality. sales increase for the entire Cities Service line. 
3. Undertook a vast modernization and station 7. Furthered its expansion with the biggest 
building program. advertising and promotional campaign in Cities 
4. Acquired 1000 new Cities Service outlets in Service history, built around “The Gasolene 


less than two years Sensation of 1955.” 


These are by no means all the reasons for the fact— acknowledged by competitors—that Cities Service is 
moving ahead faster than ever before... faster than many other companies are capable of moving. But we frankly 
hope they have served to whet your appetite for more information about Cities Service and its present openings 


tov dealers and distributors, Write: Cities Service Oil Company, Sixty Wall Tower, New York 5, N. Y. 





HERE IS THE AREA— 
38 STATES EAST OF THE 
ROCKIES, IN WHICH 
1000 NEW OUTLETS 
JOINED THE GREAT 
CITIES SERVICE FAMILY. 
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Why MacGregor is wige to Modetnize! 


De Se ; 
ae fo) 
eo Mac, how can you put They save money, Ben! 
money into Improvements Modern equipment pays 


I can’t afford? in the long run. Less trouble, 


less cost, more profits! 





Old “Behind-the-Times Benny!”” Why bother 
How about your permanently reattaching couplings? Today's hose is as tough as 
attached hose couplings? How the couplings. Ask your supplier about SCOVILL 
do you save when you can’t couplings... for low initial cost and no upkeep! 


reattach ’em to new hose? 


Nothing gives you as good workmanship 
u ; 


as SCOVILL machine-attachment. Kk lexing 


won't weaken grip... guaranteed leakproof! ay Avtar 570-H- 


Full-llow diameter inside. Why don’t yous w 
write for details? wives you complote ape 
ifications on gasoline hose 
couplings 
Scovill Manufacturing Co. 
Merchandise Division 
82 Mill Street 


Waterbury 20, Conn, 


A product of 


Mig y SCOVILL 
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SCOVIL 








Let this tag heip sell your 
premium line of 
batteries... 


You slip this eye-catching salesman onto the 

battery post easily and quickly. 

@ It dresses up the battery. 

@ Tells the customer instantly that the bat- 
tery has the best insulation available. It 
can also be used as a price tag. 

@ Gives the retail sales person more ammu- 
nition to sell premium grade batteries. 


THE TAG REMINDS THE CUS- 
TOMER OF THE ADVERTISEMENTS 
OF Peerless Separators HE HAS SEEN 
IN THE SATURDAY EVENING POST. 


Send today for your free supply of these tags. 
They announce, in the quickest, strongest 
way, that the batteries you sell are loaded 
with protection and long life. 


US UNITED STATES RUBBER COMPANY 


BATTERY SEPARATOR SALES DEPARTMENT + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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‘lo the man whos 
thinking about 
buying a new truck: 


» And what you’re missing is 
more than “maybe,” it’s for 
sure—if you haven’t yet visited 
your Dodge truck dealer. 


» Do you want to miss a 
rock-bottom price? Perhaps you 
haven’t realized that Dodge 
trucks ‘actually cost less than 
you'd pay for corresponding 
models of most other makes. 
” Jo you want to miss power 
so high it leads the field? Con- 
sider this: with engines of 169 
to 175 horsepower, Dodge over- 
powers every other leading make 
of truck in the low- and medium- 
tonnage fields. 


“Surely you don’t want to 
miss the many advantages of 





























‘* Job-Rated.”’ Because all units 
from engine to rear axle are 
engineered and matched for a 
specific job, the Dodge truck 
you buy is exactly right for 
your business. 


>» You don’t want to miss 
Dodge safety—which includes 
the biggest wrap-around wind- 
shield of any truck on the road, 
the shortest turning radius. Or 
Dodge superior cab comfort... 
Forward Look Styling. 


” Inshort, you get a whale of 
a lot more truck for a good deal 
less money than you think! 
Stop in and see your Dodge 
truck dealer right away —don’t 
miss anything! 


DODGE ~~» Fra0 TRUCKS 


WITH THE FORWARD LOOK > 
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This 16th Century helmet displays the crafts- 
| manship of medieval armor-makers, Expert 
fitting and positioning permitted mobility and visibility, while 
intricate carving brought distinctive, attractive appearance. 
Studied design and careful construction assured maximum 
protection, 

Jones & Laughlin Steel Containers provide dependable 
protection for your products. They are built of sturdy, high 
quality J&L Steel Sheet. Careful manufacture assures ac 
curacy in all fittings and closures. J&L containers have a 


CONTAINER DIVISION 


trim appearance which can be decorated attractively wit 
colorful designs and illustrations by means of J&L’s litho 
graphic process. 

Coatings and lacquers are evenly applied—both inside an¢ 
outside. J&L pails and drums are chemically treated to keep 
all surfaces clean and dry. 

Depend on J&L Steel Containers for the protection your 
products require. 

Order them through plants in leading industrial centers 
You will find J&L service prompt and efficient 


Sones ¢ Laughlin 


STEEL CORPORATION 


405 LEXINGTON AVE 
NEW YORK 17.N._Y. 


TEE 
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A DOUBLE FEATURE 
you can cash inon 


Carry a brand of Pennsylvania motor oil, 
and you'll have this profitable combination 
for every customer: 


(1) The best modern motor oil, made 





from nature’s finest crude; 


(2) Long-standing reputation... a 





reputation that gets increasingly 
important as motorists learn the 
hard way how different motor oils 


can affect the way their cars run. 


With the exacting needs of modern motors, 
and with the chemical additives that are 
being used to help motor oils meet their 
special requirements, it is more important 
than ever to sell oils that will stand up... 





oils that are made from a rugged crude... oils 


that come from the Pennsylvania region! 


Today’s BEST Ojils 
start with 
Nature’s BEST Crude 
...and that means PENNSYLVANIA! 


Here are four of the nation’s leading 
magazines that regularly carry 
PETE PENN’S messages on modern 
motor oils to millions of motorists. 
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Successful Selling 


Selling is an old profession with new problems. The 


basic steps to a sale are the same. ‘The salesman must 


5 as) ; Pam 
PPUSINESs BL x ; still contact the prospect, arouse his interest, create 
~BUCATIONS | pee pie 


preference for his product . . . before making the pro- 
posal and closing the sale. 

But there are new angles. Because modern industry 
is more complex and more decentralized, the salesman 
must contact more people and travel more miles per 
sale. Add to these facts the problem of selling in a 
highly competitive market, and it becomes obvious 
that the salesman needs help. 

The best help you can give your sales force is con- 
sistent and adequate advertising in business publica- 
tions. Such advertising MECHANIZES the first three 
steps in the manufacture of a sale. It makes contact 
with known and unknown buying influences at pen- 
nies per call... enables the salesman to use his selling 
talents on the important pay-off steps of the sale . 
keeps his customers sold between calls. 

An interesting 20-page McGraw-Hill booklet, 
‘“Mechanizing Your Sales with Business Paper Adver- 
tising’’, is yours for the asking. Your McGraw-Hill 
salesman will be happy to give you a copy of this 


booklet, and also tell you about our sound slide film, 
Each McGraw-Hill publi 
cation ts edited by men with 
specialized experience and , 
responsibility in their fields at sales and management meetings. 
They are supported by 
McGraw-Hill’s world-wide 
network of correspondents 
This type of editorial lead 
ership builds and maintains 


the reader interest of pro 
gressive men in industry 
That's why more advertis McGRAW- kK | LL 
ers use more space in “i en 
McGraw-Hill publications M-GRAW HILL @ 
re 
than tn any other group of SOR BUSINESS PUBLISHING COMPANY, INC. 
business magazines y 330 WEST 42nd STREET y/ 
Hi) NEW YORK 36, N. Y. @ 


Over a million men in business and industry pay to read McGraw-Hill Publications 


“Plateau of Progress” which is available for showing 





December, 1955 + NATIONAL PETROLEUM NEWS 6) 





—_— 


> 


Sayer Hire. 


HEADLAMPS~ 


GREATEST SELLING ADVANCE SINCE GUIDE 


INTRODUCED THE ELECTRIC HEADLAMP 


° 


IN 1908! 





COMPLETELY NEW APPROACH 





Here's what GUIDE'S new and exclusive T-3 Safety- 
Aimers do: 


Guide's new T-3 Safety-Aim Headlamp—an industry 


approved all-glass sealed beam unit-—throws a new light 
pattern on the lower beam. It throws more light to the 
right, increasing visibility by as much as 80 feet and, at 
the same time, reducing headlamp glare for approaching 
cars. It also makes a vast improvement in bad-weather 
visibility by reducing light reflected by rain, snow and 
fog. This new Guide headlamp is the greatest contribution 
to night driving safety and to headlamp selling since the 


introduction of the sealed beam itself. 


62 


Here’s how GUIDE'S new T-3 Safety-Aimers aim 
headlamps perfectly: 


The T-3 headlamp and aimers get their name from three 
“Guide Points’? molded right in the lens of each Guide 
lamp. This triangle of three alignment points permits 
perfect aiming of Guide T-3 Headlamps in a matter of 
minutes and in broad daylight, using only a screwdriver 
and the new T-3 Safety-Aimers. You don’t even have 
to turn headlamps on! One man can do the job any time, 
anywhere. But, only when headlamps are perfectly aimed 
do your customers get all the benefits so carefully built 


into these new, improved Guide T-3 sealed beam units. 
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*GUIDE’S AMAZING NEW XY SAFETY-AIMERS COST ONLY 
$1500 PER SET—LET YOU AIM THE NEW GUIDE Y¥¥ HEADLAMPS 
PERFECTLY—IN MINUTES—IN DAYLIGHT! 





TO HEADLAMP SELLING! 





Here’s what GUIDE’S new Safety-Aimers mean in 


terms of new business for you: 


First, all General Motors cars and trucks for ’56 will 
be factory-equipped with T-3 Safety-Aim Headlamps. 
Second, every car on the road equipped with sealed beam 


headlamps is a prospect-—-a market of over 50 million 


CALL YOUR REGULAR 
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cars and trucks thousands in your area alone! Get in on 
the ground floor of a brand-new business. Guide’s T-3 


Safety-Aimers cost only $15.00 per set 


Be the first Authorized Guide Dealer in your area to 


profit from the new and exclusive Guide Safety-Aimers. 


A\™ SUPPLIER 








FOR TO-DAY AND TO-MORROW 


"PETROLEOS MEXICANOS” RECENT 


60 O00 BARRELS PER DAY 
CRUDE UNIT ADDITION TO 
MEXICO CITY REFINERY 


| 
"ps 


i 
He) ohh 





_ 


a 
> 


af 
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. 
Rape | 
F POPULATION 
SCALE 


ras 
; 


p- 4000 000 





CAPACITY AT THIS REFINERY NOW OVER 100 000 BARRELS PER DAY, 
EXCEEDING AMPLY THE VOLUME REQUIRED T0 SERVE THE RAPIDLY 
GROWING CAPITAL AND FEDERAL DISTRICT 


3000 000 





> +2000 000 





% INHABITANTS OF MEXICO CITY AREA 
| 
1950 
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SALESROOM of the MONTH 


Shure installation at Jim Willis Conoco Service Station, Page and Hanley Road, St. Louis, Meo 


This 9 ff. long by 7 ft. high Shure unit sells more gasoline, oil, and TBA items, too. 
WITH SHURE MERCHANDISING FIXTURES 


lente Every square foot of space sells 
more service...more gas and oil 


Shure engineers are currently designing and manufacturing selling-fixtures that bring 
in greater sales and profits to many of America's leading oil companies. 

Your stations, too, will sell more home, garden, do-it-yourself, TBA items AND MORE 
GAS AND OIL when they're planned right with Shure-built interiors. 


Write for folder showing full line and suggested 
arrangements for sales-room and lube-room. 


_ Shure © 


MANUFACTURING CORPORATION 


1601 S. HANLEY RD. + ST. LOUIS 17, MO. 


A 
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PACKAGE 


° ; + . 
s 
orcelain Enamel Service Stations 
| \ se 
Present your requirements , \ Avoncraft Porcelain Enamel 
to Avoncroft y % Service Stations are completely 
Engineers. : \ * Kg 
Z Nabrivated, delivered to the site 
~ ¥ a’gembled and erected in 
ae ' voncraft! Add to 
wr f g of the Avoncraft 


ign, which means 
‘raft Stations are 
iin enamel inside 
ious advantages 
rability ... and 
> function—and 
an outstanding 
lity ““Package’’. 


————PERwMaA-LUBR! ATION 














a division of 





AVONDALE MARINE WAYS, INC. 


P.O. Box 1030, New Orleans 8, U.S. A. 
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OPERATION SORVIVAL- 


... what this program means 
to the 


petroleum industry 


Operation Survival, the spectacular project An outstanding example, of course, is the 

now under way at Canco’s Research Center Canco motor oil can with its thermoplastic 

in Barrington, Illinois, is essentially sich scan, whi h offers you comple te around 
a search for tinless tin cans—without the-can lithography for maximum label display 
limitation to present metals, coatings or and assurance of a long lasting, spotle ssly 


methods of manufacture. bright interior. 


Canco s¢ ientists have their basi studies Thus ¢ anco researe h continues its never 
behind them, and from their work. more ending and rewarding search for the 
and more containers are appearing daily, containers of tomorrow—containers to help 


which are in whole or in part, tinless. people live better! 


Go first to the people who are first! 


AMERICAN CAN COMPANY 


New York. ( hicago, San Francisco 
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Now? A greater 


S OPEGIALLY DESIGNED | 


WORLD’S LARGEST MANUFACTURERS OF AXLES FOR TRUCKS, BUSES AND TRAILERS 





Pavload tandem 


OR HIGHWAY USE! 


Lighter! The new Timken- Detroit lightweight tandem 
brings vital new opportunities for savings and profits 
to all highway truckers because of greater payload 


Serviceable! Built almost entirely from interchange 
able companion parts used in famous Timken-Detroit 
single driving axles 
This lightweight tandem has all the features that 
contribute to profitable highway operation with all un 
necessary bulk and weight eliminated. One Timken 
lightweight tandem unit is more than 200 pounds 
lighter than any other tandem unit of the same capacity! 
Each year highway hauling achieves more spectac 
ular importance. Now TDA presents a new lightweight 
tandem specially designed to answer the needs of over 
the-road trucking. It is offered with a choice of either 
Timken- Detroit axle connecting groups, or brackets to 
accept other approved chassis hook-up parts. You get 
all these additional advantages with the Timken light 
weight tandem 
Many proven standard parts and assemblies, 
gears, pinions, differentials, brakes used in Timken 
Detroit single axles are incorporated in the new light 
weight tandem. This assures operators fast, eco 
nomical service with minimum down time 
A true inter-axle differential always unde: 
drivers’ control is an important feature of the 
Timken- Detroit lightweight highway tandem 


Big, dependable hypoid gears rotate in 
conventional manner, carry load on normal 
drive side of teeth for increased gear and 
bearing life 
Torture-tested TDA axle shafts are upset forged and 
heat treated to insure top tensile strength 


TIME EN DETR AKLE DIVISION 
ROCKWELL SPRING AND AXLE COMPANY Rugged hot-forged housings — pound for pound—are 
ETROIT 32, MICHIGAN the strongest and most rigid built 


Accepted p n Standard — unsprung weight means lower impact and shock 
oads, for longer truck and trailer life 

TREES Ce Resreresee This new highway tandem insures new payload prof 

its, faster, easier service and operating economies for 

highway truckers everywhere. For complete informa 


tion contact your nearest vehicle dealer or branch 


Plants at: Detroit, Michigan « Oshkosh, Wisconsin + Utica, New York + Ashtabula, Kenton and Newark, Ohie + New Castle, Pennsylvania 
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GULFTANE 


LP-GA BUTANE 


PROPANE 








This key can open the door 
to greater LP-Gas sales--- 


Here are three good reasons why it will pay you to buy Gulftane LP-Gas: 


1 High quality—Gulftane is produced in 

plants of the latest design under accurately 
controlled conditions to specifications that 
meet the highest standards adopted by the 
LP-gas industry. It is free of moisture, gum, 
tar, dust, dirt, and sulphur. Or, to put it an- 
other way, Gulftane is the same high quality as 
Super-Refined No-Nox Gasoline and the other 
well-known products that carry the familiar 
Orange Disc trade mark. 


9 Dependable supply — many natural gaso- 

line plants and refineries, plus adequate 

storage, assure reliable, continuous supply. 

3 Prompt delivery service—modern Gulftane 
producing plants strategically located 

throughout Gulf’s wide-spread marketing terri- 


tory, along with a fleet of new tank cars, assure 
prompt, efficient delivery service. 


Also ready to serve you is Gulf’s experienced 
engineering and marketing personnel. Get all 
the facts concerning Gulftane service—contact 
your local Gulf District Office or your nearest 
Gulf Division Sales Office (see addresses below). 


1515 Locust Street 
Philadelphia 2, Pa. 


131 Ponce De Leon Avenue 
Atlanta, Ga. 


31 St. James Avenue 
Boston 17, Mass. 


National Bank Building 
Toledo 1, Ohio 


Gulf Building 
Houston 2, Texas 


P. O. Box 1679 
Denver 1, Colo. 


127 Elk Place (Zone Office) 


How Grease Te, fa. 230 No. Michigan Ave. 


Chicago 1, Il. 
(Zone Office) 


17 Battery Place 
New York 4, N. Y. 


GULF OIL CORPORATION 
GULF REFINING COMPANY 


1822 Gulf Building, Pittsburgh 30, Po. 


+ CRAWFORD Pr 
Gur? 
mccOMB, MISS. 


sta \ Bl 


rae 
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Tue climax to your service for cus 
tomers comes when you read the com- 
puter and announce the amount due. 
This is when you want a dial face that 
is easy to see from any angle day or 
night. For highest legibility —and most 
modern styling —install SMITHway 
Dispensers—the only dispensers with 
self-contained brilliant illumination. 

Modern styling. Wide-angle visibility 
Stainless steel scuff plate. PM-2 Meter 
with double warranty. Many additional 


features. See nearest representative or 
write for Bulletin 175 


Through research 6 a better way 


6 
& 
a Se 
ER re ee 8 e€ FF 8 


& 
€ OR 
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Factories: 5715 Smithway St., Los Angeles 22, Calif; P. O 
Box 500, Succasunne, N. J. Offices: Atlanta, Chicago 7, 
Houston 20, Los Angeles 22, New York 17. Canada: Toronto 
12, Vancouver 1. International Division—Milwauvkee 1, Wis 
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Robert Sipes (left), broker for Producers Transport, 20,000 miles on one set of spark plugs, have made only 
Inc., Burnettsville, Indiana, reports —'‘‘I installed one two oil changes and am getting 5'4 miles per gallon on 
of your six cylinder 160 h.p. LPG engines in one of my LPG. This constitutes a saving of approximately 25°; on 
other trucks. I am pulling LP Gas loads in twin 37’ tan operating costs.’’ This replacement engine’s performance 
dem trailers averaging around 60,000 G.C.W. I have put led to the purchase of a new Reo V-8 tractor by Mr. Sipes. 


100,000 MILE WARRANTY on ali Reo Gold Comet Engines! 
That’s your assurance that—pound for pound—Reo offers you 
the greatest staying power, the greatest earning power for medium 
or heavy-duty hauling. Both the Gold Comet Sixes (107 to 160 
H.P.) and the Gold Comet V-8’s (195 or 220 H.P.)—gas or LPG 

are available in rugged Reo chassis, or as replacements in 
your present trucks. Call your Reo Factory Branch or Dis 
tributor for the facts today. 


REO MOTORS INC. 
LANSING 20, MICHIGAN © TORONTO, CANADA WORLD’S TOUGHEST TRUCK 


SUBSIDIARY Of BOHN ALUMINUM AND BRAS: 


TRUCKS, BUSES AND GOLD COMET ENGINES FOR ORIGINAL EQUIPMENT, INDUSTRIAL AND REPLACEMENT—GAS OR LPG. 








72 NATIONAL PETROLEUM NEWS * December, 1955 











A split second makes a big difference in a shot like this 


It CP ts the Big Difference between 


Highest Octane Gasolines — 


Breaks buyer resistance to change! 





"TL ienine makes the difference! And Premium Gasoline with TCP... to 
because TCP gives split-second re- take advantage of a better product. 


sponse to High Octane Gasoline, it ee ee ee 


gives car owners a specific reason for . :; .: 
Rett . moving combination. Find out for 
switching to Shell Premium Gasoline. as 

yourself why it is more profitable to 
Motorists know this—and every _ sell under the Shell Brand. Call the 


week more and more change to Shell Shell Oil Company office nearest you. 


Remember, Shell Premium Gasoline has the 
sales advantage of both TCP and TOP OCTANE 
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new and needed: 


Style 77 LPG Hose* 





IQUEFIED Petroleum Gases are difficult prod- 
ucts for hose to handle. The required 
pressures and the penetrating, deteriorating 
attack of the gases plus the heavy abrasion and 
severe flexing encountered in normal service long 
ago imposed the need for a highly specialized 
hose. 
Answering that need was a much tougher job 
than it sounds. It took years of testing and 
retesting to develop the right hose. Today, 
Goodyear is proud to offer Style 77 LPG Hose— 
which is listed under Label Service of Under- 
writers’ Laboratories, Inc. 


Style 77 is a braided hose to provide high 


for safer, easier handling of 
liquefied petroleum gases 





strength plus flexibility. It is stable under pres- 
sure and won’t “fight” the operator. Its smooth 
cover is unusually resistant to oil, weather and 
abrasion. Its seamless tube is carefully com- 
pounded to withstand the attack of propane and 
butane. 


Style 77 is an easy-handling, long-lasting hose 
—one of the many types specifically designed by 
Goodyear for use with petroleum products. Your 
Goodyear Distributor carries the complete line. 
He will be happy to help you with your hose 
problems. Or write for details to: 
Goodyear, Industrial Products Division 
Akron 16, Ohio 


GOOD*YEAR 


THE GREATEST NAME IN RUBBER 


C IV Net 
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ED MENASCO 


Modern Truek Features 


That Mean Business! 


Chevrolet trucks have got it! A full list of modern features 
that mean better business—on the job today and at trade- 
in time tomorrow ! 


When you get right down to it, any truck 
without all of Chevrolet’s Task-Force features 
is still living in the past. Why risk losing money 
with an old-fashioned truck—both on the job 
and at trade-in time—when you can get a 
Task-Force model with the industry’s most 
advanced features? 


Most modern power—V8 or 6. There’s longer life in 
Chevrolet V8’s (extra cost in most models). 
With their short-stroke design—shortest of any 
leading truck—you can count on less friction 





and wear per mile. If you go for sixes—Chev- 
rolet’s gas-saving valve-in-head sixes are famous 
for their dependability. All engines are sparked 
by a modern 12-volt electrical system for quicker 
starting and smoother going! 


Most modern comfort and safety features. New efficiency 
boosting advances like panoramic windshield, 
High-Level ventilation, softer seat action and 
concealed Safety Steps! 


Most modern chassis features. New suspensions; new, 
more rigid frames; Power Brakes standard on 
2-ton models! 


See your Chevrolet dealer for details. .. . 
Chevrolet Division of General Motors, Detroit 
2, Michigan. 


NEW CHEVROLET 
 Task-Force trucks 
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FLEET OWNERS MULTIPLY SAVINGS 


WITH MULTI-PURPOSE GREASE 


INLUCITE 21, International’s field- 


proved lithium-base, multi-purpose grease, 
outlasts ordinary greases 3 to 10 times, 


reducing “down time” and man hours. 


INLUCITE 21 cuts greasing errors, One 


grease—one gun—no mistakes and a better 


With Research Comes Quality, 
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job, no matter who applies it. 


A trial will convince you. Write for de- 
tails on INLUCITE 21, made under our 


exclusive patents. 
INTERNATIONAL LUBRICANT CORP., 


New Orleans. 


With Quality Comes Leadership 





s 


eT, 195 


mi 


De ¢ 








t 
= 
> 
Z 
2 
= 
< 
Zz 
< 
Zz 





w= SANNA NAN al 
—_] =f 


wa Oy ay S fj 
cpeaation MK 
. tt 





= 





ae 








The line-up of refiners who use Crown as a source of supply for motor oil 
cans reads like a “Who's Who’”’ of the Petroleum Industry. Crown is proud of this 
opportunity to share in the success of one of the world’s great Industries . . . and 
strives to merit continued confidence not only with fine-quality, always-dependable 
cans, but also with a wide variety of ‘plus-Services’’ which are extremely important 
to the refiner in many phases of his operation: 


Steadily expanding production facilities; deliveries when and where you want them. 


Lithography un-matched for excellence; can designs reproduced more faithfully, more 


brilliantly, and in greater detail than ever before possible. 


Engineering department that can work with the can-buyer as a member of his own organiza- 
tion. Ask about the money-saving innovations in motor oil can-filling recently introduced 
by Crown. 


WHATEVER YOUR INDUSTRY — WHATEVER YOUR PRODUCT — 
IT WILL PAY YOU TO TALK TO CROWN 
ABOUT CANS AND SERVICES. 


Send for Free Descriptive Booklet on Crown 
Art Design and Lithography. 


‘Big Enough to Serve You . 
~ CROWN CORK & SEAL COMPANY, INC. 


CAW DIVISION 
PHILADELPHIA * CHICAGO + ORLANDO + BARTOW «+ BIRMINGHAM «+ BALTIMORE *« NEW YORK «+ BOSTON «+ ST. LOUIS + SAN FRANCISCO 
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W.D.HEATH EVES @ 


REPRESENTAIIVE IN U.S.A, OF ” 


PETROFINA 





NATIONATI 


Petrofinas 


os r FIVE YEARS ago a Belgian 
oil company came into Canada 
and set up a small exploration firm 
From that unheralded beginning, Ca- 
nadian Petrofina has quitely become a 
potent marketing force, with 1,500 
service stations, a new, 20,000-b/d 
refinery and broad production holdings 

Now the shadow of Canadian Petro 
fina is settling over the U.S. oil mar- 
keting scene. And by 1960 it’s possible 
American marketers, big and small 
alike, may find themselves in a_ hot 
competitive battle with an American 
Petrofina, Inc., by then integrated, 
aggressive and financially powerful. 

First hint of a new competitor in 
the rich U.S. oil markets was the ar- 
rival this summer of W. D. Heath 
Eves, Petrofina’s first American repre 
sentative. 

Heath Eves opened a small office 
in New York City and began mapping 
out the initial steps toward Petrofina s 
avowed aim of creating a fully in- 
tegrated company in the United States. 
Primary emphasis will be on acquiring 
oil production properties. 

“We'll walk before we run in the 
U.S., but the Canadian pattern pro- 
vides a good clue to how we hope to 
go about things,” Heath Eves says. 
If this holds true, here’s what U.S. 
oil men may expect as _ Petrofina’s 
American timetable: 

® Petrofina will come with a rush, 
once the groundwork is laid. Within 
three years big, clean, up-to-date 
stations flying the Fina flag may be ap- 
pearing On many choice sites in the 
U. S. One report says Fina stations 
may go up first in the Northeast. 

e Petrofina probably will be pre- 
pared to pay good prices for what 
it thinks, are good station sites, will 
be willing to spend more money to 
build the best in stations and will be 
manning them with top-notch dealers. 

¢ In about five years Petrofina may 
have a controlling interest in two or 
three strong producing companies with 
several million barrels of proven oil 
reserves. Only last month, Petrofina 
was reported closing a deal for pro- 
duction properties in the Southwest. 

¢ By 1960 Petrofina may be about 
ready to put a big, new refinery on 
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cy MERCHANDISING 


anadian Shadow Hovers 


W. D. HEATH EVES 


His job is groundwork 


stream somewhere in the United States 

e At the time it may have 
become a strong contender for gasoline 
gallonage in whatever first 
the U.S. Its marketing outlets 
will be moving into other areas 

e It may be acquiring an 
in existing pipe lines or building new 


same 


area it 
enters 


interest 


ones as its Operation expands 

@ It may be the only big oil mar 
keter that is not putting 
before the public through extensive 

The 
its Organization 
first, getting the motorist used to see- 
ing and recognizing the brand; then 
as growth levels off, it uses advertis 
ing to cement its position and gain 
business 


its name 


advertising campaigns 
building 


company 
believes in 


new 
Ltd. is a sub 


controlled by 


Petrofina 
company 


Canadian 
sidiary of a 
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prominent Belgian banking interests 
The parent company markets through 
out Europe and Africa. Its official 
name is Compagnie Financiére Belge 


Des Petroles, S. A 


THE CANADIAN STORY 


It first appeared in 
small exploration company in 
In May, 1953, it incorporated 
an initial capital of $25 million 
first Fina 
opened six months later in 
company headquarters 

Today Petrofina has more than 

500 stations flying its flag in Ontario, 
Quebec and the Maritime provinces 
Division and district offices have been 
set up in 12 cities throughout central 


Canada as a 
1950 
with 
The 
Canada 
Montreal 


service station in 


and eastern Canada 
One of the 


newest additions to 


NEWS 


Over U.S. 


the 20,000-b/d 
Among the most modern 
turning 


Petrofina 1s refinery 
at Montreal 
in North America, it 1s 


gasolines, jet fuel, heating oil, heavy 


oul 


fuel and propane 

Most of Fina’s 
pany owned and are staffed by 
The 


dealers 


com 
hand 


have 


Stations are 


dealers remainder 


pic ked’ 


heen built by with company 


financing, or are operated by inde 


pendent dealers under leases 
MONEY AND EXPERIENCE 


When ( 
corpo! ated in 


anadian Petrofina was in 
1953, it 


( ampo away from his position as pen 


wooed A. I 


eral sales manager of McColl-Fronte 
nac Oil Co The Texas 
Co him 28 
years of oil marketing know-how, and 
key Mecé oll 
Frontenac the 


a subsidiary of 
Campo brought with 
personnel from 
Together they 
nucleus of Petrofina’s organization 

Backed by the 
financial houses in Europe, and with 
all the capital he 
needed, Campo launched an 


several 
formed 


some ofl strongest 


an open door to 
ageres 
Sive expansion 
A little more than a year 
first Fina 
had 400 
Quebec 
than | 
The new refinery was near completion 
the had nailed 
crude supply that 
60 proven 
Beyond this Petrofina hopes to span 
eventually the U.S 
company head 
Belgium, mad 
its reputation chiefly in oil marketing 
after World War | 


when Belgian banking interests bought 


progr am 
the 
Campo 


alter 
station appeared, 
Ontario 
1955 


operating in ang 


By 
200 


mid-summer more 


stations were in business 
down 


totai 


and company 


sources now 


million bbl. in reserves 


Canada, then 


The 


quarters in 


parent with 


Brussels 
It was formed 
the German shares of a Rumanian pro 
ducing company 

In 30 
that now markets in Great Britain and 
12 other 
Africa. It 
fineries in Europe and Africa 
fleet of 13 


operates 


years it built an organization 


countries in Europe and 


owns or controls seven re 
has a 
tankers 
hundred 
product pipe lines. Petrofina has pro 
ducing companies in Egypt, Mexico 
ind Angola and is exploring in Bel 


gium and the Belgium Congo a 


ocean-going and 


several miles of 





used by the major 
curb pump makers 
and oil companies 
because of 

superior performance! 


U.S. ROYAL 
CURB PUMP HOSE! 


Here’s why U.S. Royal is superior in per- 
formance and durability: 


e It is the only hose made with nylon AND 
rayon and wire. The nylon provides strength 
and flexibility, eliminates the weight. 

e U.S. Royal’s smooth black neoprene cover 
is resistant to gasoline, oil and abrasion. In 
the hottest weather, it will never crack or 
blister. In sub-zero temperatures, the hose 
always stays flexible. 

e The special construction prevents curva- 
ture or permanent set. 

Put U. S. Royal on a retractable pump and 
see how easily this hose retracts in sub-zero 
or tropical temperatures. Available at any of 
the 27 United States Rubber Company Dis- 
trict Sales Offices or write address below. 





U.S. Royal is available 
with “Tops’’ REUSABLE 
Couplings 


These couplings in- 
crease hose life. No 
leaks, no pull-outs. 
Easily, quickly assem- 
bled with no special 
tools. Smooth flow. 











“U.S.” Research perfects it...“U. 8S.” Production builds it...U. S, Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N.Y. 


Howe « Belting « Expansion Joints *« Rubber-to-metal Products + Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings + Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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BRIEFS 





Oil filter replacement is being pro 
this with a 
Don't 
invented by 


moted 
paign 


season new cam 
Forget You 
Change AC Spark Plug 
Div. of Motors. AC 


ing the phrase prominently in a nation 


slogan 


General is play 
al advertising program including 5,000 


billboards, on television and in nation 
al, farm and trade magazines. At oil 
points, including station banners and 


counter cutouts the “Change” idea ts 
tied in with both oil and filter chang 
ing 
e 
lide Water 
(Western Div.) 


special display unit for outboard mo 


Oil 
has brought 


( ) 
oul a 


Associated 


tor oil. A handle-equipped container, 
called the Six-Pak carton, comes with 
a display easel. Tide Water is telling 
there 141,000 
boats registered on the Pacific Coast 
and that there is a wide market in two 
cycle power lawn mowers, motor scoot 


its dealers are powel 


ers, auxiliary power plants, chain saws 
and other small utility units 
+ 

At the service station operated in 
conjunction with the new Socony-Mo 
bil International 
Garden City, N.Y., customer 
up Operates this way 
file 


every 


Iraining Center tn 
follow 
the 
the customary re 
30 days, but if the cus 
tomer doesn’t come in, he gets another 


Names in 
lubrication 
minder 


get 


post card notice in 45 days 
. 

Erickson Bros., private brand mar 
ket marketer in Minneapolis, made a 
trial run on half-pint bottles of milk 
drink 70 
seems to sell about as 
drinks, but at a nickel a 
the milk pays a better profit 


in soft coolers in stations 


Milk 


soft 


well as 
bottle 


. 
Service station Operators as a group 
usually in the 


are not 


premium 


lead in selling 


tires and batteries. Just to 


merchandising fy 


prove that it is possible to sell the high 
el priced lines at the 
a Humble station in 
McClure Bros 
of its tire business on 
premium tubeless 


service station 
Midland, Tex., 
is doing 25% 
the Atlas 


run by 


new 


Major oil east of Cah 


fornia are doing a lot more this year 


companies 


to promote credit cards than at 
time in the past 15 years. Some who 
have analyzed that TBA 
purchases account for 25-30% of total 
Part 
of the cause is thought to be the rising 
the 6-month 


any 
results note 


billing to credit card customers 


installment 
the 


use of terms 


on tires. now universal in oon 
dustry 
+ 
The Bardahl Oil Co. will sponsor a 
Confidential File 
Guild 


for a 


television program 


a syndicated show owned by 


Films. The Bardahl 
alternate 


contract 1s 
week sponsorship 
Bardahl markets 


a motor oil additive packaged and sold 


vear of 


over some 40 stations 


under its own name through distribu 


tors and service stations 
~ 


In Los Angeles, Firestone runs co 


operative newspaper ads for retread 


tires over the signatures of 80 local 


dealers including many service stations 
carrying the Firestone line. Featured 
in the a special offer of 


flashlights for 99¢ 


ads 1s two 
7 

Standard Oil of Kentucky 
tention to the guarantee on its premi 
On billboards 
carrying an illustration of the battery 
along with the words Atlas Heavy 
Duty Battery the only copy is 
Ciuaranteed Thru 1958 


calls at 


um battery in a new way 


Pure Oil Co 
grade motor oil called Pure-Lube Pow 
er Mower and Outboard Motor Oil 
SAE 20W/40. Pure dealers have been 


told the new oil can be used for both 


) 


announces 4 new mult 


cycle and 4-cycle engines 


How to Put Life In Sales Meetings 


Making Your Sales Meeting Sell by 
Edward J. Hegarty, director of 
training, electrical appliance division 
Westinghouse Electric (Mc 
Graw-Hill Book Co., Inc 330 W 
42nd St., New York 36, N. Y. $4) lists 
230 stunts and gags to liven up a sales 
meeting 

It takes more than stunts to make a 
successful the 
Ask yourself what you want the grou; 
then the 


sales 


Corp 


meeting, author says 


to do, vrite end of your 
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[hen it’s 
asy to build the rest of the speech up 
Watch out for “stuffed 
find out” in 


speech first, he suggests 
to the ending 
hirt language: say 
place of ‘ascertain.’ 

What 
hon 


the 


them 


to do if you are losing atten 
how 


right 


tO encourage questions and 


and wrong way to 
telling 
audience to pat 


subjects of other 


answerl 
makes demon 
the 


the 


what 
tration, getting 
licipate ill are 


hapters 


BOWERS 


BATTERIES 


BOWERS BATTERY & SPARK PLUG CO., READING, PA 














closes for advertising 
the first of each month 
for the next month's issue. 
Sole exception: The Mid-May 


NPN FACTBOOK 
which closes April 16th 


REPRESENTATIYV 


at ww-H 


ES 
Publi y Con y office 


ATLANTA 3 
Stokes T. Henry 
Walnut 5] 
CHICAGO 11 
Hodgsor 
4.5400 


401 Rhode Bidg 


Haverty 


George C 
Mohawk 
CLEVELAND 15 
Walter G. Berger. 1 
Superior 1-700( 
DALLAS | 

james WH. Ca F 
Douglas C. Billia 
rospect 5064 

LOS ANGELES 17 
Car! Dysinger, 1111 Wil 
Madison 6-4323 
NEW YORK 36 
James B 
Longacre 4-300 
PHILADELPHIA 3 
Charles J. Jeffer A 
Sansom Sts.. 
SAN FRANCISCO 4 
T Fo! 


Evans Wyckoff 


vurt ( 


chitect’s 


ttenhouse 6-0670 


Post 








Try This: Insuring O 


wo New Jersey heating oil 

distributors know that even when 
sickness keeps budget customers away 
from work, their monthly payments 
will still come in 

Nassau Oil Co., of Princeton, and 
Mechanical Oil Co., of Trenton, give 
each budget customer a free 10-month 
sickness and accident insurance policy 
When a customer’s unable to work 
for more than 30 days, the policy pays 
his fuel oil bill 

Both companies see 
tages in the plan 

e It gives them a good low-cost 
sales weapon in persuading customers 
to switch to budget accounts 

e It provides the company with 
budget-payment funds regardless of 
the customer's temporary inability to 
pay 

e It helps liquidate past-due ac 
counts, by convincing delinquents to 
put their arrears on budget and there 
by assure their payment in 
sickness. 

e The plan gives oil another edge 
over coal and gas (coal dealers have 
a life insurance deal with payment 
only on death; gas uses budget-pay 
ment plans, but without insurance ) 

Cost——Nassau says it can afford to 
pick up policy tabs because it keeps 
Heating Club statements down to one 
every 10 months, has no delinquents 
in the Club, makes automatic de 
liveries, and has low bookkeeping 
costs with Club members. 

Both Nassau and Mechanical think 
the cost to them is cheap—43¢ per 
$100 in budget accounts, or $1 for 
the average $250 account, is the initial 
premium, If a dealer wants to shorten 
the customer’s waiting period to 15 
days, the cost is $1.50 per $100 

Contagious?—Insurance plans may 
spread. The Fuel Oil Distributors 
Assn. of New Jersey is passing the 
word along—last month it provided 
an insurance company speaker for a 
Mercer County fuel oil dealers’ meet 
ing. The policy is now being offered 
to Jersey oil men by J. Stanley Husid 
Associates, a Trenton agency repre 
senting United States Life Insurance 
Co, of New York. 

The same general type of policy is 
used widely in many businesses that 
rely on time payments to amortize 
bank loans and payments on relatively 
expensive commodities. The big dif- 
ference is that in most cases the cus- 


these advan 


case of 


84 


























tome! 
himself 

The heating oil insurance plan was 
hatched last summer by Malcolm 
Brown, Mechanical Oil's president, 
and Alex Husid of Husid Associates. 
Nassau Oil executives heard about if 
at a distributors’ meeting and showed 
interest 


makes the premium payments 


THE SYSTEM 

Both companies run the plan along 
similar lines. Here’s how Nassau’s 
works: 

A disability and sickness insurance 
policy goes to a customer the day he 
makes his first “Heating Club” deposit 
(Nassau operates budget accounts like 
a Christmas Club, payments 
deposits ) 

If a member’s sick or disabled for 
30 days, the insurance company pays 
his Heating Club deposits, at the rate 
of 1/30 of the regular deposit for 
each remaining day of disability. If 
a customer cannot work for a long 
period, depesits are made every 30 
days of disability. There is no limit on 
the number of times he can receive 
benefits 


calls 


The customer’s personal physician 
decides when a customer’s unable to 
work, Confinement in a hospital or in 
bed at home is not necessary. 

There is practically no red tape. 
And there’s no physical exam. To file 
claim, a Heating Club member pre- 


NATIONAI 





























sents the doctor’s report and his own 
statement. Nassau supplies a form 
The customer can assign insurance 
payments either to himself or the 
company. 

There are few underwriting re- 
strictions—almost anyone can get a 
policy. Premiums are not added for 
extra-danger jobs. Maximum age is 
65, but when the main wage earned in 
a family is over that age, the policy 
will be issued to a younger member 
Full protection cannot be given to both 
husband and wife. The policy is based 
on a single monthly deposit. 


THE EFFECTS 

Nassau and Mechanical say custo- 
mer acceptance of the plan was satis- 
factory, but not phenomenal. Both 
feel they added the plan too late in 
the season (July), when most ac- 
counts had already made supply ar- 
rangements. 

Brown says, however, that the 
response to his announcement con- 
vinces him he’s on the right track for 
building budget accounts. The plan, 
he believes, is a needed incentive 
“the fact that the budget plan evens 
out a bill over a 10-month period is 
no longer enough. Most customers 
realize that when they go on the budg- 
et plan, they are letting you use their 
money.” 

Richard Morgan, Nassau president, 
thinks people shy away from budget 
1955 
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accounts because they don’t like pay 
ing for something they don't get at 
the time. At certain periods they pay 
long before they get product. 

Since the Heating Club plan began, 
however, Nassau’s budget customers 
have multiplied. For several years 
after the Nassau budget plan started in 
1948, there were only 20-30 budget 
accounts. Two years ago the company 
opened its Heating Club, and budget 
accounts tripled rapidly; at the end of 
last year’s season there were 200 on 
the books. Addition of the insurance 
feature this year brought the number 
to 267, almost 10% of Nassau’s total 
accounts. 

Mechanical began budget plans 
three years ago with 15-20 accounts 
rhe figure rose to 40-50 last year, and 
was upped by 35 when the insurance 
plan came in. Those 80 are somewhat 
less than 5% of Mechanical’s total 

Morgan says he'd be happy with 
30% of his accounts on the Heating 
Club plan, and Brown has the same 
goal 

Promotion—Because it was too 
late to launch a heavy campaign, Nas 
sau and Mechanical announced the 
insurance program with a short spe 
cial letter to all accounts, Nassau 
threw in a two-page question-and-an- 
swer piece to Heating Club members 
to provide more detail about the plan 

Both distributors figure on all-out 
campaigns next season. Both will use 
direct mail, and Mechanical may use 
newspaper advertising. Nassau hasn't 
done that yet because it doesn’t want 
to alert competition 

Beginning next month, Nassau will 
rubber-stamp all statements with a 
teaser slogan for the Heating Club 
Brown thinks newspaper ads would ‘ . 
help get more accounts on budget and Shi for Sure in New Steel Drums 
simultaneously attract new accounts D oe 
He’s thinking of using a phrase other 
than “budget account” to describe the You really add sale 
time-payment plan attractively 

Brown says he may add his low- 
cost service plan—-$12.95 for cleaning, 
inspecting and adjusting the burner 
and controls—to time-payments to 
give more of his customers the in 
surance coverage. He hasn't done so 
yet because he didn’t want to deal 
with odd figures-—-$1.29 for 9 months 
and $1.34 for one month—-in setting 
up the monthly payments. And he 
believes the plan’s cost is nominal and 
will cause no hardship a 


appeal to a product by shipping in 
decorated me Vv steel container New steel drum 
dressed-up” in enameled or lithographed colors and 
bearing your familiar trademark promote instant product 
recognition and create lasting brand preference And 

they afford better product protection guard against 
contamination and leakage in shiprne nt and in storage. You 
upplier will be glad to study vour choice of colors and 
discuss how they can best be used t uit Vour re 

steel container requirement 

New containers are readily identified by the “Red-S” label 
of the Steel Shipping Container Institute. Alwa lowk 

for the sticker on incoming drum its a sure sign of 


quality pac ke dl product 





“904 Better to S Steck” 
PHOTO CREDITS $6.6 Ship m 
ta STEEL SHIPPING CONTAINER INSTITUTE 


Colony Studio, Fredericksburg, Va 600 Fifth Avenue, New York 20, N.Y 
Saul Zalkind, Philadelphia 
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THE WAY.. 


TO BETTER SERVICE STATION LIGHTING! 
We have the distinction of being the first 
to develop and market Service Station 

_. Lighting Equipment using new, 
fapid starting F-100-T-12, CW/RS 

. fluorescent tubes. Take 
‘antage of this engineering and 
anufacturing experience and 

specify Oscar Phillips 

Glo-Rite Service Station 

Lighting Equipment. 








WRITE FOR 


j OUR NEW 
Area Lite ele 


oscar phillips company 


5600 vine street, cincinnati, ohio 
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fuel oil 


OHMR Takes Wraps Off Newest Survey 


Oil heat’s growth is ahead of natural 
gas in seven more market 
lags behind in Philadelphia, Washing 
ton, D.C., and York, Pa. According 
to Oil Heating Market Reports’ latest 
copyrighted surveys, when related to 
other OHMR surveys oil heat leads the 
way in 16 of 19 areas (NPN, Sept 
1955, p. 100) 

Oil vs. Gas Costs—tin 
markets the cost of automatic oil heat 

-On a per therm 
than gas. The same is true in Wash 
ington and Philadelphia 

Conversion Market Ihe 
points to possible markets for con 
version to oil heat in Portland, Me., 
Springfield, Mass., Albany, 
keepsie, Long Island, Lancaster, York 
and Duluth. In 


areas but 


these seven 


basis—is cheapet 


survey 


Pough 


these areas, coal is 


ge 


more widely used than natural gas, and 
in Duluth, the 
exceeds the total of oil burners 
Installation, Service— In cight 
kets, onl 


burne! 


number of coal unit 
Mal 
distributor go most Of the 


installation and service work 
far outstripping plumbers, heating con 
tractors and companies that spectalize 


But in Duluth 


installation 


in burner work oil men 
do the least amount of the 
service work 

Service Costs— | h« 


nihhe-area ave 


age—the figure is not given for in 


dividual markets—-shows that 72% of 
che ked 


on service contracts or by annual over 


all burners are vearly, either 


haul and cleaning. The average cost ot 
parts-replacement policies in all area 
iS $24.40, with prices ranging from 


low of $21 to high of $28. On 


MANNING their pint-sized barges, Marie and John Rogalski complete a tank refill 


Fuel Courtesy of Tiny Tankers 


Deliver i Rogalski 


fuel needs of between 


WHEN JOHN ROGALSKI finished school 
in 1950, he and his wife Marie started 
combing the Seattle waterfront to find 
a boat for a trip around the world 
They came home with a fuel oil 
business. 

Today, as owners and crew of [in 
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lankers Ojl 
look after the 
00 and 600 of the Seattle areas | 000 
With 


PASOLIEN 


esident houater $17,500 n 


ested in pair of powered 


old harge the hu 


uppli 


juarter-centul 


ind-wife team 


M NEW 


straiznt servi 


ce policies, the area avel 
$13 low and $20 


Lhe average Cost of the an 


ive is $16.36, with 
the highest 
nual overhaul and cleaning is $11.30 

Promotion Fight have oil 


heat promotion Campaigns going this 


areas 


year, spending from $1,000 (Pough 
keepsie) to more than $26,000 (Phila 
Wash 


considering 


Iwo other markets 
York are 


But where natu 


delphia) 
ington and 
promotion campaigns 
ral gas in aggressive (Long Island and 
Philadelphia) the amount oil men put 
the utilities. In Long 


gas plans to spend $796,000 


up is dwarted by 


Island 
against oil's $14,800, and in Philadel 
$140,000 


phia gus has annually to 


push its product 


see next page => 


houseboat cooking and heating, and 


furnace oil for cabin cruisers and 
commercial craft 
This nautical 


hore 


trade plu a tew on 


heating account in houses 
easily by than 
Royvalskis an an 


t00 000 Ar th 


reached wile! 


by road. give the 


THVT 
nual ‘illonage of 
cason they deliver sm da VECK 
n summer the low the pace to three 

Workhorse of the fleet is the 40 
Daewood John (a 

cal Nav take 
most peak-demand deliver 
ind aft tank vith a total 
O00 gal 

Mari Blondie is the 
It makes SOO-val. haul 
& OO0-val tank it 
Union marine terminal 
Darvw tank dail 
noon Ih Rogalski 


the beginning of 


Kipp re dl b 
man). If 


pia if 


transport 

rented 
Lake 
refill 


usually at 


from 
fora 
and 
00d 
rendez 

ch da 
fin blanket na no Vuterbornm 
though adistril 
housedoat ruck 
Ther no difference im 
‘ hetween the Rogal 

thren 
for «ce 
on a unique 


that's not 


ompetitior 
utor ‘ from 
nore ro 
product pl 
kis and the landhbound bre 
Most ustomer telephone 


wveri But 


form of 


100) are 
deliver 
primarily on degree day 

What's th ecret’ Marie intuition 
ay ours = 


ihbout 
iutomatt 


hased 
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WHAT'S THE MARKET? 
Oil: Heating units in ws 


Growth 
Annual consumption (gal.) 
On automatic delivery 


Have full-tank 
Use budget plan 


ignal 


(ia Heating units in use 
Growth 

Coal: Heating units in use 
Decline 


WHO SUPPLIES THE GALLONAGE? 
Major 
Independent 


(wholesalers, etc.) 


WHO DISTRIBUTES THE GALLONAGE? 
Majors 
Independent 
Distributors 

Don't have 
Sell coal 
Sell oil burners 


(wholesaler et ) 


own bulk plant 


gasoline 


WHO INSTALLS BURNERS? 
By oil distributor 
By plumbers, et 


majors 


By burner service 


WHO SERVICES BURNERS? 
By majors 
By plumbers, et 
By burner service 


distributor 


WHAT ABOUT SERVICE POLICIES? 
Burner 

Have service 

! 


Get annual 


checked yearly 
policies 


overhaul, et 


WHAT DOES SERVICE COST? 

Parts-service policies 
Straight service 
Overhaul 
No policy per call (oil co.) 


police 
cleaning only 


per call (others) 


WHAT ABOUT FUEL COSTS? 
Ave. per therm—Ojil 


WHAT ABOUT PROMOTION? 
Distributors who advertise 
Budgeted per account 

Spent per 


Croup 


gross sales 


advertising 


NOTE All information pyrishted by On | 
Heating Market Reports 

Rates vary. Four utilities serve the area | 
Low figure for stoker-fired un high fimure | 
for hand firing j 
City utility 
hiaher 


rates Subur y } 


rates 


PORTLAND, ME. 
Survey covers 11 
towns in Z0-mi. ra 
di Population 
win Area 


le Majo 


heat market 


0,400 all type 


million 


Portland hue 
Council plans sit 
OOO drive 
media. One-third of 
distributors (65° 


using all 


of market) expect 
Major 
asked to pive 


ed to go in 
to be 


} 
an 


SPRINGFIELD 
Covers 315 sq. mi 
Holy 
oke Northampton 
Westheld and Lud 

Ma out 


it include 


19,966 since °50 


millior 


Fuel Oil Council of 
W. Mas to 
4 OOO this season 
40)", of 


Ws, 3 supphiers are 


pend 
distribu 


ooperating 


rive 


NATIONAI 


ALBANY 
Albany 
ind Rensselaer 


Includes 


ounties, an ire 

ot 1,196 sy m 
ind 388.200 pop 
lation 


41,059 domestic 
$39 in stores, 
etc 
180 domestic 
S yr. 
60.5 million 
KAa% 
62% 
17% 
$24 
3,705 since ‘SO 
15.570 


6,854 since ‘SO 


(115 co.) 


10% 


$26.50 
$15.65 
$10.08 
¢ 3.47 
5 4.13 





7¢ a gal 


(low rate) 


of distribt 

7 majors 
spent $ +000 in °54 
mats ind 
OHI 
othe 
groups 


Used 
opy trom 
Ol and 


ol-heat 
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POUGHKEEPSIE 
half of 
Dutchess County ir 
Mid-Hudson Val 
ley with populatior 
of 118,312. 20° 


C overs 


Hoost is seen in it 


r 


154 all types 


6,025 domesti 
5 yr 
21.6 million 
BOM 
39% 
20% 
070 
1,500 since *S0 
3541 


564 since ‘SO 


$25.00 
$16.00 
$11.0 
$ 4.02 


13.9¢ a gal 


(low rate) 


Starting anew afte! 
lapse on $1 
budget with 

distrit 


taking pa 
pending $1‘ 


MM) this vear 
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LONG ISLAND 
Covers Nassau and 
Suffolk 


an area of 1,194 


counties, 


sq. mi. with popu 
lation of 1.44 mil 
lion people 


256,084 all types 


99,779 domestic 
5 yr 
414.3 million 
83% 
71% 
1k% 
14,425 
3,394 since 
§0,000 


3895 since 


13.94 (low rate) 


10¢ 


13% 
9 
1.6% 


OHI of Long Is 
land to spend $14 
800 to Nov. on 
basis of $50 a yr 
per truck Gas 
heat promotion 
budget is $796,000 


for *55 





PHILADELPHIA LANCASTER | 
Includes city D Area rs all of 

aware County, parts i ist ( 

ot Montgomery 

Bucks and Cheste 


uintie 
counties 


291,030 domestic 
20,372 in stores 
etc 
98.030 since 


467.1 million 

R1% 

70% 

19% 14 | 

218,390 2,686 1268 
120,200 since ‘50 1,398 since ‘SU 1,000 sin 
141,970 10,900 


120,230 since 13,946 sinc 


33% 
11% 
56% (484 
58% 
25% 11 





$28.00 
$20.00 
$12.00 


$ 4.35 


low rate) 


19 


Greater Phila. Fuel | la > O00 

, Spent 
$26,312 in first I j $4 for | 
of '5S. Funds cor 1 bumpe 
from 11% of d i newspaper 


Home 


Conference 


tributors, 6 major | ids plus 


terminal opera | Show Gas nas 
tors. City gas rental plan (75¢ a 


, i 
to spend $140,000 wk.) to up interest 


in product 


WASHINGTON, D.C 


DULUTH 





J fuel oil 


BRIEFS 








Heating oil men in the Hartford, 
Conn., area are now getting an extra, 
no-cost assist from Radio Station 
WTIC in scheduling daily oil deliver 
ies on the degree-day system. On its 
own, WTIC called in Connecticut 
Petroleum Assn. members to ask what 
it could do to help the oil industry 
As a result, WTIC agreed to include 


in an early morning weather forecast 
degree days projections for a three-day 
period along with a forecast of antici- 
pated weather during the same period 


A heating oil distributor in Harris- 
burg, Pa., says it has paid him not to 
go into liquid fertilizers. He has 
picked up 30 new oil accounts this 
year from competitors who handled 
lawn sprays customers 
were dissatisfied with the spray jobs. 


because the 


BUYING OR USING 


@ You'll never go wrong dealing with 


experience. 


@ Now when it comes to making 
color sound motion pictures for the 
Petroleum or TBA industries we're 
about as experienced as anybody 


around. 


@ We're proud of the dozens of films 
we've made about your business... 
We're proud of the effective jobs 


they've done. 


@ You may find that good color mo- 
tion pictures can be produced by 
experienced people ror less money 


than you think. 


THE CALVIN Co»). 


1105 TRUMAN ROAD 


KANSAS CITY 6. 


MISSOURI 


— HA. 1230 


NATIONAI 


Oil Heat Council of New Jersey is 
working on a _ two-pronged project 
aimed at city heating codes, It wants 
cities to adopt a uniform code that 
sets up safety standards for gas heat 
installations similar to those already 
established for oil burner installations 
and to adopt a uniform code for vent- 
ing gas heating appliances. Camden 
has an ordinance that states: “All gas 
heating equipment shall be safely 
vented to a brick or stone chimney 
having a flue lined with terra cotta 
fireclay and extending the full length 
of the chimney.” 

. 

When typed heating oil statements 
in window envelopes didn’t get the 
right attention, Watson Oil Co. of W. 
Coxsackie, N. Y., tried this trick: He 
sent his statements in plain envelopes 
hand addressed to both the husband 
and wife. Regular stamps were used 
instead of a postage meter and they 
were mailed from a post office 30 
miles away. Statements were opened 
because they looked like regular cor- 
respondence. 

& 

A New York State jobber says that 
he collects on past-due heating oil ac- 
counts when he turns them over to a 
local justice of the peace who calls 
them up to drop a hint that they had 
better pay the outstanding debt. 

. 

A Long Island, N. Y., heating oil 
distributor who handles liquid ferti- 
lizer is going to issue bulletins on lawn 
care to its fuel oil accounts to get them 
interested in liquid fertilizers 

6 

E. Robison, Inc., heating oil dis- 
tributor in Hartsdale, N. Y., has pur- 
chased Armonk Fuel Oil Service of 
Armonk, N. Y., from Michael Coluc- 
cio, owner and president. Robison 
takes over a business with 300 ac- 
counts, three trucks, and 25,000 gal 
in underground storage 

o 


Oil-Heat Institute of America now 
has new chapters in six areas. Mem- 
bership bids from the new chapters 
were accepted at OHI’s last board 
meeting. The new chapters, which rep- 
resent a total membership potential of 
600, are Columbia County Oil Heat 
Institute, Hudson, N. Y.; Oil-Heat 
Association of Lawrence County, New 
Castle, Pa.; Oijil-Heat Institute of 
Southern Idaho, Boise; Oil Heat In- 
stitute of Northern Nevada, Reno; 
and two jobber groups, Oil-Heat In- 
stitute Chapter of North Carolina Oil 
Jobbers Assn., and Oil-Heat Institute 
Division of lowa Independent Oil Job- 
bers Assn. au 
1955 
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AY of the Sunset Oil Company is shown here in front of one of the 
err er ce tatior located in Bellflower. Calif Tt tat elie 


ps t handle its large ¢« 


“We use Gilbarco pumps in several hundred 


GOLDEN EAGLE SERVICE STATIONS 


... they are tops in performance. 


Mr. H.G. McKay, Purchasing Officer 
‘Back in the ’30s when our Golden Eagle Brand name Sunset Oil Company 
was being introduced on the West Coast, we began Los Angeles, Calif 
installing Gilbarco pumps 


“Throughout the years we have continued purchasing 
Gilbarco’s and we are now using them in several 
hundred service stations: Many of our stations are 
open 24 hours a day and with an average of 10 pumps 
per station, we have had a good opportunity to 
evaluate Gilbarco performance 


“We are completely ‘sold’ on using Gilbarco pumps 
They have provided excellent, dependable service in 
all of our installations and have given our stations 

a clean, modern appearance out front. We feel 

that Gilbarco pumps are the best buy on the market.” 


Gilbarco pumps can provide this type of performance 

for your service station. They are the best investment 

Gilbert & Barker 

Mtg. Company 

West Springfield, Mass. 
Toronto, Canada 


you can make in service station equipment. Send 
for our color-illustrated brochure and you will 
see why Gilbarcos are: 


THE WORLD’S MOST WIDELY USED GASOLINE PUMPS 


December, 1955 * NATIONAL PETROLEUM NEWS 





A MESSAGE TO AMERICAN 


(NOSTRA Y ©@€¢ OFF. OF A 


Automation Creates Jobs 
For Workers With Skills 


There is new and reassuring information for those 
who fear that “automation” — the control of machines 
by machines — will mean fewer job opportunities. It 
comes from a special survey of 1,574 companies in 
metalworking industries recently completed by 
American Macuinist, a McGraw-Hill publication. 
More than one-fifth of the companies reported that 
they already have automatic loading, transfer or as 
sembly machinery in operation, In these companies as 
a whole there has been a net increase in total employ- 
ment since this machinery was installed. 

According to the AMERICAN MACHINIST survey, of 


these « ompanies with actual experience in automation 


206% reported increases in employment 
averaging 21% 


51% reported no change in total employment 


23% reported decreases in employment 


averaging 16% 


More Jobs for the Skilled 


Of greater significance, however, is the re- 
sponse by 40% of these companies that they 
required more skilled maintenance men and by 
21% of the companies that they had increased 
their engineering staffs. This indicates that auto- 
mation is strengthening a trend already evident in 
the United States, a trend of expanding opportunity 
for those with industrial and professional skills and, 
relatively, of contracting opportunity for the unskilled. 

The following chart shows how strong this trend 
has been over the past 25 years and how strong it may 
be expected to be over the next 15 years. 

There has been a sharp decline in the percentage of 
unskilled workers in the nation’s labor force and a 
corresponding increase in the percentage of those 


with varying degrees of skill. 


Increasing 
occupations 


gxilled workers &. forerer. 
1 





; Semiskilled workers 











Percent of labor force 


Decreasing 
occupations 


40 
1970 








it is possible, of course, to cite cases of individuals 
and groups that do not conform to the charted trends. 
Farmers, for example, are becoming at the same time 
more skilled and less numerous. But this does not up- 
set the broad proposition that opportunities are in- 


creasing for those who have skills. 
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Power and Production 


Much of the basic explanation for the rela- 
tive expansion of opportunities for those with 
industrial and professional skills lies in the in- 
creasing use of power-driven machinery. This 
has made possible a vastly greater increase in manu 
facturing production than in the manhours of human 
labor devoted to it. The following chart shows the 
relative increases in electrical evergy and manhours 
of labor used in manufacturing since 1930 and the 


rise in industrial production. 


1930 1955 index 
Electrical energy 1930 = 100 
(billion kwh) 5? 212 7 
Industrial production 4 
(1947-49=100) 49 135 
Production manhours 


(billions) 16.1 27 


-4 


son manhours 
lees 





I 





1930 1955 1970 
*Excludes power used in aluminum and magnesium 
reduction, both very heavy power users 


Power-driven machines have reduced the amount 
of human energy required for physical labor, but they 
have increased the need for skillful handling and 
maintenance. As the AMERICAN MACHINIST survey 
demonstrates, the same is true of automatically con- 


trolled machinery. 


Higher Wages, More Leisure 


The rising average wage of American indus- 
trial workers and the decline in hours per week 
that they must work reflect directly the extent 
to which the increase in industrial production 
has outstripped the manhours devoted to it. 
The final chart shows the increase in weekly wages 
(in dollars of constant purchasing power) and the 
decrease in the average workweek in manufacturing 
since 1930. It also shows the changes that may come 


in the next 15 years if present trends continue 








More pay, 
for less work 
for manufacturing workers 








SS | J 
1930 1970 


There are some who would slow what an 
earlier editorial in this series characterized as 
“the continuing process of taking dull and la- 
berious work off the backs and minds of men 
and transferring it to machines operating in 
large batteries under automatie control.” In 
doing so, they might make the world safer for 
those with no skill. The far more constructive 
course is to welcome the expanding opportuni- 
ties now being provided and be sure that the 
nation’s young people, who are now starting 
another school year, are prepared to take ad- 


vantage of them. 





This message ts one Oo] a series prepared hy the 
VU cGraw-Hill De partment of Economics to he lp 
increase public knou ledge and unde rstanding 
ot iumnportant nationwide deve lopme nts that are 
ol particular concern to the business and pro 
fe ssional community served hy our industrial 
and technical publi ations 

Permission is fre f ly ‘ vtended lo ne u“ spape rs 
groups or individuals to quote or reprint all or 


parts o} the text 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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Rol-Way 


Positive-acting hose control holds 
extended hose without strain. 
Retracts automatically when 
nozzle is returned to receptacle. 
Clean, uncluttered design. 


Oceupies little more space than sin- 
gle-hose dispensers. Uses existing 
suction and conduit lines. Two-car 
service speeds deliveries, boosts gal- 
lonage. Solves driveway problems, 


TCA 


Easy cable pull and retrieve. 
Rigid, strainproof pedestal. All 
T models are. 5742” low. 
Equipped with most aceurate 
Bowser Xacto meters. 13'2-foot 
reach, 





NOW choose from the complete line of 


BOMAER ) models! 


Picture these pumps on your islands. 
Bowser functional TV pumps signal 





146° ANGLE OF VISIBILITY 
BRIGHTEST ILLUMINATION 


sales with compelling appeal .. . 
projecting your brand name far 
and wide! Get “TV” salespower 
PLUS many new 1955 features. 


BOLTED CONSTRUCTION 
RESILIENT MOUNTINGS 
THREADLESS COUPLINGS 





. Tops in Tops in 
Visibility Value 


WRITE FOR BULLETIN 22-C, 595-C, 585-C FOR COMPLETE DATA 


REGIONAL OFFICES: 
Atlanta - Chicago - Cleveland + Dallas - Kansas City - New York + San Francisco 


BOWSER, INC., 1301 E. Creighton Ave., Fort Wayne, Ind. 
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LUBRICATION 


The New Lubrication Jackpot 


V HAT’S THE ANSWER to the 

independent lube maker’s $64,- 
QOO question? Farm trade, industrials 
and synthetics, said two oil industry 
spokesmen at the eighth annual meet- 
ing of the Independent Oil Com- 
pouders Assn. in Chicago. 

Chassis Grease Drop—Automotive 
lubes may not ring the bell much 
longer, according to Hugh L. Hem- 
mingway of Pure Oil. He noted that 
over the 1947-1951 period, automo- 
tive grease use rose Only 3% while 
passenger car population climbed 37% 
and trucks increased 20%. He quoted 
NPN (Aug. 1955, p. 31) to show that 
chassis grease consumption may be in 
for a decline because of a gradual re- 
duction in fittings per car. He also 
noted a reduction in retail selling 
effort. 

Industry Rise—Hemmingway point- 
ed to a 20% rise in industrial grease 
consumption over the 1947-1951 pe- 
riod, and a 32% increase to 1955. 
“This growing market,” he 
“should not be considered closed to 
the independent oil compounder. Your 
flexibility and good local reputation 
should be valuable assets. . .” 

“Industrial grease . ... sales and ap- 
plication . . . have been simplified by 
the rapid development of multi-pur- 
pose greases... In 1955 multi-purpose 
greases will comprice nearly 25% of 
our industrial grease business and are 
the largest selling grease type in our 
line. 

“The salesman needs to be less of 
a technical expert because the versa- 
tility of the product permits very 
nearly universal application. In these 
days of high labor and equipment 
costs, plant lubrication is simplified 
and application errors are less likely.” 

On the Farm—The expanding farm 
market is a fertile field for multi-pur- 
pose lubes, said Hemmingway. Ameri- 
can farmers of today, he pointed out, 
have nearly $20 billion worth of equip- 
ment needing lubrication. That’s six 
times the 1940 figure. In the first 
eight post-war years, Hemmingway 
said, tractors increased 84%, 
trucks other machinery 98% 

The farm-industrial combination, 
Hemmingway suggested, should be a 
winner for independent compounders 

Synthetics—Use of synthetic lubes 
for industrial and non-military applica- 
tion is big and getting bigger. Syn- 
thetics have already made themselves 
a place in brake fluids, hydraulic oils, 
non-flammable lubricants, damping 


said, 


farm 
1% 
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and dielectric fluids and high and low 
temperature lubes of all types, the 
compounders from A. W 
Ackerman, research for 
F. E. Anderson Oil Co., Portland, 
Conn 

Said Ackerman, “We 
an increasing difficulty 
newer products of research for fur 
ther compounding and resale as an 
independent. We have noted an in- 
creased tendency of large units to re 
strict sales of difficult-to-make govern 
ment specification materials to their 
Direct 
coming 


learned 


director of 


have noted 


in obtaining 


own sales departments 
marketing seems to be the 
thing.’ 

rhis situation, Ackerman concluded, 
calls for study to determine whether 
e Each compounder should 


his own research to develop these ma 


start 


terials 

e Compounders should join to re 
tain a laboratory 
tively 

@ Compounders should set up their 
own, controlled laboratory 

The association will study the situa- 
tion. Employment of an outside re 
search facility will apparently receive 
most consideration. This may develop 
into a university fellowship arrange 
ment with full research staff 

Ackerman underlined the impor 
tance of research to modern industry, 
and especially to independents. “We 
believe it inadvisable,” he said, “to 
depend upon our former suppliers of 
raw materials to place at our disposal 
the results obtained by their own 
laboratories . Now that they have 
their own marketing facilities we be 
lieve they will prefer to channel the 
results of their efforts through them.” 

rhe current synthetic lubricant mar- 
ket is worth about $10 million, Acker 
man believes, with potential growth 
to $40-50 million in the next few years 
After that, he thinks, it depends on 
the acceptance of the gas turbine, 
with its lubrication requirements 

There are three markets for syn 
thetic lubes, said Ackerman 

e To the government 
indirect supplier of specification mate 
rials 

e To concerns making 
parts or under direct or 
sub-contract to the armed forces, to 
particular oil or grease specifications 

e To various non-military users 
where lube requirements call for a 
material superior to petroleum-base 
lubricants a 


research co-opera 


research 


as direct of 


industrial 
assemblies, 


M NEWS 


AUTOMATIC! 


a 
Dial the Pressure You Want 
.» Get it Automatically 
with a 


NELSON 


Equamatic 
TIRE INFLATOR 


No gauge watching, no valving off; 
you can air tires in seconds — even in 
the dark! Gives exactly equal pressure 
in each pair or set me there’s no 
faster, easier, more accurate way to air 
tires in your station! 


MRUGGED FORTRESS WALL 


... dropping, banging won't hurt it! 


# RUGGED REGULATOR SPRING 


stays accurate, dependable for years! 


END GAUGE TROUBLES NOW 


Modernize with NELSON automatic infla- 
tion for as little as $14.95 

Liberal Trade-in Allowance—see your jobber 
or send coupon nou 

—_ eee ee een ee ee ee ee a oe 


' Please send literature and prices 


1 NAME 








V riem 
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 Adoress 
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PRODUCTS INCORPORATED 


440 PERALTA AVENUE 
SAN LEANDRO, CALIFORNIA 


9§ 





NEW Le Tourneau 


ee 
F : / This huge transporter, 274 ft long, is designed to carry 
freight and supplies across Arctic wastes, terrain that's 

/ impassable for other vehicles. Designed and built by 

R. G. LeTourneau, Inc., Longview, Texas, the Sno- 

Freighter is powered by individual electric motors 

mounted on each wheel. Two 400-hp diesel generator 

. in sets furnish the electrical energy. Each unit has two 


starters and each of these, in turn, uses four 6-volt 


¢ . hha FREIGHT LIME Globe standard commercial batteries. 
vil ue sth selil, me 
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* 
LOBE batteries help 
assure SPINNING STARTS despite 
Arctic cold, extra-rugged terrain 


Here’s more assurance for private label marketers that For fast service there are 
16 Globe Battery Plants — 


= ™ Atlanta, Ga. @ Boston, Mass. 
performance that builds more and more repeat sales. R. G. Cincinnati, Ohio ® Dallas, Texas 
; ‘ . ° , ° ° Emporia, Kansas © Hastings- 
LeTourneau, Inc. is typical of the many leading equipment on-Hudsen, N.Y. © Houston, 
f F Texas @ Los Angeles, Calif. 
$ manufacturers who rely on Globe batteries because they Memphis, Tenn. © Milwoukee, 
: Wis, © Mineral Ridge, Ohio 
know fast, sure, dependable starts can mean lives or dollars. Oregon City, Oregon 
Philadelphia, Pa. @ Reidsville, 


Globe batteries pay off in outstanding performance . 


N.C. ©@ San Jose, Calif. 


GLOBE-UNION INC., Milwaukee 1, Wis. Ajax (Ontario) Caneda 




















TIRES—BATTERIES—ACCESSORIES 


Budget Selling—Key to Station Volume 


HE PROFITS are going to deal- 
with budget plans in the 
Standard Oil Co. (Indiana) organiza- 
ion. 

IBA Manager Paul Hawk 
budget dealers have upped tire sales 
37.5%, while besting non-budget sta- 
tions by 6% in gasoline and 
11.2% in motor oil. 

Indiana help- 
its dealers do 
the job by set- 
ting up own 
financing system, 
says Hawk. “Fi- 
nancing by the 
dealers them- 
selves or by 


ers 


Says 


sales 


ed 


Its 


out 
side organiza- 
uions has not 
worked,” he told 
the American Pe- 
troleum Credit Assn. national conven 
tion last month in Cleveland. “We 
must develop plans of our own, even 
though it means the investment of ad 
ditional time and money.” 
Here is the system that has paid 
for Indiana Standard’s 
® Recommend a down 
but don’t insist on it 
@ Dealers must verify a simplified 
credit statement through local sources 
@ Dealers the 
company, 
losses 


Hawk 


off 


dealers 
payment, 


assign contracts to 


with a 5% reserve against 

e The company makes collections 
Each customer gets a set of payment 
envelopes from the division account- 
ing office. Follow-up on delinquents 
is by mail and telephone only 

e A full-time budget representative 
trains and counsels dealers 

Reason for on pay 
ments is simple. “A customer who has 
money 
more 
says 


stress down 

invested in a set of tires is 
apt to pay for them,” Hawk 
It’s good strategy to show the 
amount per week for tire, but 
it's wise to steer the customer to 
monthly or semi-monthly payments 
It saves office time and expense, and 
most customers like the longer periods 

The simplified 
covers only 
identity, residence, place of employ 
ment and title to We 
tried to train dealers to make sure of 
the customer’s stability,” says Hawk 

When the dealer turns over the con 
tract, he gets its value, less the 5% 
reserve, in cash—or he can credit the 
total against his account. Hawk 


each 


credit statement 


basic factors—buyer’s 


his car have 


says 
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dealer reaction to this policy has been 
good. “Last spring, a dealer in Bloom 
ington, Ind., told me he had bought 
$2,500 worth of the 

program first 
had to 


credits to 


tires 


When 


on spring 


dating his 
ment came due, he only 
$300 beyond his 
settle the entire account and take his 
anticipation discount 


pay 
pay 
budget 


RESERVE FUND 
the 


40° 


Hawk figures reserve fund 
policy will slash 
Half of any 


the dealer’s reserve 


from credit 


losses credit loss comes 


out of up to the 
limit of his credit 

This fund the 
original credit set-up (on which tests 
ago). At that 
dealers went after all the business they 
could get and were pretty lax about 


The 


disturbing” 


reserve 


wasn't included tn 


began two years time, 


checking on result, 


Hawk, 


linquency situation 


applicants 
Says Was a de 
20 of the 
dealers in the plan and explained the 
They frank in 
mistakes told us 
the 
the 


“So we interviewed about 


admit 
they 
budget 


Situation 
their 
couldn't 
program 


were 
ting and 
afford to lose 
They 


readily.” 


accepted reserve 


fund idea 


COLLECTIONS 

Company collections 
Hawk Wi 
ments should be 


work 
to think 
the 
came back 


he st, 


Says used pay 


made at Station 
to make sure the customer 
frequently 

Ihat’s all right for stores that need 
to build traffic. But a 
who bring his 
only 
should 


dealer 
back 


money 


station 
can customers 


because they owe him 


overhaul his sales program 


BUDGET FIELD MAN 

Hawk calls the field 
the important part of 
vram 
He 
service with each dealer 
that the 
He is responsible for constant follow 
the 
credit de 


representative 


most the pro 
the 


when 


works as an individual at 
Station 
dealer gets into program 
Comes 
the 


him 


Usually the man from 


but 


up 
sales organization 


partment must train thoroughly 
Members of the credit department 
participate in occasional training ses 
sions Or group with budget 
dealers The 
the field 
to delinquent 
analyze the reason for 


initial 


mectings 


credit department ilso 


gives man copies of notices 


customers o he can 
a cle 


iler § poo! 


credit judgment 


NEWS 


He calls on some of the delinquent 
customers to help correct the dealer's 
credit but 
tempt to make him 


practices, there is no al 


a collector 


RESULTS 


In the division in which the plan 
started, this 
are last 
But the total past-due from deal 

the 
half as high as a 
the budget 


tires 


credit sales to dealers 


yeal over $1 million ahead of 


veal 

ers at end of months was 

only 
Dealers 


38.3% ol 


nine 
year aro 


sell 


con 


on plan 


their budget 
Since 
more tire business, it 


of the 


on 
doing 37.5 
looks like 


is through budget 


tract they are 
most 


gain selling 


CREDIT’S IMPORTANCE 
\ good dealer gets 25% of his gross 
profit IBA Hawk So 
obviously a service station dealer must 
IBA business. Our 
interest is in improving 
By 


raise the prestige of the entire service 


from suys 


strongest 


the 


he in the 
bond of 
dealer's profits doing so we can 
station business.’ 

the dealer 


basic rea 


for 


two 


[here's more money 
in budget selling for 
Hawk 

e Budget 
merchandise 

e they 

e Most 
plete set of 


SOTS, Says 


customers buy hetter 


buy more tires per sale 
take a com 

they track 
the deal 


on them 


buyers 
I he 
better quality 


budget 
tires tire 


in AveTAaye ind 


er has better recovery 


LIMITATIONS 


Boundaries have to be put on any 


station budget plan Hawk say hy 
cause 
e it vith 
Iwo ol 
there 


interruptions to a 


good for stations 


only 


adequate manpower. Unless 


three men always are on duty 


will be 
budget sale 
. Ihe 


foo many 


have 
membership in or a working arrangs 
his local credit 
one. If there 
local banks 
this 


only by 


budget dealer must 


ment with bureau 


if there | isn't he would 
work with 
The cost of 
justified 
volume 

eA 
ify point ol ile 


the cde 


ind industri 
onnection < 


continued 


kit 


materials 1s 


with neces 


Old to 


merchandising 
ilers On 4a co-operalive basi 


Volume | needed to justify the ex 
pense 


So 


ness 


[his boils the 
key cde 


(Continued on p 


says Hawk 


down to 


busi 
[hey 
98) 


our alers 
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Foote Fick um Does It 








use ONE Lithium Base Grease 
for ALL Jobs! 


Oil jobbers, service station owners, fleet oper- 
ators and industrial lubrication engineers are 
discovering the advantages of a single lithium 
base multi-purpose grease . . . a single grease 
that lubricates in the presence of moisture and at 
temperatures ranging from Arctic cold to the 
highest effective lubricating temperatures 

One lithium base grease does all jobs 
inventory is simplified and more profitable oper- 
ation is the inevitable result 

Contact your supplier for information about 
lithium base grease, or write Foote for details. 


LITHIUM HYDROXIDE 
FOR INDUSTRY 





FOOTE MINERAL COMPANY 
444 Eighteen W. Chelten Bldg., Phila. 44, Pa. 


RESEARCH LABORATORIES Berwyn, Pa 
PLANTS; Exton, Pa., Kings Mountain, N.C.; Sunbright, Va 


NATIONAI 


—£-j] TBA 


(Continued from p. 97) 
in turn, can assist small dealers by 


| handling occasional budget transac- 
| tions.” 


A CASE IN POINT 

The case of a dealer in a small 
college town, Hawk says, shows what 
the budget plan can do: 

“He always seemed to have trouble 
making ends meet. An analysis of his 
sales for 1953 indicated his profit per 
tire amounted to less than $1, plus re- 
covery on used tires. 

“In 1954, with the budget plan, this 
same dealer averaged $4.57 per tire, 
plus trade-ins. For the first time, he 
has paid for his tire dating promptly 

and he has money in the bank. His 
whole attitude toward the service sta- 
tion business has changed with the fine 
profit that budget selling is bringing 
him.” * 





Gulf Introduces 
‘Single Phase’ Antifreeze 


A new antifreeze, developed by 
Gulf Oil Corp., is claimed to permit 
a cooler running engine because of an 
improved rust inhibitor. It is classed 
as a “single phase” antifreeze, to 
distinguish it from formulas that use 
oil as a “second phase” (so-called 
because the oil is not wholly soluble 
in the mixture) to form an anti-rust 
coating on cooling system walls. Gulf 
says the oil remains in the system and 
tends to thicken by attracting rust 
particles and other minute debris. The 
company says it has worked out a 
combination of chemical inhibitors 
that are self-sufficient and completely 
soluble in the aqueous glycol solu- 
tion forming the base of the product. 

These other benefits are men- 
tioned: With “two-phase” antifreeze, 
only small (quart and gallon) con- 
tainers can be used, to assure the 
right mixture getting to the motorist. 
Shaking is required to mix the 
“phases”; and the complete con- 
tainerful has to be added to the en 
gine to make sure the balanced for- 
mula has been used. Gulf’s product 


| needs no shaking. Every drop of the 
| antifreeze represents a complete mix- 


ture of the formulation, so that as 
little or much as required may be 
added to the radiator at any time 


| or drums. 


Gulf Antifreeze, Permanent Type, 
is priced competitively with other 
brands. It is guaranteed for a full 
winter’s use. However, Gulf advises 
against keeping it in the radiator all 
year. 
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Rotation, Ra and a One-Price Line 


Exide pushes three ways 
in battery-selling drive 


on Los Angeles stations 


A THREE-PRONGED — merchandising 
plan is helping Electric Storage 
Battery Co. counter sharp local com- 
petition for battery business in the 
Los Angeles area: 

e Battery stocks are on consign- 
ment and are rotated every 30 days. 

¢ Radio-assisted rush delivery sup- 
plies any needed battery to a station. 

e A new one-price “Exide Giant” 
battery line is aimed at meeting price 
competition 

Exide salesmen have been “blitzing 
Los Angeles dealers since August 
offering a complete line of Exide bat 
teries and a display rack on consign 
ment. The system is overcoming deal 
ers’ resistance to investing in a big 
battery inventory—rotation of stock 
and frequent calls by the route driver 
mean there's no danger of batteries 
dying on the shelf. And the company 
can take batteries out of a slow-moy 
ing location before they have to be 
sold at discount. 

Quick delivery backstops the setup 
Dealers can operate with a shorter 
line, since they can still make a sale 
when a battery is out of stock. 

The new “Exide Giant” is priced at 
$15.95 (exchange) for all 6-volt sizes, 
$19.95 for all 12-volt. The guarantee 
is for three years. 

Direct Delivery—Until the present 
sales push, all Exide batteries had 
been handled by independent Los An- 
geles jobbers. Now there’s direct dis- 
tribution from the company ware- 
house. 

Exide salesmen, working in teams, 
break the trail for route drivers. Three 
trucks now work out of the downtown 
Los Angeles warehouse. More will be 
added as required. J. E. Morrison, 
new Pacific region sales manager, says 
a route of 150 accounts allows a driver 
to call on each account about once a 
week, 

Hurry Calls Exide’s delivery 
trucks, and its “courier” station 
wagon, have radios to handle distress the dealer's area and direct him to the Each truck carries a full battery line 
calls from dealers. A dealer who needs station. If he uses the mobil service Distributors were not so happy 
a particular battery for a spot sale the dealer gives his code number when the company began what seemed 
calls either the warehouse or a special which is then broadcast. The nearest to be direct competition. Now they 
mobil phone number. driver hears it and jumps his usual find that Exide’s big sales and adver 

If he calls the warehouse, Ware route to make a bee line for the sta tising campaign has helped their auto 
house Manager Frank Hanover or his tion. Time from call to delivery is motive business, Hanover reports——in 
staff get in touch with the driver in seldom over an hour, often much less some cases, volumes have doubled. & 


NO SALE for North Hollywood dealer Bill Justin unless he gets out-of-stock battery 
fast. Bill telephones Exide’s downtown Los Angeles warehouse. . . 


DELIVERYMAN Virgil Heuman hears relay of Justin's message on truck radio, comes 
to rescue with needed battery. Meanwhile, back at the warehouse. . . 


COURIER station wagon leaves on another emergency call. Driver Lefty Taylor makes 
regular route at other times, carries complete line of batteries 
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Tire Dealers Launch Retread Campaign 


You'll soon be hearing a lot about Ihe consumer campaign will pro- tute, a new department of the associ- 
retreaded tires. A new campaign to mote Master-Retreaded tires as safe, ation. 
sell retreading to the public has been durable and economical. Page ads will Shops that qualify as Master-Re- 
launched by the National Tire Dealers appear in Saturday Evening Post, Life, treaders will be provided with a com- 
and Retreaders Assn. (new name just Look and similar consumer publica- plete package of merchandising aids 
adopted by the National Assn. of In tions, The ads will feature the name for use in local promotion and adver- 
dependent Tire Dealers) and seal of the Tire Retreading Insti tising. These will include metal tire 
stands bearing the Institute symbol, 
lire inserts, posters, banners, decals, 
radio and television spots, mats, 
medallions and guarantee cards. 


Although the cost of the campaign 

e 
el ar on the island will be financed from membership 
fees, the parent tire dealer group al- 


ready has made an advance appropria- 

/ tion of $100,000 to launch the pro- 
gram. 

ad Last year about 26,000,000 re- 
treaded tires were sold, compared with 
about 55,000,000 new tires for truck 
and passenger replacements. In_ the 
past truck tires have made up the bulk 
of the retreading business. Now TRI 
thinks that passenger owners can be 
sold more retreads. 

An example of this belief is one of 
the opening ads. It features an illustra- 
tion of a new and a retreaded passen- 
ger tire side by side. A headline asks: 
“Can You Tell the Difference?” It 
claims the Master-Retreaded tire “has 
been driven 60,000 miles, yet may still 
be retreaded with either a conventional 
or mud-snow tread.” 

The Institute feels that perhaps 
3,500 of the estimated 10,000 retread 
shops could qualify as Master Re- 
treaders. Forty-three tire dealers 
signed up in advance. At least 100 
more handed in applications on the 
spot when the program was an- 
nounced at the annual convention in 
October. 


HOW TO QUALIFY 


Here’s how you can join the TRI 
program. 

1. Service station dealers who want 
to sell retreading to their customers 


LuBar on your island keeps oil right out in front where it's seen and can get Tire Institute signs from au- 
sold. LuBar island display is a constant reminder to every gasoline thorized Master Retreaders 
customer to buy that extra quart of oil that brings you a huskier profit. 2. A few station operators run re- 
This powerful merchandiser offers high capacity—96 quart cans—on 
a minimum of island space. It’s styled to match your pumps, incor- oe 
porates “can-tainer” for empties, locks against theft and tampering. form to shop inspection standards 
Models avaiable with advertising panels, they can become Master Retreaders. 
and overhead lighting systems. On all 3. Oil jobbers and consignees, or 
counts, LuBar sells more oil... and any oil companies that own retread 
selling just one extra quart a day will ? : sto : 
pay for a LuBar. Write for bulletin! shops can also become Master Re- 


treaders, if their shops can pass in- 
OKH EIM Conger Pentyate Shaten spection. 


TOKHEIM CORPORATION The initiation fee schedule is: for 
Designers and Builders of Superior Equipment ail ) shops—$150, for 6-15 mold 
1650 Wabash Ave. Since 1901 Fort Wayne 1, Ind. rt m¢ — " dig gears 

, Factory Branch; 1309 Howard St., San Francisco 3, California = ~De and over 5 molc 
Canadian Distributor: H. Reeder, 205 Yonge St., Toronto, Ont | $250. 


tread shops of their own. If they con- 
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Members also agree to vulcanize separation other than that which can four-man committee set up to super 
into each retreaded tire a medallion be removed in the buffing operation; vise TRI affairs includes one non- 
bearing the TRI seal. The medallions more than surface weather checking; member tire dealer. Chairman of the 
are purchased from TRI for six cents generally weakened condition due to committee is Joseph A. Abel, Abel 
each, on this basis: minimum order of age, moisture or exposure; any tre lire Corp., Rutland, Vt. Others are 
2,000 medallions for 1-5 mold shops, except a rear tractor tire carrying a William Deane, Roswell, N. M.; 
3,500 medallions for 6-15 mold shops synthetic marking such as S-3, S-7 Ernest B. Martin, Jacksonville, Fla 
and 5,000 medallions for over 15-mold etc.” and the non-member representative 
shops. Each approved TRI member must Ted Stratton, Sr., Vineland, N. J 

These fees will pay for a national guarantee every retreaded tire against The association has named William 
advertising program and for periodic defects in material and workmanship L. Carter, former executive vice presi 
inspections of member plants. It will assure the customer that the dent of the New Orleans Board of 

Inspection will be done by contract retreaded tire complies with TRI Trade, as manager of TRI. Applica 
with an outside engineering firm that specifications tions, copies of the standards and 
will have sole authority to approve or Applicants for TRI membership other information can be had from 
reject a shop. need not be members of NTDRA, lire Retreading Institute, 1012 14th 

A bulletin called National Stand either active or associate. In fact a St., N. W., Washington 5, D. ¢ a 
ards for Treading Automobile and 
Truck Tires has been prepared. It sets 
forth approved dimensions for camel- 
back with allowable tolerances, pre- 
liminary carcass inspection, buffing, New low-priced 
cementing, camelback, application, ‘ 
final inspection, guarantee and label- electric PUMP... 
ing. 


RETREAD STANDARDS 


Among other things, specifications 
call for a minimum skid depth on pas- 
senger tires of not less than 10/32 in., 
with a minimum undertread of 
2/32 in. 


Curing equipment must maintain \ 
temperatures within five deg. F. plus = \ 
or minus of the camelback manufac- \) )) 

A QS 


‘o, 
Fogl a 
= 
y , 


turer’s recommendations. 

Standards of practice for inspecting 
tires prior to retreading include these 
“No tires to be accepted for retreading 
may contain any of the following = 
weaknesses or injuries: ply separation; % - For under- 
fabric injury in the bead area; broken ground tanks 
or damaged bead wires; flex breaks; “i 
loose cords on the band ply, or evi- 
dence of having been run flat; tread 


a 
.For skid tanks 





National Petroleum News 


Feature Facts 


@ Guaranteed for one year! 
Compact! Only 23” high 

@ Contains many basic 
features of famous Tokheim 
service station pumps 


Take the work out of pumping 
...the cost out of maintenance! 


You'll like this moderately priced 
portable electric pump—whether for 
your own use or that of your customers. é 
d mei @ Delivers approximately 
Pays for itself in economies of time, 10 g.p.m. 


manpower and effort. Model 44 is @ Built-in line check valve; 
no priming, no foot valve 


equipped with adjustable sliding suction anaiea 


tube and can be used wherever a safe, 

@ Rotary gear pump (not 
vane type) with built-in 
bypass valve 


dependable, compact pump is needed. 


Can be supplied without dial meter. 
@ Explosion-proof 4 h. p. 


Call your Tokheim representative today! 
2 ’ electric motor 


eeeeeeeeeeeeeeeeeeeaeeeeeeee 


General Products Division 


TOKHEIM CORPORATION 


DESIGNERS AND BUILDERS orf SUPERIOR EQUIPMENT 
1650 WABASH AVENUE SINCE 1901 FORT WAYNE 1, INDIANA 
Now how did all this start? Factory Branch: 1309 Howard Street, San Francisco 3, California 
Canadian Distributor: H. Reeder, 205 Yonge Sireet, Toronto, Ontario 
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Are Marketers Breaking Down the Wall? 


By 
FRANK C. STURTEVANT 
IBA and Mechandising 
Editor 


[' YOU LOOK closely maybe 
you can see a little thinning in 
that vast pall of silent sales resistance 


that’s been hanging between service 
station dealers and the tubeless tire. 
At least there are some oil men, and 
some tire men close to the oil business, 
who say more and more dealers now 
realize the tubeless tire is here to stay. 

It's well over a year since car makers 
adopted tubeless tires as original 
equipment. Ordinarily oil marketers 
have no immediate interest in original 
equipment. Only when it begins to 
wear out, does it present a market for 


Flow can be watched thru 
this window, day or night, 
for overfilling. 


VISA-FIL TIGHT FILL CONNECTORS 
FOR SPEED AND SAFETY 


Gilbarco’s new lightweight, easy-to-handle Visa-Fil coupling 
insures a vapor-tight connection. Unloading rates are increased 


as much as 25%. And hazardous gasoline fumes cannot escape. 


Heavy glass windows in the aluminum alloy coupling allow close 
observation of liquid flow to prevent overfilling, another fire 
threat. Find out how little it will cost to set up your tight fill pro- 
gram with these new, inexpensive couplings. Write, wire or ’phune. 


' 
GILBERT & BARKER MANUFACTURING COMPANY 


WEST SPRINGFIELD, MASS. + 


TORONTO, CANADA 


NATIONAL 


replacement sales. 

The tubeless tire is different. The 
same sizes that fit the new cars also 
fit cars up to seven years old, consti- 
tuting some 85% of the replacement 
market. No need to wait two years, 
the usual time lag before new tires 
begin to wear out in any quantity. 
Start selling tubeless tires right away. 

Oil marketers got busy at once. 
“Tubeless clinics” blossomed in every 
organization, major and jobber alike. 
Dealers were invited to come and get 
the simple training they needed to 
sell and service tubeless tires. Some 
companies introduced a line of tube- 
less tires for the replacement market 
even before they came into general 
use on the 1955 models. 

Everybody expected dealers would 
be happy to have something new to 
talk about. From the standpoint of 
service station selling, the tubeless 
tire is almost made to order. 

1. It's a new product, and this 
alone gives the dealer an excuse to 
call it to the attention of his customers. 

2. Its qualities are quickly grasped. 
Because it has no tube it is less likely 
to blow out; it weighs less than a tire 
and tube; and doesn’t heat up as much. 

3. It fits present rims without 
change. 

4. Unlike many new products, in- 
stallation is not radically different 
from present tires. 

5. A better price climate came in 
with the tubeless tire. For a year after 
they became original equipment there 
were no second-line tubeless tires on 
the market. As long as the novelty 
lasted the tubeless sold on its merits 
with a minimum of price cutting. 

6. Plenty of advertising and pub- 
licity made the tubeless tire known to 
the public. 


ESTIMATES WERE OFF 


No wonder oil marketers began the 
year 1955 expecting it to be a big tire 
year largely because of the tubeless 
tire. They accepted as reasonable the 
estimates of rubber spokesmen that 
50% or better of replacement pas- 
senger tires would be tubeless. 

And it has been a big tire year. No 
question about that. But it has not 
been as big as predicted for tubeless. 
Current revised estimates are that 
tubeless volume will be about 30% 
of the passenger replacement market. 
It would be even less if service sta- 
tions handled all the tire business. 

But with business so good, who 
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cares? Oil marketers and their dealers, 
along with everybody else, sold a lot 
of tires, and made a lot of money. 
What if dealers did look the other way 
when the curtain went up on the big 
tubeless show? They can get in the act 
any time, can’t they? 

Sure they can, but right now a ma- 
jority of them don’t want to. The mer- 
chandising men in the oil industry will 
have to try again to break down tube- 
less sales resistance. In time their deal 
ers will lose volume if they keep on 
selling the old fashioned casing with 
inner tube. Competing outlets aren't 
blind to the situation. They are mak- 
ing every effort to identify themselves 
as the people who sell and service 
tubeless tires 


NOBODY KNOWS WHY 


It would help if oil men could learn 
why dealers cold-shouldered the tube- 
less program in the beginning. Of 
those who went to meetings and heard 
the story of the new and better tire, 
too many kept their mental reserva- 
tions to themselves 

Booklets and bulletins 
sell tubeless tires, how to mount and 
demount them, how to repair them 
were circulated by every oil company 
Again too many dealers either ignoreé 
them or didn’t believe what they read 

Communication in the oil industry 
is too much of a one-way channel. 
Nobody seems aware of how many 
dealers have no intention of getting on 
the tubeless band wagon. If queries 
had been made the hard facts might 
have emerged long ago 

There are some observers who be- 
lieve dealers are only exhibiting a 
natural human tendency to 
change. There is some truth in this 
because many dealers will tell you 
they don’t see any reason to suggest 
a tubeless tire if the customer doesn't 
ask for it. 

“Why bring it up?” queries a dealer, 
typical of this group. “Most of our 
business is done with owners who are 
replacing conventional tires and tubes. 
If a customer is willing to buy the 
same kind again, why should I rock 
the boat by bringing up something 
new? The easiest way is to close the 
sale quickly.” 


OLD WIVES’ TALES 


But there are a lot of other strange 
ideas around. There are dealers who 
think tubeless tires tend to creep on 
the rim. They will tell you that in time 
this creeping will “grind away” the 
bead so that the tire will no longer 
hold air. 

Others are 
various 


on how to 


resist 


fond of 
that a 


insinuating In 


ways tubeless tire is 


prone to leak. For example, one dealer 
when asked about tires, eXx- 
plains that of course they don’t hold 
air so well when first installed. But 
after the beads “get seated” they are 
all right, he says 
Most numerous of 
ers who putting a 
tubeless either as an 


tubeless 


all are the deal- 
tube in a 
extra 


advise 
casing, 
safeguard, or as a means of repairing 
a punctured tubeless tire. Their num 
ber is only exceeded by the dealers 
who won't have anything to do with 
tubeless repairs. For some reason they 
believe it’s too difficult, or else they 
don’t want to take the trouble to in- 
form themselves. They have the idea 
that the tubeless tire is a passing fad, 


| “In the Factory, 


| 


and that it will disappear from the 
scene next year. 

These and other erroneous notions 
cry for correction. It would be a long 
step forward if there were some means 
for dealers to speak up and say what 


they think. 





BRIEFS 





Anchor Batteries 


The service station supply division 
of Wilco has taken on a low-priced 
line of batteries, sold under the An- 
chor brand. They are wet-charged 
batteries designed to retail at $12.95 

(Continued on p. 105) 


| — in the Field 


use BLACKMER HAND PUMPS for 
safe, efficient handling of liquid materials” 


Modern industry is demanding cleaner, safer plant operation. Trans- 
ferring and dispensing liquids without wasteful and hazardous spill- 
age is a must for any truly modern plant operation. That's why so 
many plant managers specify dependable Blackmer Hand Pumps for 
handling a multitude of industrial liquids. 


In the field where equipment must be fueled on the job, without 
delay, rugged Blackmer Hand Pumps are setting new standards of 


efficient service. 


Whether you choose a Blackmer Rotary Pump or the sensational 
new Blackmer Flo-Master piston pump, you'll get the same rugged 


construction plus the exacting quality control ¢ 


at has made Black- 


mer the name that means TOP PERFORMANCE in the liquids 


handling field. 


liquid materials handling 





ft 


INDUSTRIAL, HAND AND TRUCK PUMPS, 


R ) 


Y ¢ q 
ie) ME 


STRAINERS, PRESSURE CONTROL VALVES 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION 


SALES OFFICES 


NEW YORK « ATLANTA « CHICAGO + GRAND RAPIDS «+ DALLAS « WASHINGTON « SAN FRANCISCO 
See Yellow pages for your local sales representative 
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No chatter! Nop 


Just easy fuel flow 
on every fill 














Model P-2032R FOR BULK DE- 
LIVERY —- Quick, positive clo- 
sure. Dual poppets. Balanced 
dash pot control. Three-speed 
hold open notches. Milvaloy or 
brass tube. 


Model P-2010 FOR BULK STA- 
TIONS——Large capacity. Heavy- 
duty type. Full capacity flow. 
Dual poppets and two stage 
fulcrum dual lever. For gasoline 
or fuel oil, 


Model 2760 FOR UNDERWING 
FUELING — Approved and used 
by major airlines. Ends over- 
wing fueling hazards. 100 mesh 
strainer removable for cleaning 
without detaching hose nozzle. 








MILVACO nozzle valves make 
hardworking fuel pumps last longer 


PARE the delicate mechanisms in modern gasu- 

line or fuel oil pumps from chattering and 
pounding and you automatically add years of 
service life. These features of the Model U-14-5R 
work for you on every drop pumped: (1) Non- 
slip, positive seating assures accurate metering. 
(2) Precision machining eliminates side thrust on 
stem. (3) Reversible Permadisc* design eliminates 
disc distortion. (4) Non-chattering action at any 
flow rate. (5) Rugged, die cast body is built 
for hard usage. 


Hardworking fuel oil pumps last longer when 
you treat ’em right — treat ’em to Milvaco 
valves and you'll be money ahead! 


*Trademark 


Investigate the weight-saving advantages 
of Milvaloy 


@ This modern alloy is 1/3 @ Chemically resistant — 
the weight of bronze — lasts longer. Non- 
a Milvaco exclusive. sparking. 


@ Logical metal for any 
products to be flown, 
lifted or moved — more 
pounds in the payload. 


Meets exacting require- 
ments of oil industry. Pre- 
ferred for years by major 
oil companies. 


Get complete facts on the complete line — 
write for new Catalog B155 


J 


: A Subsidiary of A-P Controls Corporation 
Ww, 2379 South Burrell Street * Milwaukee 7, Wisconsin 


THE MARK OF PERMANENT QUALITY 
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(Continued from p. 103) 

(exchange) for Groups |! and 2L, 
with two year guarantee; and $15.95 
for Groups 2 and 2E, guaranteed for 
three years. 


Fair Trade Policy 

Notices of du Pont’s price protec- 
tion policy have gone out to the trade. 
Maintenance of the following retail 
prices will be legally enforced in all 
states having Fair Trade laws: 

Zerex is to be retailed at $3.25 gal 
or 85¢ a quart; Zerone at $1.60 gal. 
or 43¢ a quart. 

In addition du Pont advertising 
urges motorists to get complete cool- 
ing system service from qualified 
dealers. Du Pont condemns the prac- 
tice of some manufacturers, fleet oper- 
ators and large users of reselling ant- 
freeze to their employees below retail] 
prices. These employees often take 
their purchase to a garage or service 
station where they expect to have it 
installed free. * 

Peak and Nor’way antifreeze, made 
by Commercial Solvents Corp., will 
again be price-protected this season in 
all states that have Fair Trade laws 
A program of vigorous price support 
has been launched, including prompt 
legal action against dealers who sell 
the two brands below established 
prices. Commercial Solvents also re 
affirms a 20-year policy of making no 
sales of Peak gnd Nor’way antifreeze 
to employees. They must buy through 
regular dealer outlets at full list price. 


Pure Dry Charge 


Pure Oil Co. is now marketing a 
line of dry-charged batteries. To keep 
out moisture in transit and in storage, 
each battery is sealed in a transparent 
wrapper of sheet plastic. 


—— PERSONAL S—— 


W. H. Allen is 
new head of the 
TBA section of 
Shell Oil Co.'s 
Retail Dept. He 
succeeds Bob 
Tate, who has 
been moved tothe 
New York divi- 
sion as retail mar- 
keting manager 
Allen was _for- 
merly sales super- 
visor at Louisville, Ky., and was a 
Shell dealer in Indianapolis before 
joining Shell in 1949. 


W. H. Allen 
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Shifts in the Peak and Nor’way field 
force bring W. G. Noonan to Chicago 
as central regional manager; Kenneth 
E. Mansfield becomes 
gional sales manager at Kansas City; 
Lloyd L. Grice is sales representative 
for the Kansas City territory; Harold 
P. Walzer will be in charge of sales 
at Detroit; William J. Hutton at Bal 


western re 


Robert M. Eastman, formerly as 
sistant sales manager of the Peak and 
Norway antifreeze department of 
Commercial Solvents, has been made 
assistant to general manager Paul R. 
Smith. 

Richard D. Williams has 
named supervisor of sales service 

Herbert C. Hermann and Donald 


been 


timore; and 
Milwaukee 


Howard C. 


Wittlieb at 


V. Essex will handle customer rela 
tions = 


Call Your Nearest Representative for 


VIKING PUMP. SALES os SERVICE 


ALABAMA 
Birmingham 5. 
Pump Shop. | 

1015 7th Ave. So 
Phone 3.3206 
CALIFORMIA 

Los Angeles 58, (5) 
E E Burto 

4432 Long B 
Phone ADam 
Millbrae (5) 
Del aval Paci 
20) East Millbrae 
Phone Oxford 
COLORADO 
Denver 16, (5) 
‘ A 

Faton Metal P 
4800 York S' 
Phone TAbor 5 
Denver 17, (5) 
Hendrie Bolthoff 
1635 17 


Phone KEy 


GEORGIA 
Atlanta (5) 
CW. Dow 
1214 Sp 

Phone VEr 
(DAH 
boise 


’ 
4000 Warm 


Phone 6 


ILLINOIS 


Evansville 8 
‘ of 
é C rb uiiding 
one 5 260 


STOCK (S$) 
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Machinery Co 


indianapolis 25, ($) 
( adie 
Pho tay ’ giay 
Indianapolis 25, (5) 

diana fauio. ¢ 
4)) Mad Avenue 
KANSAS 
Overland Park (Kansas City) 
f 

n 

Pho 
KENTUCKY 
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PIPE LINE ACTION—Stanley Wilson 


Asst. Agent William Burns awaits ready sign from 
pipe line. Wilson, Runyon prepare to open valves 


(left) and €. G. 


Runyon gage tank at Texaco’s Binghamton terminal 


Why the red star and green T are going up 


at new terminals over much of the U. S., 


and what this trend means 


wy oe much fanfare, The 
Fexas Co. has been pushing 
large-scale pipe line 
Now the 


ahead with a 
terminal building program 
results can be seen: 

@ Savings of $3 million a year in 
transportation costs 

e An even 
position 

The drop in overhead allows Texaco 
to sell product in pipe line areas on a 
competitive cost footing with short 
haul local marketers——without sur 
rendering part of the profits 

Fexaco’s objective is simple: to make 
more money, If a terminal won't make 
a good profit, it won't be built 

The company has built 16 pipe line 
terminals, and converted three from 
water service, in the last two years 
Ihree more new terminals are under 
construction or authorized 

Water terminals still outnumbei 
pipe line plants in the Texaco system, 
but the gap is steadily closing. Texaco 
has rebuilt five water terminals and 
erected one new one in the last two 
years, The ratio will be 81 to 56 when 
the present building program is com 
pleted 

Why Pipe Lines? 


is big business with Texaco 


stronger competitive 


Transportation 
It’s the 
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to marketers 


only oil company that markets under 
its own trade name in all 48 states. It 
competition from marketers 
who sell intensely in limited areas, 
and enjoy cheaper, shorter hauls from 
refinery to point of consumption. 

To whip costs of rail or truck 
shipping, Texaco put on a spurt in the 
40's with a string of inland waterway 
terminals (although the company had 
been building terminals since early in 
its history). After World War II, 
spreading use of products pipe lines 
offered Texaco the same lure that 
water transportation had _— earlier 
economy 

Now company planners say they'll 
think twice before building a water 
terminal in an area that might be 
served by a products line in the near 
future. They expect that marine trans 
portation costs on inland waterways 
will run above pipe line costs 

Pipe lines, moreover, can reach 
areas where no waterways exist. The 
investment in land and facilities for 
a pipe line terminal is lower than for 
a comparable water terminal. The cost 
of maintenance also is lower 

Texaco has an interest in seven 
major pipe lines, and ships in others 
in which it has no financial investment 


meets 


NATIONAL 


Special Conditions—The company 
uses pipe lines to beat the winter 
freeze-ups encountered at some water 
terminals. Pipe lines can deliver all 
winter on a_business-as-usual basis, 
so supplies don’t have to be stock- 
piled in advance. 

Ihis reduces inventories and storage 
requirements, and is unusually well 
suited to Texaco, which stresses sea- 
sonal gasoline grades. Pipe lines 
eliminate fall shipments of two dif- 
ferent grades—for both current and 
winter use—and also make it possible 
to meet sudden changes in demand 
during freezes 

Texaco’s pipe line program fits into 
a general trend. Many industry men 
expect pipe lines will cut harder than 
ever into truck and water transport, 
and may put some truck haulers out 
of business if they don’t find non 
petroleum cargoes 


WHEN TO BUILD 


All variables are considered before 
a new installation is authorized. A 
new terminal in a certain area might 
cut per-gallon costs—but its volume 
might not be high enough to with- 
stand market fluctuations, costs of 
insurance, maintenance, and other 
carrying charges 

In several such cases, Texaco has 
launched special expansion drives to 
build a market big enough to justify 
a terminal. This has happened only 
when the company saw definite poten- 
tial. In other insufficient-volume areas, 
Texaco is watching and waiting 
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PLANTS AND TERMINALS 


At Buckeye pipe line station, deliveryman Across field at terminal storage tanks, Wilson and Burns tests product, finds 


lou Jansen sends product into the line 


Assistant General Sales Manager H 
W. Holland explains, “When the re- 
quirements can be met, the terminals 
will be built.” 

The company has no. standard 
terminal construction style. Each in 
stallation is an individual case and the 
plant is tailored to land, volume, spe 
cial handling problems, and other local 
operating conditions. Most equipment 
and tankage conform to standards 
based on company-conducted tests. 

What’s Ahead—The future depends 
on products pipe line expansion de 
velopments. “There is every reason to 
believe there will be more products 
pipe lines,” says General Sales Man- 
ager W. B. Hawke. Holland adds, 
“Future pipe line expansion will give 
the company an opportunity to build 
terminals and cut transportation costs 
in many other areas where we now 
face stiff competition.” 


TYPICAL CASE 

An example of Texaco’s recent ter 
minal development is the glistening 
plant at Binghamton, N. Y., which has 
lowered transport costs to south 
central New York by 40%. It’s lo- 
cated on the Buckeye pipe line, a few 
miles north of the spot where the line 
crosses into New York from Pennsyl- 
vania 

Before the pipe line came, the area 
(see map, p. 108) was split into three 
jagged sections served by long truck 
hauls from water terminals at New- 
burgh, Utica, and Ithaca. Now the 
area makes a neat half-circle with the 
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Runyon open valves to floating-roof tank (background) 


Texaco got what it ordered 


Texaco’s Spreading Network 


plant as its focal point, It extends about 
75 miles north, east and west, with the 
Pennsylvania line as its base 

The old Binghamton plant—served 
from the Hudson River terminal at 
Newburgh—was sold when the new 
plant opened. Texaco’s Ithaca plant 
closed, and left its Elmira and Tioga 
Center areas (55 and 23 miles to the 
west, respectively), plus many service 
station accounts, to Binghamton. The 
Waterloo terminal, supplied by the 
Buckeye line in northern New York, 
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took the remainder. Binghamton now 
delivers most of Elmira’s gallonag 
ilthough the Elmira plant still operates 
on a limited basis 

Binghamton now supplies parts of 
areas once served by terminals at 
These include 
the Norwich distributor account Utica 
had served, and Newburgh’'s Cadosia 
distributor. The Binghamton plant 
drops into Pennsylvania to serve a 
small distributor in Athens and to 


furnish kerosine (Scranton, Pa., sup 


Utica and Newburgh 
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CONTRAST of Binghampton distribution patterns before and after Buckeye pipe line 


plies gasoline) to a distributor in 
Wysox. A Mansfield, Pa., distributor 
picks up his own product at Bingham 
ton 

Shortening these supply spokes hiked 
Binghamton’s volume 300% 
old plant’s within four months of 
operation takes an average of one 
weekly tender of Buckeye product to 
meet this demand 


PLANT PROCEDURE 


Ihe bosses at Binghamton 
H. D. Griffiths and his 
William Burns—have put 
money-saving philosophy to work 

When the plant opened in October 
1953, six trucks and seven drivers were 
making all deliveries by day to 125 
retail, commercial, and distributor 
accounts. Burns and Griffiths set up a 
night delivery schedule to take advan 
tage of light traffic conditions and get 
in more local hauls, They also planned 
a full-load and absentee-drop opera 
tion, Result: two trucks pared from 
the fleet and delivery of a little over 
half the total product after dark 

Each driver works four ten-hour 
days a week. Three of them drive at 
night, while the other four handle 
the day shift 

Delivery System Binghamton’s 
trucks log an average of 17,000 miles 
monthly, delivering only 
Kerosine and burning oils are handled 
by outside haulers, and go to distrib- 
utors. Most stations have their 
delivery schedules, but a few are on 
customer-call or dispatcher-call 

Burns figures a station's average 
daily gallonage on the same period of 


over the 


agent 
assistant, 


Texaco’s 


gasoline 


own 
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allows enough 
natural growth and emer 


the previous year. He 
margin for 
and then plans the station’s 
schedule. All stations keep a two-day 
supply of regular and premium at all 


gencies 


times 

Staggered deliveries—both day and 
night—-prevent jams at the loading 
rack. Separate cards are kept on all 
stations and commercial accounts 

Ihe scheduled-delivery plan works 
best when stations have (4,000 
5,000 gal.) storage for each product 
This makes for fewer 
avoids the lost time involved when a 
driver must split a load. Zone Man 
ager William Wilson's four salesmen 
recommend installation of 
age when they find 
enough business to warrant it 


large 


deliveries and 


larger stor 
stations doing 
lankage 
is put in by contractors, who bid for 
the work 

Spit and Polish—A striking side of 
the Binghamton operation is its clean 
liness. Drivers are 


picking up waste 


scrupulous about 
paper. Warehouse 
men, when things are quiet, are likely 
to take a turn at mowing the two 
acre plot of lawn that may someday be 
the scene of expansion 

The men have taken pride in the 

plant and try to keep it as clean as it 
was when we opened,” says Burns, a 
terminal man for 16 years. “It doesn't 
take a new man long to catch on.” 

Good housekeeping isn’t 
rectly at economy, 
contributes. “When the plant is clean, 
there are no oil slicks to cause acci- 
dents, and careful handling in a well- 
kept warehouse reduces package dam- 
age to a minimum.’ 


aimed di 
Burns says, but it 
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It takes less time, he adds, to keep 
a plant consistently clean than to let 
it slide and clean up periodically. The 
pipe line, helps too—it is a 
cleaner operation than water, rail or 
truck delivery. 

Panels of green-tinted lucite set in 
the roof and walls of the warehouse 
supplement its atmosphere of cleanli- 
ness. The panels admit enough light 
to allow easy reading of labels during 
the daytime. This helps warehousemen 
and cuts the light bill. 

Guided Tour—The Binghamton ter- 
minal is set on a large plot running 
along the route of the Lackawanna 
Railroad. A spur track comes in be- 
hind the warehouse. All bulk products 
arrive by pipe line. Packaged goods 
come in by transport truck or rail. A 
connection in the yard for unloading 
transport trucks into the plant’s tank- 
age has been used only once or twice. 

Tankage is in the southern half of 
the property. Capacity is a 32,500-bb]l 
tank for regular, 17,000 bbl. for pre- 
mium, 17,000 bbl. for heating oil, 
10,740 bbl. for kerosine. Space has 
been left for another tank. 

The office-warehouse is at the west 
end of the lot. The warehouse stocks 
oils, greases and anti-freeze—no TBA. 
A section is also set aside for storing 
used pumps until they can be sold or 
junked. Old tanks are stored in the 
yard. Opening off the warehouse is a 
service bay, where maintenance man 
Ray Farley lubricates, runs preventive 
check-ups, and does light repair work 
on the plant’s transport trucks. © 


he says, 


AGENT H. D. Griffiths runs operation at 
spic-and-span Binghampton plant 
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NOW 
- REACH 
~ CAR OWNERS 


HOOD SAFETY-SEAL "400" 


~-puncture-sealing tubeless—in nylon white 


HOOD "400" SAFETY 


equipment-type tubeless—in nylon or 


WITH 
HOOD'S 
TUBELESS 


TIRE LINE 


OW there are tubeless tires in 
N the Hood line to give you 
complete coverage offyour passenger 
car market. In stock, ready for ship- 
ment to you now, are a Duncture- 
sealing tubeless, an equipment-type, 
a price leader and an outstanding 
mud-snow tubeless. And, in addi- 
tion, the puncture-sealing and equip- 
ment-type now are available in Hood 
heat-treated nylon construction. 

Hood dealers were among the 
first to sell tubeless tires. And, be- 
cause Hood continues to be a leader 


in tubeless tire production and mer- 
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or rayon black or white 


HOOD "400" 


— new tubeless price leader~in black or 


whitewall 


chandising, Hood dealers can meet 
or beat all competition. Hood dealers 
have the opportunity to se// up, not 
only from regular tires to tubeless, 
but from tubeless to premium punc- 
ture-sealing tubeless and from rayon 
to nylon. They can meet every 
demand, and they have a greater 
opportunity for extra profits. 
MAKE MORE MONEY WITH HOOD 
Tubeless tires are only one of the 
profit advantages of Hood's Pro- 
tected Territory Franchise, You get 
a complete line of farm and truck 


tires. You get the benefit of factory- 


NEWS 


rayon — black or white 


HOOD SUPER-GRIP 


—new tubeless mud-snow 


paid national area advertising and 
tailored-to-your-needs merchandis- 
ing and promouon programs 

Get the complete story of Hood's 
full-profit Franchise now. Write 
Department NH-12, Hood Rubber 
Company, a Division of The 
B. F. Goodrich Company, Akron, 
Ohio. 











IN SOLID COLORS OR YOUR 


OWN LITHOGRAPHED DESIGN 





Air-tight lug cover 


STEEL PAILS 


From air-tight lug covers to double- 
seamed bottoms, Continental steel pails 
comply strictly with all shipping regula- 
tions. Along with rugged protection, 
Continental containers give your product 
added sales appeal as well. Attractively 
lithographed with your name or trade 
mark, each container not only helps sell 
itself, but helps sell all your products as 
an integrated package “family”. What's 
more, these re-usable pails will deliver 
your sales message long after the original 
contents have been emptied. Let Conti 
nental lug cover pails work for you. 


Call soon. 


—— ae — = 


COMBINE YOUR ORDERS — 
—CUT COSTS a 


Why not fill all your steel container needs 
in one order? Continental makes a com 
plete line of “Tripletite” paint cans, “F” 
style and conventional cans. We'll load in 
one freight car to save you money on 
warehouse space, shipping and inventory 





Call on Continental for flaring pails, closed 
head drums and utility containers. Sizes 
and styles available to fit your filling and 
closing needs exactly. 


LEAK-PROOF AND SALESWORTHY 


Sturdy lug cover steel shipping containers 
available in 2- through 12-U.S. gallon 
capacity in various gauges. Welded side 
seams and compound-lined covers meet 
ICC specifications. Lugs punctured for 
shipping tags. Heavy gauge wire bail 
handles. Side drop handles furnished on 
7- through 12-gallon pails. Rugged body 
styles either straight or with one or two 
swedges. Cover can be fitted with pouring 


spouts to meet every need. 


Mi, p " 4 PD) 
%*%e &6L @ 
Also the tops in pouring spouts and closures 


a. 


af Aaclor Pade 


re h,. 
CONTINENTAL (C CAN COMPANY (* Hitach Yost 


Eastern Division: 100 E. 42nd St., Naw York 17 € - 
Central Division: 135 Se. La Salle $t., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 
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Iwo safety devices provide extra 
insurance for Standard Oil Co 
at the loading rack of its Paulsboro, 
N. J., deep-water terminal. An 
tronic grounding device on its 
truck loading rack must be attached to 
each vehicle before loading can start 
When the ground is 
light above the truck flashes a signal 
to the meter room. To provide driver 
safety, a mechanically operated mag 
nesium platform drops down to the 
top of each truck 

. 


I SSO 


elec 
SIX- 


connected, a 


Shell Oil Co. will open a 137,000 
bbl. terminal on the Wolverine Pipe 
Line at Niles, Mich., before the end 
of this year will include 
four major storage tanks, a building 
for offices and four-berth 
truck loading rack and tank-car load 
ing facilities, Other Shell terminals on 


Facilities 


utilities, 


we'll deliver Birtanks 
direct to the 
job site 
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bulk plants and terminals — #3 


the line are at Jackson and Detroit 
Mich., and Toledo, Ohio 
* 

The Texas Co. has opened its new 
pipe line terminal in Wichita, Kan 
and has ended operations at its former 
bulk plant there. The terminal has 
five tanks with a total of 42,000 bbl 
capacity, combination 
house and a truck 
plant, which covers 15 
serve as a wholesale supply point for 


ware 
The 


will 


office 
rack 


acres, 


loading 


motor oils, lubes and other packaged 
products 

. 
Associated Oil Co 


on a 


lide Water has 
started work 
pacity expansion 
land, Ore., terminal 
a 59,000-bbl 


25 storage Ca 
project at its Port 
Additions include 
45,000-bbl. tank 
(upping 620.000 bbl.) 
IBA warehouse, office and truck load 
rack. New larger pipe will 
increase Capacity for receiving prod 

The termi 
southwestern 


and a 
Capacity to 


ing lines 


ucts from tankers by 27% 
nal serves Oregon, 
Washington and the Lewiston area in 


Idaho 





Standard Oil Co. (Ohio) speeds up 
truck spotting at its ultramodern pipe 
line terminal in Cleveland with a 
communication system between truck 
drivers and the meter room. Before he 
reaches the rack, the driver stops his 
truck and tells the dispatcher, through 
how much product 
he has in his tank, and how much of 
which products he wants. The 
patcher assigns him a berth at the rack 
and everything is ready for him when 


an intercom box 


dis 


he pulls in 


Socony Mobil is using its new aul 
fire-fighting system on the 
two gasoline storage tanks (about 50, 
OOO bbl. each) at its new Tremley 
Point, N. J., terminal Linden) 
With the system, al 
the product through jets at the bottom 
of the tank, causing the product to 
and smother any flame on the 

The Tremley Point plant 
completion this month, will be 
from the company’s Port 
terminal Staten Island 
a special pipe line 


injection 


(neat 
is injected into 


boil 
surface set 
lor 
served 
Socony 
through 


on 


Birtanks are 

delivered direct 

to the job site from the 
Birmingham fabricating 

plant on specially-built 

trailers. There’s no fuss or 

bother about transportation 
problems and you get fast, non- 
stop delivery. The next time you 
order tanks, get Birtanks delivered 


direct to the job 


| BIRMINGHAM TANK COMPANY 


NEWS 


THE 


Division of 
INGALLS IRON WORKS COMPANY 


MAIN OFFICE: Birmingham, Ala 
SALES OFFICES: New York, Chicago, 
burgh, Houston, Atlanta, New Orleans 


Pitts- 





DOUBLE YOUR ISLAND SALES 


BRINGS OIL AND TBA OUT TO THE CAR WHERE CUSTOMERS ARE 


ee eel 








BOOST OIL AND TBA 
SALES ... SEND IN 
THIS COUPON TODAY 





ISLAND JILERCHANDISER 


Places merchandise in front of every mo- 
torist in station ... builds impulse buying 
... boosts oil ratios and TBA profits. 


ILLUMINATED DISPLAY CASE for TBA 
items with constantly revolving turntable 
to attract attention. 


PROFIT BUILDING OIL RACK keeps oil at 
customer’s eye level . . . proper grade of 
oil always at arm’s reach of attendant. 


QUICK DISPOSAL OF “EMPTIES” in snap- 
open door on side of cabinet. Cans drain 
automatically into salvage oil can... 
then drop into easy removable wire basket. 


SALES HARMONIZED APPEARANCE... 
compact unit (57” high, 2334” wide, 
1814" deep) designed to match pumps... . 
available in matching colors . . . trimmed 
with stainless steel. Display case and oil 
rack lock at night with self-contained lock. 


Get this lube oil and TBA salesman that 
is always on the job for you. Turns your 
island into a treasure island of profits. 


HARMONIZES 
WITH 
ISLAND PUMPS 


THE WAYNE PUMP COMPANY 
Salisbury, Maryland 


TAMPERPROOF 
SELF-LOCKING 
CABINET 


EASY DISPOSAL 
OF EMPTY 
OIL CANS 


Please send literature describing Wayne Island Merchandiser. 





NAME 





ee 
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STATION-ENGINEERED 
PRODUCTS 


include 


December, 


AIR 


Complete line of 
single and double 
computing dispens- 
ing units, remote 
multi-pump systems, 
truck and bus high- 
gallonage pumps. 


COMPRESSORS 


Two-stage (high 
and low-pressure) 
and single-stage. 
Tank-mounted; 
quiet, smooth-run- 
ning, completely 
automatic, 


Horizontal Type 
Vertical Type 


HOSE REELS 


Retriever reels 


for 
air, water, oil, 
greases; Enclosed- 
type or open. In- 
stalled on wall, 
floor, ceiling or on 
an island. 


DISPENSING 
EQUIPMENT 


High boys, tank 
units, dispensers for 
oil, gasoline, kero- 


gene, alcohol, and 


1955 


greases. 
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“Supplies (of heavy fuel) are limited 
not only by decreasing domestic man- 
ufacture but also by threatened restric 
tions on imports, which have caused 
heavy fuel imports to run a reported 
7,000 b/d less than the February for 
mula of the Cabinet Committee 
Fuels... . We therefore can expect a 
continuing reduction in the availability 
of heavy fuel.” J. A. Miller, general 
manager of marketing, Esso Standard 
Oil Co 


on 


“The St. 
not accommodate the new supertank 
ers, and if a tanker were built for this 
specific service it would have to com 
pete with larger, more economical ves 
sels on the open seas during the long 
period when navigation is closed on 
the Seaway. This would pyramid costs 
to Seaway destinations.” C. W. Dole, 
assistant distribution Socony 
Mobil Oil Co 


Lawrence Seaway would 


manager 


‘A bill to 
under Public Commission 
control missed the Michi 
gan legislature by one vote in the last 


put gasoline marketing 
Utilities 

passage in 
session. Chances are better than ever 
that it will pass during the session 
opening Jan. 2. If it does, it will 
the spark to kick off similar bills in 
Rhode Island, Massachusetts and sev 
eral other and could 
general trend.” J. G. Jordan, market 


Shell Oil Co 


be 


States Start a 


ing vice president 


“By 1965, farm per man 
hour is expected to rise 40%. The key 
to this mechanization 
which needs oil products. Junior-grade 
bulk plants will 
more and structures 
the farms of the future.” J. G. Jordan, 
marketing vice president, Shell Oil Co 


output 
efficiency is 


be seen 


probably 


more among on 


Marketing officials of 
pany are greatly concerned by the 
inequities that occur due to the kind 
of competition that 


with respect to commercial accounts 


our com 


has developed 
These problems are as disturbing to u 
as to you and we are seeking every 
way possible to correct these abuses 
through orderly 
initiative.” Kerryn King, public 
tions director, The Texas Co 


actions on our own 


rela 
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“Many of the important things any 
does can be done either 
An association ex 
ecutive and federal 
Congressional committees and innu 
merable government agencies breath 
ing down his neck.” Warren Woods, 
Washington, D.C 


association 
legally or illegally 
has 


state laws 


atforney 


People ask if Oil Industry Infor 
mation Committee has done any good 
It has created a sense of public rela 
tions consciousness among men in the 
oil industry. Since OIC was 
ized, the industry has gained in public 
opinion polls and much of the bad 


organ 


press formerly directed against us has 
Donald Waugh, sales 
Petro 


been reversed 


promotion director, American 


leum Institute 


Our should tell the 
story of proper replacement to the oil 
Dispensing equipment 

far 
G. Denny Moore, retir 
Gasoline Pump 


association 
industry now 


is being used beyond its 


life 


ing managing director 


proper 


service 


VUanufacturers Assn 


The 


¢9 95 


federal collects 
billion a 


and 


government 
year from 
turns back only 

for highway 
That is the problem in highway financ 
not 


gasoline 
$800 mil 


construction 


{axes 
lion of it 
ing more taxes or new sources of 
Hoadley Dean, member of 


Dakota Highway 


revenue 
South 


Commission 


Jobbers are an essential part of the 
They are a channel of 
refiner have if he 
wants to stay in the competitive battle 
A national 
hope to earn the good will the jobber 

Frank 
Socony 


oil business 


distribution a must 


organization never can 


possesses in his community 


Lovejoy, sales executive 


Mohil Oil Co 
6? 
We 


the days 
ness im 


have come a long way from 
when a man carried his busi 
hat. Our 
grown much too complex to permit 
the brilliant 
his business successfully over the 
long run with one hand tied behind 
his back.” Dr. Henry Bund, Research 


Institute of 


his economy has 


even most among us to 


run 


America 





EQUIPMENT 


FEED ADJUSTER is the heart of Crown Can’s temperature control system. This is the 
unit that regulates by temperature the amount of oil fed to each can 


‘A Quart in Every Can’ is Rule 
With New Automatic Fill Control 


OTOR OIL packagers can save 
thousands of dollars a year with 
a new device that corrects for temper- 
ature the amount of oil delivered to 
each can, say its developers at Crown 
Can Division of Crown Cork & Seal 
Co 
The reasoning behind their argu- 
ment is simple—temperature of oil in 
the filler bowl is one of the most im- 
portant factors in accurate can filling 
Since oil expands and contracts with 
temperature changes, the overfill in a 
manual system must be large enough 
to insure delivery of a full quart (gen 
erally accepted to be a quart at 60 F.) 
in spite of temperature variations 
This means that, if the filler is set to 
deliver a full quart at 80 F. and the 
temperature in the bowl drops to 60 I 
the company loss is $47,996 a year in 
an average operation because of un- 
necessary overfill. If the filler operates 
at 60 F. and the oil temperature drops 
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to 50 F. the annual loss is $23,496, 
says John Schmidt, Crown’s chief en- 
gineer 

The automatic fill control unit costs 
about $2,500 installed but, according 
to Crown's figures, will pay for itself 


g~ Temperoture degrees F 


in a short time. The device is reported 
to require very little maintenance. 

A temperature sensing bulb in the 
filler bow! actuates a drive motor con- 
nected with the filler volume adjuster. 
lhe control device relates the oil tem- 
perature in the filler to the pre-deter- 
mined temperature-density relationship 
of the product and continuously cor- 
rects the amount of product delivered. 

Schmidt the contro] 
system show one-quart oil cans can be 
charged with an average overfill of 
only 0.1 fluid oz., “compared with 
overfills up to 0.75 fluid oz. en- 
countered when the same filler is oper- 
ated manually.” 

Overfill is a matter of individual 
company policy, Schmidt points out, 
and it makes no recommendations. 
But “we have provided a tool to bring 
under control the temperature factors 
that, in so many plants, cannot be 
controlled otherwise. The company 
can decide the overfill policy and the 
filler can deliver it.” 

Schmidt says automatic 
temperature correction system does 
not replace the usual quality control 
procedures in a filling operation. “But 
it does eliminate one of the major 
causes of fill fluctuation and thereby 
provides the quality control technol- 
ogist with a more constant fill, which 
enables him to keep closer control 

“The quality control engineer checks 
and adjusts performance to assure 
economical operation. But it is not 
necessary for him to worry about 
temperature changes that frequently 
occur too rapidly for good manual 
compensation.” 

The control device is available as a 
unit for connection with nearly all 
types of fillers. Mounting varies with 
the type of filler, but Crown says these 
variations will not affect over-all cost 

More information is available from 
Schmidt at Crown Can _ Division, 
Crown Cork & Seal Co., 9300 Ashton 
Rd., Philadelphia 36, Pa. * 
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TEMPERATURE CHART for a typical eight-hour shift shows difficulty of regulating oil 
volume by hand. Control system cuts waste caused by these fast changes 
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New Fruehauf tanker 
carries 250 extra gallons ...thanks to 
USS COR-TEN HIGH STRENGTH STEEL! 


When it came to the design of this 
new tanker, the engineers of Frue 
hauf Trailer Co., Fort Wayne, In 
diana, had a problem. They wanted 
a tanker that had a bigger payload 
capacity than those of earlier design, 
yet whose overall weight was no 
higher. To accomplish this they 
made use of the strength-building, 
weight-saving qualities of high 
strength steel and specified USS 
Cor-TEN or its equivalent for use in 
90%, of this new tanker. The result is 
a strong, sturdy tanker. It weighs 


UNITED STATES STEEL CORPORATION, PITTSBURGH 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA 


NATIONAL TUBE DIVISION, PITTSBURGH 


1500 pounds less than the same 
tanker would weigh if built of carbon 
steel, and it carries 250 bonus pay 
load gallons on every trip it makes 

Like other leading builders of 
trucks, trailers and tankers, Frue 
hauf has for many years used USS 
Cor-TEN Steel to reduce weight and 
increase payload capacity to in 
crease strength and durability — to 
keep operating and 
costs low—all with the least possible 


maintenance 


increase in price 
USS Cor-Ten High Strength 
AMERICAN STEEL & WIRE DIVISION, CLEVELAND 


WITEO STATES STEEL ExPOR MPANY, HEW YORE 


Every time the owner, Indiana Tank 
Line, Elwood, Indiana, operates this 
tanker it gets a bonus payload of 250 
gallons. This extra payload was made 
possible through the use of USS COR- 
TEN High Strength Steel! 


Steel has a yield point 11% times that 
of regular carbon steel, has 4 to 6 
times the resistance to atmospheri 
corrosion, has 50% higher fatigue 
strength, and offers superior resist 
ance to abrasion, impact, load surge 
and road vibration . . . all properties 
of importance to the maker or user 
of petroleum handling equipment 
For more information on USS 
Cor-TEn Steel, write for a free copy 
of our new book. It shows many 
examples of improved construction 
with this quality high strength steel 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISC 
UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 





USS COR-TEN High Strength STEEL & 7 
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ORIGINAL WARREN MANIFOLD VALVES* 
~The lighter -weight, welded tubular 
units that provided increased flow, added 
safety and more compact piping. Any 
number of valves, any location and angle 
for connections, and any type of outlet 

argys ergy 1 «mw er. 
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SPLIT MANIFOLD VALVES* — Another 
proved WARREN fabrication for faster, 
safer, lower-cost, trouble-free manifold 
ing with greatest flexibility. Available 
with fixed discs or swing checks — may 
be converted from rigid to swing with- 
ovt manifold body alterations, same as 


all WARREN manifolds, 


FROM ONE DEPENDABLE SOURCE. . 


WARREN 


NEW SQUARE MANIFOLD VALVES’ — 
All of the guaranteed performance fea- 
tures of WARREN tubular manifold con- 
structions with important plusses: Even 
faster unloading complete safety 

weight savings of 14% for valve 
and 24% installed . . . and savings in 
installation and maintenance time and 
costs. Other patents applied for. 


SELECTIVE MANIFOLDS* — Tamper-proof 
design permits opening of only one 
valve at a time to comply with require- 
Same rugged 
yet lightweight construction and safe, 


ments of certain states 


maintenance-free performance as other 
dependable WARREN products. 


First Choice for Better, 
Safer, Faster and Lower- 
Cost Handling of 
Petroleum Products 


DUAL MANIFOLD VALVES* — Exclusive 
WARREN design provides unequalled 
flexibility in piping arrangements for 
carrying and discharging split loads 
faster and with complete safety. DUALS 
require minimum valve manipulation. 
Number of valves, flanges, gaskets and 
connections cut to an absolute minimum. 


NEW ECLIPTIC VALVES — Fast-acting for 
fast flow. Open or close in fraction of 
a second, Easily-replaced Buna N “O” 
ring seals bubble-tight! Also made in 
tandem constructions for refuelers using 
eductor system, 3 and 4” sizes only. 
Patent applied for. 


* Protected by VU. S. Patent No. 2557177. These units all made in 2”, 3’ and 4” sizes. 


AYR FOR SPLIT-SECOND POSITIVE PROTECTION 


WARREN EMERGENCY VALVES 

Heart of the always reliable 
WARREN Emergency Valve Sys 
tem is this foolproof, automatic 
oir-operated valve. Safer in case 
of accident or fire due to its 


compact, modern fabricated steel 


WARREN EMERGENCY VALVE 
SYSTEM 
ating condition for split-second 
POSITIVE PROTECTION. It closes 


all valves before start of trip 


Always in safe oper- 


and keeps them closed until de- 
livery is made. No exposed parts 


construction, it weighs 40% less 
than old-style units 


U. S. Patent No. 2589346 


Snap Seal® SAFETY LAMPS 

The brightest, safest, 
longest-lasting lighting 
that money can buy 
Pressure-tight vapor- and 
explosion - proof construc. 
tion. Model B-50, face- 
mount Clearance Lamp, 
shown at left; Model B.60, 
flush-mount Clearance 
Lamp, at right. 


Protected by 


aa8 FOR VEHICLE ILLUMINATION 


BUILT TO OUTLAST 
VEHICLES Snap Seal® 
Lamps have fewer parts 
and because each part is 
built for trouble-free serv- 
ice, there are fewer chances 
Model 8-70 
Stop or Turn Signal shown 
at right. All Snap Seal 
Lamps protected by U. S. 
Patent No. 2707747. 


for failure 


er or service conditions 


by U. S. Patent No. 2600977. 


to become inoperative by weath- 
Protected 


UNIQUE Snap Seal® DE- 
SIGN — One-piece combi- 
nation reflector-bodies and 
shatter-resistant plastic 
lenses are held together— 
bubble - tight — by special 
“O" rings. Lenses can be 
removed in one second 
with screwdriver, replaced 
merely by snapping lenses 
back into bodies. 


WRITE TODAY for complete information on any product 


NATIONAI 


PETROLEUM 


News + December, 1955 





Floating Fireman 


A British device for fighting fires 
in oil product tanks floats on the sur 
face of the liquid, and goes into action 
automatically if a fire breaks out. Va 
porized fire extinguishing liquids spray 
from rapidly revolving jets, covering 
the surface area. Reports are that the 
method can bring a fire under control 
in seconds. National Fire Protection 
Co., Feltham, Middlesex, England. 


Circle No. 1 on Coupon, p. 118 
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Voltage Tester 


King’s volt-amp tester checks volt 
age and current regulators, in addition 
to the entire primary electrical sys 
tems of six- or 12-volt cars. The com 
pany claims accuracy closer than 2% 
of a full-scale reading, and says tests 
are made in accordance with recom 
mendations of original equipment 
manufacturers. King Electric Equip 
ment Co., Cleveland 5, Ohio. 
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LPG Fill Adapter 


Bastian-Blessing has designed a new 
adapter for liquefied petroleum gas 
distributors who go after lift-truck bot 
ue filling business. Half the adapter 
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goes on the lift truck cylinder valve 
permanently The other half fits on 
the charging hose. The company says 
a safety check valve insures proper 


connection before delivery can be 
made, and cuts loss to a minimum 
Bastian-Blessine Co., 4201 W. Peter 
Chicago 30, Ill 
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Engine Speed Control 


Sun is marketing a device designed 
to make life easier for the mechanic 
who does throttle adjustment jobs and 
other work requiring the car engine 
The com 
speed control unit con 


to be run at various speeds 
pany’s new 
nects with the accelerator pedal and 
is controlled trom the end of a 9-tft 
cable, allowing the mechanic to regu 
late the speed of the engine from any 
point within range of the cable. Sun 
Llectric ¢ orp Harlem & 
Ave., Chicago, Ill 


Circle No. 4 on Coupon, p. 118 
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Cheap Treat for Rims 


It costs S¢ or less to treat a tire rim 

says Bishman—with its new com 
pound for lubricating and rustproof 
ing tubeless tire rims. The company 
says its product is not an oil or soap 
base Called E-Z” OFI the new 
product is available in quart, gallon 
Bishman 


Vinn 
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and five-gallon containers 
Manufacturing Co., Osseo 
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Washers Whip Rust 


Changing the design of a fastener 
enabled Gulf to get rid of unsightly 
wust stains and chipped enamel at the 
spots where product identification 
signs and lead-content warning plaques 
Regu 
lar metal fasteners, in addition to rust 
failed to 


form a seal that would ke ep water out 


are fastened to island pumps 


ing and chipping enamel 
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of the pumping mechanism. The com 
pany now uses a pre-assembled neo 
prene washer on every fastener, which 
provides a seal, protects surfaces and 
absorbs shock. The new fasteners are 
stainless steel, which solves the rust 
Fasteners are made by 
New Brighton, Pa 
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problem 
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Self-Inking Roller 


Many service stations now are using 

a new self-inking roller to ink metal 
credit cards for imprinting. The roll 
er, made by Dayton, is filled with ink 
through a special vacuum process that 
draws ink out of the pores in the rub 
ber For station use, a special dye 
ink was developed, since imprinting 
often is done outside under wide tem 
perature ranges. Dayton Rubber Co 
Dayton, Ohio 
Circle No p. 118 
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Big Four Adds Two 
A tire 


an air-cleaner for compressed air sys 


truer-balancer (shown) and 
tems are the latest additions to Big 
Four’s equipment line. The truer-bal 
ancer is designed to do a complete job 
of truing, balancing, grooving and de 
skidding in 10 minutes, at a cost to 
the operator of only %9¢ per tire It 
operates from a standard 110-volt out 
let [he piston-operated moisture sep 
arator Cleans water, free oil and con 
taminants from compressed air. Big 
hour Industries, Ine S938 Carthage 
Court, Cincinnati, Ohio 

No. 8 on 
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Self-Closing Valves 


Oileo ha 
ilves to fit in 


developed two self-closing 
with its bulk plant load 


1] 
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ing rack assemblies. They also can 
be used with other assemblies. Both 
the angle style (shown) and horizon 
tal type are available in 2, 242, 3 and 
4-in, sizes The valves are cast of 
bronze and equipped with phosphor 
bronze springs. Special discs are de 
signed to withstand up to 300° oil 
heat. They will regulate pressures up 
to 125 psi. Oil Equipment Mfg. Co 
3/00 Vermont Ave., Louisville 1]! 
Ky 
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Oil Burner Filter 


Removing dirt, scale, water and 
other foreign matter from heating oil 
is the job of Auto-Flo’s new filter, 
which can be mounted either at the 
tank or burner. Oil passes through the 
felt disc-wire mesh filter section 
which is set in a die-case zinc bowl 
before reaching the burner supply line. 
Standard models retail for $6 and a 
“king-size” model is priced at $8. 
Auto-Flo Corp., 14590 Schaefer High- 
way, Detroit 27, Mich. 

Circle No, 10 on Coupon, p. 118 


Swivel-Check Valve 


Performance features of an inlet 
check valve and a hose swivel are com- 


e FOR FURTHER INFORMATION 


On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 


® Readers’ information Service 
NATIONAL PETROLEUM NEWS 


330 W. 42nd &t., New York 36, N.Y. 
Your inquiry will be forwarded to the manufacturer. Void after Mar. 25, 1956 


bined in this one OPW unit. The 
swivel, built of bronze to resist wear, 
is designed to eliminate twisting, kink- 
ing, and undesirable tension resulting 
from rotary motion. The _ built-in 
check valve prevents draining of the 
hose when the flow is shut off. Size 
is 1%xl% in. OPW Corp., 2735 
Colerain Ave., Cincinnati, Ohio 
Circle No 
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No-Explosion Switches 

Killark’s XRT series of explosion- 
proof switches, designed for use in 
bulk plants and other hazardous loca- 
tions, is available in both single and 
two-gang styles. Toggle switches are 
operated by a front handle, which can 
be locked in on or off position. Fit- 
tings are made of non-rusting Alumal- 
loy, which also is non-sparking. Kil 
lark Electric Mfg. Co., Vandeventer 
& Easton Ave., St. Louis, Mo. 
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On-the-Job Lube 


Aro has designed a powered lubri- 
cation cart for fleet owners and others 
who must lubricate trucks and machin- 
ery on the job. A small gasoline en- 
gine moves the unit at normal walking 
speed. Equipment on the cart in- 
cludes three hose reels with 25 ft. of 
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hose and three 120-lb. drums of lubri- 
cant. A single-stage air compressor 
runs the equipment. The cart’s 33-in. 
turning radius provides ease of ma- 
neuvering. Aro Equipment Corp., 
Bryan, Ohio. 
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Air for Road Service 


Curtis has designed a special unit 
for dealers who need added com- 
pressed air Capacity on their road serv- 
ice trucks to inflate truck tires and run 
pneumatic tools. The truck-mounted 
compressor is only 47 in. long, has a 
55-gal. air tank, and is driven by an 
electric-starting gasoline engine, The 
compressor is equipped with a new 
self-oiling system. Curtis Manufac- 
turing Co., Pneumatic Div., St. Louis 
20, Mo. 
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Hydraulic Starter 


GM has developed a_ hydraulic 
starting system for diesel engines, to 
beat the problem of getting under way 
in bad weather. The device now is 
available for installation on GM die 
sels, at the factory or in field opera 
tion. At the press of a lever, gas pres- 
sure built up behind a piston in the 
factory-sealed accumulator cylinder 
forces oil through a hydraulic start 
ing motor. When the engine starts, 
the oil is forced back into the cylin 
PETROLEUM 1955 
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CONNECTICUT 


THERE'S A 


Garsboy PUMP 


FOR EVERY SIZE CONSUMER ACCOUNT 


BERVIC COMPANY 
760 Tolland St., East Hartford, Conn. 





INDIANA 





Everything in Bulk Plant 
and 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiana 














IOWA 





TRI-STATE EQUIPMENT COMPANY 


COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 


3923 E. 4th St., Des Moines, lowa, Phone 62.197 
Member National Oll Equipment jJebber Association 








MISSOURI 





TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
519 Southwest Bivd. KANSAS CITY 6 MO 
Phone HA-2335 
Member National Oll Equipment Jobber Association 











NEW JERSEY 





EQUIPMENT 
for the 


OIL INDUSTRY 
. 
Rebuilt 
PUMPS—METERS—REGISTERS 
. 
PARTS FOR MOST PUMPS 
* 
TEN HOEVE BROTHERS 
359 Mclean Bivd., Paterson, 3, N. J. 











NEW YORK 





RENICK & MAHONEY, INC. 


380 Second Avenue 

NEW YORY 10, N. Y 
Service Station Equipment 
Bulk Plant—Truck Tank and 


Member of Netionel Asseciction 
Of Oil Equipment Jebbers 
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der, recompressing the gas for the 
next start. Detroit Diesel Engine Div 
General Motors Corp., Detroit 28 
Mich. 
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Wheel Balancers 


Alemite describes and pictures tts 
on-the-car wheel balancer in a new 
catalog sheet Also listed are various 
spinners and accessories to round out 
the station wheel-balancing depart 
ment. A price list accompanies the 
catalog insert. Balancing units—bal 
ancer, weight tool and spinner—are 
available in price ranges from about 
$400 to about $700 Alemite Div., 
Stewart-Warner Corp., 1826 Diversey 
Pkwy . c hic ago 14, lil 
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For Battery Work 


Iwo new pieces of battery equip 
ment have come out of the Franklin 
shop. First is a six- and 12-volt bat 
tery charger with weatherproof meter 
ing, electric timing and simple oper 
ating instructions, screened onto the 
control panel for inexperienced help. 
The other new product is a battery 
analysis meter that gives overall read 
ings and readings by individual cells. 
Franklin Manufacturine Co., Min 
neapolis, Minn 
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Service Station Valve 


Simplified inspection is a big fea 
ture of Tokheim’s new vertical check 
valve for service station pumping sys 
tems The valve cover and poppet 
lift out together, as one complete unit, 
to simplify inspection and service. The 
new check valve includes a feature of 
all new Tokheim valves——-a mesh 
strainer screen to protect against dirt 
and other foreign matter lokheim 
Corp., Fort Wayne, Ind 
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Degree-Day System 
Remington Rand tells how to set 
up a degree-day system for delivery 
of home heating oil in a new four- 
page folder. The folder describes the 
method of converting fuel gallons into 
degree days and tells how to main 
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EQUIPMENT SALES CO. 


E. Exchange $t., Akron 4, Obie 

Phone— vfferson 5-8215 

Factory Mepresentative for 
Westinghouse, 0.P.W., Lincoln 

Neptune, Huffman, Goodrich. 

Air, Oil, Hydraulic and Gas 

Hose and Coupling t. 

SALES-——PARTS ENGINEERING SERVICE 





PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 
Pittsburgh 22, Pa 


Rutledge Service Station Flood Lights 
GGB Equipment—Buckeye Valves & 
Fittings 
Granco Pumps G Meters—Alr 
Compressors 


334 Bivd. of Allies 











E. O. HABHEGGER CO. 
24th & Fairmount Aves. 
PHILADELPHIA, 30 
Engineering G Equipment 
BULK TERMINALS TRUCKS 


SERVICE STATIONS 
MEMBER NAOB 





WEST VIRGINIA 








SMITH METERS 
H. H. TRUITT 


1403 8th Ave 
Huntington 1, W. Vo 


Westinghouse Air Compressors 
Service Station or Bulk Plant Equip 





WISCONSIN 





JABAS EQUIPMENT COMPANY 


Quality Equipment Lines 
Wayne-OPW-Granberg-Gates 
Grayco-Brown-Revere-Steel Shelving 
Complete Sales Service 
1226 Velp Ave. Green Bay, Wisc 











Oil Marketing 
Equipment Jobbers 


This Is Your Market Place! 


Write today for Advertising 


Space Rates. 
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330 West 42nd Street 
New York 36, N. Y. 
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(ain a system of checks for scheduling 
deliveries. Remington Rand also de 
scribes the equipment it has designed 
to fit in with the system. 
Rand, 315 Fourth 
[0,.Ne Zs 
Circle No 


Remington 
New York 


Aveé., 
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Spring Catalog 

Mono-Flex helper springs, leaf in 
serts and spring aligners 
for passenger Cars, station wagons and 


designed 


 Wiieiaiieneneeeeea 


HIGH 


VACUUM 


light trucks——are described in the new 
Davis catalog. The springs are de- 
signed to provide a low-cost auxiliary 
spring suspension to permit handling 
of overloads and trailer loads. 
Flex Spring Div., Davis Auto Equip- 
Reading, Pa 
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Booklets on Aluminum 
Alcoa has two new booklets out on 
oil industry applications for aluminum 


HAND PUMPS 


new swivel adapter — 


EASIER TO INSTALL—MANY BIG FEATURES! | 


Cast-iron swivel 
adapter —no aluminum 
threads to wear 


These Tokheim high-vacuum 
pumps now feature a durable cast- 
iron bung adapter that swivels! Per- 
mits easier, faster installation and 
removal. Wing lock-nut positions 
pump securely. Low cost. Ruggedly 
built. Minimum maintenance. Ideal 


for your own or your customers’ use. 


Check these features: 


@ Flexible diaphragm of tough, 
molded-synthetic material 


@ No piston to leak, stick, freeze or jam 


@ Shaft, valves, and springs of 
stainless steel 


@ Double-action; rapid, steady flow 
@ Fine materials and workmanship 
@ Durable housing of die-cast 
aluminum alloy —specially treated, 
inside and out, against corrosion 

@ Automatic tank venting 


@ Sliding suction tube —adjusts itself 
to tank depth 


A do-it-yourself pump! With a few changes in parts, this pump can be easily 


converted to ‘most any type of installation- pipe line, drum, underground 


tank—with hose or spout outlets. Call your Tokheim representative or 


write directly to factory for literature. 


General Products Division 


TOKHEIM CORPORATION 


DESIGNERS AND BUILDERS OF 
SINCE 1901 
1309 Howard Street, San Francisco 3, California 


1650 WABASH AVENUE 
Factory Branch: 


SUPERIOR EQUIPMENT 
FORT WAYNE 1, INDIANA 


Canadian Distributor: H. Reeder, 205 Yonge Street, Toronto, Ontario 


NATIONAIL 


tank trailers and pipe. The trucking 
bulletin concentrates on weight and 
maintenance savings and covers use 
of aluminum in dry cargo vans in ad- 
dition to tank trailers. It uses specific 
cases involving truck operators to il- 
lustrate savings. Aluminum pipe is 
being pushed for use in pipelines and 
around oil plants where light weight 
and corrosion resistance are impor- 
tant factors. Aluminum Co. of Amer- 
ica, 1501 Alcoa Bldg., Pittsburgh 19, 
Pa. 
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Facts on Hoses 


Pump and skid-tank hose are cov- 
ered in B. F. Goodrich’s latest data 
sheet. The sheet includes specifica- 
tions on the company’s gasoline pump 
hoses and other products, and also 
devotes space to pump hose couplings 
and spring guards. B. F. Goodrich 
Co., Industrial Products Div., Akron, 
Ohio. 
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Easy Oil Pumping 
Air Boy has a bulletin out on its 
new series of air-powered drum-oil 
dispensers. The company says the air 
system saves 80% in oil dispensing 
time over crank-type pumps. The 
units, operated by pushbutton, are de- 
signed to dispense five quarts of oil in 
15 seconds and to provide much clean- 
er Operation than hand pumps. Air 
Boy Manufacturing Co., 265 Tehama 
St., San Francisco 3, Calif. 
Circle No. 23 on Coupon, p. 118 


Oil Filter Selection 


Hilliard runs down the list of diesel 
and gasoline engine oil contaminants 
in a new bulletin and recommends the 
proper oil filters for each condition. 
A tabulated chart based on engine 
horsepower gives the proper type and 
size of filtering equipment, either by- 
pass or full-flow. Hilliard Corp., Oil 
Purification Div., W. Fourth St., El- 
mira, N.Y. 
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Packaging Terminology 
Now available is the second edition 
of Packaging Institute’s Glossary of 
Packaging Terms. The new edition, 
cloth-bound with a hard cover, has 
250 pages and contains about three 
times the number of terms included in 
the first edition, which was published 
in 1948. Dr. L. V. Burton, recently 
retired as executive director of the 
institute, supervised editorial work for 
the book. Single copies are available 
at $6.75, with lower rates in effect on 
December, 1955 
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PETROLEUM CHEMICALS DIVISION Ermey 


December 








Assistant Director 
of Sales 


W. SAMUEL CARPENTER, III, wi: 
recently named assistant director of 
sales for the Du Pont Petroleum Chem 
icals Division. 

Just prior to this assignment, M1 
Carpenter was director of manufac 
turing for the Cellulosics Division of 
the Textile Fibers Department. He 
joined the Du Pont Company in 1938 
as an industrial engineer in the Engi 
neering Department. In 1944, he was 
assigned to construction operations at 
Hanford, Washington, were the gov 
ernments atomic energy project was 
built and operated by Du Pont during 


World War IL. 


ADVERTISEMENT ~-Prepared for the Petroleum Chemicals Division of E 





One of a Series of Interest to the Petroleum Industry 


1955 


Construction under way 
on new Du Pont 
California tetraethyl lead plant 


Approximately 200 local California construction workers are now busy 


erecting a new Du Pont tetraethyl lead manufacturing plant on a site near 


Antioch, California 


facilities for manufacturing Du Pont “Freon 


Also completely integrated on the same site will be 


refrigerants, sodium, ethy! 


chloride, trichlorethvlene and perc hlorethvlene 





e¢ 
% ore" t.6 ¢ e 


Architect's sketch of Du Pont's new integrated plant under « 


The official ground bre iking took place 
on August 24. Immediately following 
the engineering and construction crew 


When he returned to Wilmington in 
1945, he was assigned to the Constru 
tion Division of the Engineering De 
partment The following year he be 
came manager of that department 
Planning Division and later manager 
of its Industrial Engineering Division 

In 1947, Mr. Carpenter was tran 
ferred to the Rayon Division as a 
inant to the director of production 
And in 1949, he became assistant man 
iger of “Cordura” high-tenacity rayon 
Varn sale 5 The Nn he Wa named i ist 
ant manager of the Rayon De partment 
Planning Division in 1950 

Mr. Carpenter i i 
Princeton University in chemical en 


vineering 


graduate ot 


|. du Pont de Nemours & Company (inc.) 


onstruction at Antioch, California 


moved on to the site 


Di iblo \ ible 


east of 


vhich is in the 
ipproximatel two mile 
Antioch on the San Joaquin 
River Since then the vork ha been 
progressing at a rapid pace and the 
PEL plant I expected to fo oon 
tream in 1956 
The fast-growing TEL requirement 
of the West Coast petroleum industs 
prompted the Du Pont ( OU pari cle 
cision to build the plant in California 
The convenient location of the Antiocl 
ite mike it re idily icces ible to be th 


vater and rail transportation 


Latest improvements 
The me West Coast plant will house 
the most modern tetraethyl lead manu 
in the world. It will 
empl \ the Tif 


facturing facilitic 
not onl continuou 


Du Pont at the 
Works plant in 


proce s cle veloped by 


COMMpany ( hambers 





California Plant 


New Jersey, but will also include many 
new refinements which make this mod 
ern process more efficient than ever 


Why the drilling rig? 
Did you ever hear of anyone making a 
7,000-foot hole in the ground with an 
oil drilling rig— yet hoping they 
wouldn't strike oil? That's what the 
Du Pont Company did on the Antioch 
site, 


The hole will provide a means for 
disposing of brine wastes without any 
possibility of contamination of surface 
water or subterranean water resources 
The well was “brought in” by the 
Brown Drilling Company in August, 
the first part of the new project to be 
completed, 


Integrated production 


Although the original Du Pont plan 
called for only the TEL and “Freon” 
manufacturing facilities at Antioch 
the additional facilities for making 
other chemicals will add greatly to the 
efficiency of the over-all unit. This is 
because sodium and ethyl chloride are 
essential ingredients in the manufac 
ture of tetraethyl lead. 
Besides supplying intermediates for 
Continved —middle of next columa 


E.1. DU PONT DE NEMOURS & COMPANY (INC.) Petroleum Chemicals Division ° 
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New “SELL YOURSELF” 
dealer training 
program offered 


No matter how excellent the products 
he sells, a service station operator § suc 
cess depends to a large degree on how 
well he sells himself 

But this involves intangible factors 
such as personality, friendliness, help 
fulness. How, you may ask, can you 
impart such abilities to hundreds of 
individual and independent dealers? 
Actually the problem may not be as 
difficult as it looks on the surface. 

lo help you dramatize these factors 
and show your dealers how they pay off 
at the cash register, the Du Pont Petro 
leum Chemicals Division has prepared 
a unique 30-minute presentation. An 
animated, talking cash register acts as 
master of ceremonies, ‘I his 1S manually 
synchronized with a full-color ani 
mated cartoon movie 

It shows, in a very simple, easy-to 
understand way, how any service sta 
tion attendant can capitalize on every 
day human relations. And it clearly 
demonstrates the selling power of per 


TEL, the plant will also produce me 
tallic sodium for Du Pont customers on 
the West Coast. It is widely used in 
metal descaling espec ially for stain 
less steel. The trichlorethvlene will go 
chiefly to West Coast aircraft and metal 
fabricating industries for degreasing 
metal parts. The dry cleaning industry 
is the chief consumer of perchlorethy 
lene 

Due to the rapid expansion of West 
Coast industry, there is a definite need 
for the new California plant. And its 
establishment will enable Du Pont to 
give its West Coast customers the ut 
most in delivery service 

The three primary raw materials 
needed by the plant — lead, propane 
and salt — will be purchased locally. 
Propane, made from petroleum, will be 





PETROLEUM CHEMICALS DIVISION 


NEWS 


sonal neatness, friendly conversation 
and common courtesy. 

The principal characters in the mo- 
vie story are on-the-ball Joe Wright, 
a successful service station operator, 
and sloppy Joe Wrong, whose poor ap- 
pearance and disagreeable attitude 
drive business away from his station. 
The simplicity of the story makes it 
unusually penetrating and convincing. 

How soon would you like to make 
use of a “Sell Yourself” presentation in 
your own dealer training program? 
Any of our sales offices listed below 
will be glad to schedule it for you. 


brought into the plant from nearby re 
fineries. 


Creating new jobs 


When completed, the over-all Du Pont 
facilities at Antioch will provide pro- 
duction jobs for some 500 people. The 
majority of these will be hired locally. 
At the peak of construction, about 500 
workers will also be employed for 
building the plant. 


Better Things for Better Living 
. «+ through Chemistry 


Petroleum Chemicals 


Wilmington 98, Delaware 


CHICAGO, IiL 8 So. Michigan Ave 
HOUSTON, TEXAS—705 Bank of Commerce Bidg 
LOS ANGELES, CAL.—612 Seo. Flower St 
NEW YORK, N.Y 1270 Ave. of the Americas Phone COlumbus 5.2342 
PHILADELPHIA, PA.—3 Penn Center Plaza Phone LOcust 8-353) 
IN CANADA, Du Pont Company of Canada Limited—Petroleum Chemicals Division—80 Richmond Street West—Toronto 1, Ontario 
OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 6539—Wilmington 98, Delaware 


Phone RAndolph 6-8630 
Phone CApito! 5-115! 
Phone MAdison 5-169! 


PITTSBURGH, PA.—Room 510, Alcoa Bidg 

SAN FRANCISCO, CAL Room 626, 111 Sutter St., 
SEATTLE, WASH.—Room 215, 4003 Aurora Ave. 
TULSA, OKLA.—P. O. Box 730 


Phone ATlantic 1-2933 
Phone EXbrook 2-6230 
Phone MElrose 6977 
Phone LUther 5.5578 
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CROUSE-HINDS 
lots of five or more. Pacaging Insti 
tute, 342 Madison Ave New York Ms 
a 
Circle No, 25 on Coupon, p. 118 


Equipment Catalog * 
Shields, Harper & Co. has issued a Fill EVERY 


new catalog covering the lines of oil 
marketing equipment it markets. The be bd 
“buyer's guide” for oil marketers and ervice fation PA 
service station Operators includes 204 
pages of everything from valves and 
fittings to gasoline pumps. Shields 
Harper & Co., 5107 Broadway, Oak 
land 11, Calif 

Circle No. 26 on Coupon, p. 118 


——— MANUFACTURERS 


White Motor Co, has moved the 
Houston branch office and service 
shop of its White Diesel Engine Di 
vision to a new location at 5707 Navi 
gation Blvd. The new shop will carry 
a full stock of spare parts for all en- 
gines and will have trained service- 
men on the staff 

a 

Oil haulers who use aluminum 
transport tanks may appear in glori t : 
ous technicolor soon. Aluminum Co. Phat. ty pao tn A ing, or the Class I, Division 2 area surrounding 
of America says it will offer a com it or even if it’s only a washrack or lubri 
plete line of colored aluminum sheet, ‘ 
tube, extruded shapes and fasteners 
Shades available are blue, green, yel- 
low, gray, brown, gold and black. No | among Crouse-Hinds Condulet 


Explosion-proof 
polka-dots yet Seal Condulets 


Whether it’s hazardous pump island wir 





torium youll find the lighting fixture 


junctions, unions, switches, seals, etc. you need 


— Take our explosion-proof hand lamps and 
PERSONALS —— | portable floods, for example Theyre small 
items but mighty important on many job 
and they take a lot of banging around. Yet 
they re safe after months and years of service 


Switch Condulets 
even in a vapor-filled pit or corner 


Let our long experience help you select 
and recommend the safest equipment... and 


Lighting Fixtures untangle knotty questions in the National Elec- 


tric Code. Just mail the coupon. 


*Registered 

——< << <= ae ae eee eee eee ee es ee 

Explosion- 
proof 

Hand Lamps 


CROUSE-HINDS CO 
Dept. NPN4, Syracuse 1, N. Y 


Send me your free Bulletin #2673 


Hinds Condulets for all Service Station app! 


Melvin Schlesinger 


lri-State Equipment Co., Kansas City, 
was elected president of the National 
Assn. of Oil Equipment Jobbers at 
the group’s annual meeting in Kansas 
~¢ 93.95 » “ceeded | . . 
City Oct, 23-25. He succeeded August Explosion. proof 


Schramm of Renick and Mahoney Portable 
Floodlights 


Name 
litle 
Company 
Street 


City 


| 

| 

| | 
Melvin Schlesinger, president of | 
| 

| 

| 

| 

| 

| 


Inc., New York. 
W. E. Marshall, Jr., vice president L 
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Combines graceful styling... finest 


engineering... extra rigid, extra solid, super 


STATIONMASTER 


18° Wide Angle Horizontal ''T"’ Light 


A New 
Design 


tough, one-piece body... built like a bridge— 


will not sag... weather sealed— 


fully gasketed ... produces more glare-free 


natural light without harshness... 


in Station 
Lights! 


has fully adjustable sliding pole fitters. 


Send for Catalog 


COMPCO corporation 


2251 W. St. Paul Ave. 
Chicago 47, Illinois 





Increase 





TBA sales jump when your customers 
“SIT ON A BREEZE” 


on KOOL KOOSHION .. . the best 
made and fastest selling auto cushion 
in the world! 


KOOL KOOSHION is cooler, cleaner, 
softer and more comfortable than or- 
dinary auto cushions. Constructed 
with sturdy galvanized wire, strong 
Vinyl plastic covering makes it dur- 
able—will not lose shape. So perfectly 
ventilated you can see through it! 


KING SIZED CUSHION 
Our 35th Anniversary Special ... a 
big 224 inch seat! 


For information, and folders write 
direct or contact our representative 
in your area. 





Warm Weather 


TBA Sales with 


KOOL KOOSHION 


Since 1920 


dole] Me dele} ile). 


MANUFACTURING COMPANY 
OKLAHOMA CITY, OKLAHOMA 








BE SURE YOU GET THE GENUINE KOOL KOOSHION | 
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—=} equipment 


of Equipment Sales Co., Atlanta, was 
elected vice president, and Eugene de 
Penaloza, president of General Equip- 
ment Co., St. Louis, was elected treas- 
urer. 

Directors for coming year are: Fred 
Coffield, Coffield Supply Co., South 
Bend, Ind.; E. O. Habhegger, Hab- 
hegger Co., Philadelphia; Ken Dickin- 
son, Hallidie Mach. Co., Seattle 

. 

D. C. Oswill has been promoted to 
manager of service and automotive 
equipment sales of Shields-Harper and 
Co., Oakland, Calif. Oswill was for- 
merely assistant to the president. 
oy 

James J, Mor- 
ris, central repre- 
sentative for eight 
years, has taken 
over as assistant 
sales manager for 

Buckeye Iron & 

Brass Works, 

Dayton, Ohio. 

Russell B. Gesch- 

wind now is west- 

ern representa- 
live, Operating out 
of Kansas City, Mo., and Richard Kli- 
kunas has joined the oil valve and fit- 
ting maker as chief engineer. 
e 


Bs J. Morris 


Lester W. 
Graaskamp, vice 
president and a 
director of Amer- 
ican Can Co., is 
the new vice pres- 
ident in charge of 
the company’s 
central _ division, 
with headquarters 
in Chicago. He 
replaces Michael 
. 'P.«Gortilet, who 
died in August. Graaskamp joined 
Canco in 1920 as a junior member of 
the sales department and became sales 
vice president in 1949. 

a 


L. W. Graaskamp 


Wilbur F. Bur- 
oussard moves in- 
to the Houston, 
Tex., branch 
manager's _ post 
for Union Tank 
and Supply Co. 
He has _ been 
Houston sales 
representative for 
the company the 
past two years. 
Other new ap- 
pointments include George W. Smith, 
sales representative in Dallas, and 
Eldon L. Brumbaugh, sales representa- 
tive in the Great Bend, Kan., area. 


W. P. Buroussard 
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Pump Makers Map Promotion 


HE Gasoline Pump Manufactur- 

ers Assn. may soon be starting 
an annual contest to find the nation’s 
best service station dealer. 

GPMA is busy talking up the plan 
in oil and related industries. The ob- 
ject is to make it an industry-wide 
campaign to emphasize the importance 
of “The Man Behind the Pump” and 
the pump itself as the focal point in 
oil product merchandising. 

According to preliminary plans, 
dealers would be entered by oil dis- 
tributors—both major companies and 
jobbers—and go through a series of 
regional contests to the national com- 
petition 

Dealers would be judged on such 
points as effective maintenance of 
equipment, ingenuity in developing 
new procedures (both in operations 
and service to customers), and effec- 
tive use of cost and time-saving plans 

Along with this would go an educa- 
tional program to train station dealers 
in maintenance of dispensing equip- 
ment. 

The contest plan was revealed dur- 
ing a panel discussion closing the 
group’s annual fall conference at Sea- 
view Country Club, Absecon, N. J 
It is the key section of a large trade 
relations program, now getting under 
way, that will attempt to expand the 
gasoline market as a means of build- 
ing the demand for pumps. 

On hand for the panel to pass on 
information about institutional promo- 
tion were William McCulloch, adver- 
tising manager of Ethyl Corp., which 
last summer opened its big “Drive 
More” institutional campaign, and 
Donald Waugh, sales promotion di 
rector for American Petroleum Insti 
tute. 

In the immediate picture is a his 
tory of gasoline dispensing from the 
days of the dipper and can to today’s 
streamlined pumps. H. A. Bruno and 
Associates, GPMA’s public relations 
counsel, is compiling the story now. 

Theon Wright, new GPMA manag- 
ing director, says the association is 
adopting institutional promotion for 
one basic reason: “We sell to an en 
closed market. Unless we help expand 
the gasoline market, and thus increase 
demand for our own products, the 
only way one pump maker can in- 
crease his volume is by winning over 
an account from a competitor 

When the campaign is organized, 
Wright says, GPMA is thinking of 
using consumer magazine and other 
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general advertising media to promote 
the gasoline pump as “the most ac- 
curate measuring device serving the 
retail market” and to use similar 
themes to build public confidence in 
the pump and the oil industry at the 
same time 


Meanwhile, the association has 


asked that each member set aside a 
percentage of its advertising budget 
for the same type of ads in the trade 
press and newspapers 

Groundwork for the campaign was 
laid when GPMA retained the Bruno 
organization in November, 1954,-after 
Bruno had completed a survey on the 
association's trade relations. Until that 
time, GPMA never had had an out 
side promotion program a 





The Head that 
“STAYS AWAKE” 
in modern pumps...the 


VEEDER-ROOT COMPUTER 


In all repairs, it pays to be sure that genuine Veeder-Root Parts are 
used throughout. And if it's rebuilt computers you need, then be 
sure they're rebuilt at the Veeder-Root Factory. 





y 


VEEDER-ROOT 


World's Most Experienced Makers of Counters & Computers 


VEEDER-ROOT INC., HARTFORD 2, CONNECTICUT 
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‘““Nitric Acid leaking— 
we need help fast.”’ 


A General American District Manager got this message. One 
of his customers was in trouble. A 50,000-gallon tank of con- 
centrated nitric acid had sprung a leak. ‘The acid would be lost 

. property would be damaged . . . lives might be endangered. 
Fast action was imperative! 

Nitric acid? That called for stainless steel tank cars. Where 
were the nearest ones? Find them... explain the situation. 
Call the railroad. Have a special train made up. Pick up the 
cars and highball to the trouble spot. Above all, hurry. 

Within hours, the GATX stainless steel cars were at the 
plant, the acid was transferred to the cars and the storage 
tank repaired with a minimum of loss. 

Unusual? Of course... but unusual service is one of the 
many benefits offered to lessees of GATX tank cars. There are 
over 48,000 cars in the GATX fleet ...over 200 different 
types... available for your use without capital investment. 
To keep this fleet rolling, General American maintains a 
nation-wide network of district offices and shops that provide 
service on a 24-hour basis. That’s why, when it comes to 
dependability, it pays to plan with General American. 


al 
' 


a, 
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GENERAL AMERICAN TRANSPORTATION CORPORATION 


135 


South La Salle Street - Chicago 90, Illinois 
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The Midwest 


i“ REGIONS 


New Forces Move Into Nebraska Market 


By Leonard Castle 


HANDFUL of 


A companies with 
pansion programs are bringing about a 
change in the Nebraska oil marketing 


small, integrated 


aggressive ex 


picture. 

They are expanding either by pur 
chasing existing distributorships and 
stations, or by building new marketing 
networks from the ground up. And 
they are working hard to sign up new 
jobbers. With access to new pipe lines 
and terminals, these compames are 
able to distribute products quickly and 
economically 

Most aggressive of these integrated 
independents are: 

e Champlin Refining Co., 
subsidiary of the Chicago Corp 

e Frontier Refining Co., 


now a 


which 


opened its own pipe line from Chey 
enne to North Platte, Neb., 


last year 
e DX-Sunray Oil Co., which 
formed last summer in the merger of 
Sunray Oil Corp. and Mid-Continent 
Petroleum Corp 

[wo other companies—Deep-Rock 
Oil Co., marketing operation born of 
the DeepRock-Kerr-McGee merger 
and the Falcon division of 
ers Co-operative Assn.—haven’t made 
much of a dent yet in Nebraska mar 
keting 

A potent weapon in the hard-swing 
ing drive by these small companies is 
their willingness to make what Ne 
braska marketers call 
fers for the purchase of jobber prop 


Was 


Consum 


“fantastic” of 


erties 

One of these offers 
Champlin to Nebraska-lowa Oil Co 
of Blair which took it and wold out for 
a price that Socony Mobil 
time supplier, termed “preposterous 
Partners Clarence Hoppel and A. W 
was 
Socony the 
Socony 


was made by 


its long 


Johnson said the offer too good 
and offered 


match it, but 


tO pass up 
opportunity to 
declined 
Another Nebraska jobber has an 
offer from DX-Sunray. fhe company 
bulk 


30 service sta- 


wants to lease all his properties 
plants and more than 
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tions. As an example of the kind of 
terms they're talking, the 
would bring the jobber $6,000 a yea 


lease deal 


nets 
take 


operating re 


for a station from which he now 
$4,800—and DX-Sunray 
over all financial 
sponsibilities 


would 
and 


Che jobber hasn't made up his mind 
but, what with rising costs and other 
headaches, he’s tempted 

Nebraska -lowa Oil 
Champlin a big slice of the market in 


brings to 
its area. Its headquarters at Blair are 
on the bank of the Missouri River 
which divides Nebraska and lowa, and 
it serves an split 
evenly From 
21 bulk plants it has been distributing 
12 million gal. of product a 
through 6,000 farm and 46 
service stations, supplying them with 
three transports and 24 farm trucks 

Champlin will be able to slash de 
livery costs to the bulk plants with its 
pipe line 
just outside the western boundary of 
Nebraska-lowa’s The 
Columbus terminal on Champlin’s 
own Enid, Okla.-Rock Rapids 
pipe line 
factors in the 
throughout north, central and eastern 
Nebraska. Formerly, Champlin had 
to serve from distant Su 
perior and Rock Rapids, both on th 


eight-county area 


between the two states 
year 


accounts 


new terminal at Columbus 


operating area 
lowa 
stands to be one of the big 


companys expansion 


these areas 


pipe line 

But Nebraska oil men say 
Champlin’s problem now is to hold 
Nebraska 


Champlin is expected to have a 


some 


the volume it bought from 
lowa 
tough time, with its relatively un 
known brand, competing with major 
Many 
jobbers are ex 


take 


on other major suppliers, since they're 


brands for public 
of Nebraska-lowa 


with 


acceptance 


pected to stay Socony o1 
used to handling major brands 

Other major marketers in Nebraska 
besides Socony, are Anderson-Pritch 
ard, Continental, Cities Service, Phil 
Skelly, Standard of Indiana 
lidewater, Carter and Sin 


lips, 
Pexaco 
clair 

Then there is the question of how 
much business was gained by Hoppel 
and 
fairs, purely on the basis of personal 
relationships. Champlin 
have difficulty holding 
gallonage 

What Champlin is 
build brand 


Johnson, both active in civic af 


may ilso 


some of thi 


trving to do |} 


It hopes t 


acceptance 


M NEWS 


taking successful 


and apparently 1s 


do that by Ove! 


operations willing 
tO pay for it 

Ihe Nebraska lowa 
Sunray s offer to the 


that the 


and DX 
Nebraska 
lusty “newcom 
ers’ mean business and Nebraska oil 
men know it. The halls full of 
talk about the propositions in the air 
(Nebraska 
last 


de il 
other 
jobber show 


were 


State § jobber s 
Marketers Inc.) 
month in Omaha 

Not all the 


thet 


when the 
Petroleum met 
have 
moves yet Deep Rock 
stalled in Ne 
Ker! 
officials say it has 
Nebraska market 


avuressive 


small companies 
mad 
seemingly has been 
braska 
MecGier 


been 


since the union with 

though 
studying the 
announce an 


and will 


new campaign soon 


tangled in intracompany 


Falcon is 
competition 
A protest is 
CCA CO-Ops that are 


and 


coming from local 


marketing gaso 
line and oil they 
should have to buck competition from 
Falcon 


limited to areas 


can't see why 


their own organization. So 
heen 
local CCA 
expansion areas, ec 
would be around CCA refiner 
M« Pher “On Phillip 
But the 


fepping on 


expansion has 
not ser ved by 


I ogical 


Co-Op 

oOnoml 
cally 
it Cofl 
burg and 


yville 
Scottsbluff 


void 


onl 
plac Cc I ak on can i 
local co-ops is in Coffeyvill 

As much 
braska, it's 


recent month 


there is in N 


action as 
still 
Champlin bought th: 

stations at Albion, Elgin and 
from Stringfellow Oil Co. of 
and a bulk plant and two sta 
Oil Co. of MeC ook 


till will depend primaril 


only a beginning. In 
ervice 
Neligh 
Oakdak 
tions trom Core 

Though it 
on jobber distribution, the compan 
to build a pattern of representa 
that will 
ceptance, and has 
to that end 


vant 


tion improve its brand a 


bought a string of 

new station tt 

Front ! following the inv 
tern. It added 

ini cul 

I he ompany opened 

ect outlet 

rn the fat 


plant ind 


jobber 


this past year 


now ha 4 most of 


ombination bulk 
tations 
Report 


nevotlatineg 


DX-Sunra 


imbher hip 
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The Southwest 


Commission Station Idea Catches On 


Some still shy away from the idea 
for economical reasons, but the con- 
version of independent service station 
dealers to retail commission agents 
seems to be a growing trend in the 
Southwest 

The idea isn’t new. But keen com- 
petition in the Southwest over the 
past few years has sent many suppliers 
and jobbers into action 

In Texas, at least two majors cur- 
rently have the majority of their re- 
tail operations on Commission status. 


DUBUQUE, 


By Marvin Reid 


One of these has operated this way 
for years, The other started switching 
its independent dealers to agents a 


PANY 
OlL EQUIPMENT HEADQUARTERS 


1OWA 


NATIONAL 





year or so ago, and now has almost 
100% of its dealers on an agency 
basis. 

It boils down to this: There aren’t 
enough good men willing to risk the 
money needed to operate these ex- 
pensive service stations on an inde- 
pendent basis. 

Some say the dealer shortage isn’t 
the main reason. They maintain the 
companies going to commission retail 
agencies want to “control their stations 
and be in a position to set prices.” 

That, of course, is one idea behind 
the new setup. With retail agents 
rather than independent dealers, the 
supplier can control the trigger-happy 
ones on the one hand, and prod others 
into keeping their prices competitive. 

With the dealer operating on a fixed 
commission, it doesn’t matter much to 
him what price is posted on the pumps. 

A Phillips jobber in Ft. Smith, Ark., 
now has three dealers on a consign- 
ment basis. Like most other companies 
doing this, he consigns only gasoline. 
The dealer still buys outright most 
other products he handles. 

This jobber—Paul McCartney- 
puts it this way: 

“My costs of doing business have 
gone up tremendously in the past few 
years. Real estate costs me more, 
equipment is much higher, insurance 
rates have risen and labor costs have 
more than tripled. 

“During this time my margin of 
profit on a gallon of gasoline has not 
increased nearly as much as my costs 
of handling that gallon of gasoline. 

“The only way to offset these higher 
costs is to increase volume. I’ve been 
able to do this so far. I had a good in- 
crease last year. But my net profit, 
before taxes, wasn’t up a bit. 

“So, the only thing to do if you can’t 
get margin increases is to continue 
trying to increase volume while at the 
same time culting down your operat- 
ing expenses. 

“In my case, | now deliver about 
61% of the liquid products I handle 
direct to my stations from my point of 
supply. This year, | hope to bypass my 
bulk plant 70% of the time. 

“To get that 9% increase in direct 
delivery, I'll probably have to add a 
few more retail commission agents. | 
can't expect to find enough good 
operators with the proper capital in 
and around Ft. Smith willing to risk 
leasing the high-cost outiets I'll have 
to build.” 
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The South 


Florida Outlaws Stamp Scheme 


eo 


By William Kearns 


Attorney General Richard Ervin of 
Florida has ruled that a premium 
stamp promotion scheme proposed by 
a group of service station dealers is 
illegal. 

The case question came up at 
Panama City, where station dealers 
were planning to distribute folders 
within which stamps, billed as sav- 
ings or premiums on purchases, would 
be attached. The stamps could be re- 
deemed for cash or a gift prize. 

Ervin said this phase of the promo 
tion was definitely not a lottery and 
would be permitted. But the folders 
would also contain a “seal” to be 
broken on redemption of the stamps. 
The seal would reveal an alternate 
prize that in some cases would have 
more value than the already stamp 
filled folder. 

“This additional prize,” said the 
Florida attorney general, “is awarded 
by means of the result announced 
under the seal, which is not broken 
until the folder is filled with stamps 
Obviously there is no skill attached 
to the breaking of the seal and, 
even if there were, this ability to 
break the seal could in no way change 
the result printed therein. Therefore, 
as this additional prize is awarded 
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“Company cagd’s okay. Maybe we 
can hook him on his signature” 











merely by chance, one of the elements 
of a lottery does exist,” 

In another trading stamp case, a 
circuit judge at Orlando, Fla., ruled 
that a city ordinance, scheduled to go 
into effect October 1, providing trad- 
ing stamping licensing and taxing, is 
unconstitutional. Judge Terry B. Pat- 
terson issued an injunction against en- 
forcement of the ordinance by the 


city. The injunction was granted on 
behalf of a chain of supermarkets, a 
store and the Sperry & 
a trading stamp con- 


hardware 
Hutchinson Co., 
cern. 

The court upheld the contention 
that the city went beyond its authority 
when it proposed to license and tax 
those using trading stamps and that 
the ordinance violated the state and 
U. S. constitutions. Many stations 
throughout Florida have adopted 
trading stamps, which were con 
demned at the recent meeting of the 
Florida Petroleum Marketers Asso 
ciation 
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WHERE DEMANDS ARE GREATEST 
SPECIFY GILBARCO CENTRIFUGALS 


The need here was for top pump per- 
formance under extreme conditions of 
varying head and flow rate. And so 
this large pipe line terminal, one of 
the newest on the East Coast, is 
equipped with 8 Gilbarco 1500 GPM 
straight centrifugals for transferring 
and loading operations, and 2 self- 
priming 350 GPM Roto-Prime cen 
trifugals for stripping. Two years of 
peak capacity operation have demon- 


APPLICATIONS: Bulk plants ¢ Terminals 


Multi-island service stations © Airports ¢ Solvent 


plants * Drum filling plants * Tank trucks 


Semi-trailers « Lubricating oil trucks * Oil refineries 


Petro chemical plants * Industry 
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strated that the wisest possible choice 
was made. 


It will pay you to check into all the 
advantages of Gilbarco centrifugals 
Self-priming and straight centrifugal 
models with capacities from 50 to 1500 
GPM, for all types of drives. Write 
for catalog and full information. 


Gilbert & Barker Miz. Co., 
West Springfield, 
Mass. 
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The East 


Probe Divides Jersey Dealers 


By Cornelius Broderson 


Ciasoline dealer 


Jersey 


groups in New 
differently to what has 
been said about gasoline retailing at 
state-wide hearings of Sen. Hubert H. 
Humphrey's subcommittee of the Sen- 
ate Small Business Committee. 

Charles E, Rabig, Jr., top man in 
New Jersey Gasoline Retailers Assn., 
says he’s surprised that Gov. Robert B. 
Meyner wants legislation to end price 
wars in the state. The governor told the 
subcommittee he favors a state and fed- 
eral effort, but adds that he is “opposed 
to any solution that means price fixing 
because the public is entitled to bene- 
fit from competitive prices,” 

The governor's position puts him in 
the same corner with Rabig, who has 
been leading a campaign within his 
organizations for federal legislation. 
Rabig likes the idea of this because 
price wars are no longer confined to 
New Jersey. “They have spread across 
the country and involve a great many 
small-business men,” Rabig says. 

But H. Bradford Graeff, who heads 
Independent Gasoline Dealers Assn. of 
New Jersey, says the governor’s pitch 
for federal laws “sounds too much like 
a political speech.” He charges that 
the governor, who he says is “hostile” 
to gasoline retailers, is “side-stepping 
the issue” by handing the matter over 
to the federal government. “All that 
he’s doing,” Graeff says, “is passing the 
buck and shunning his responsibil 
ities.” 

Graefl 
General 


react 


says that 
Grover C., 


State Attorney 
Richman’s testi- 
mony that major oil companies control 
retail Operations through rebates and 
allowances “is the same thing we told 
the Roosevelt subcommittee down in 
Washington in July,” 


Dressler Returns 


John Dressler is again active in the 
New Jersey gasoline retailing field. 
The man who quit in March as presi- 
dent and executive secretary of New 
Jersey Gasoline Retailers Assn. (see 
NPN, Apr. 55, p. 71) has been re 
hired as executive secretary. 

“It's a permanent job as far as I'm 


128 


concerned,” Dressler says, adding that 
one of his tasks will be that of “re- 
building the association” by getting 
dealers interested in its objectives. Ex- 
plaining why he took the job, Dressler 
admits, “I was lonesome for the work. 
You can’t spend 20 years at a job and 
not long to be back in harness.” 

Does he have any ambition to head 
NJGRA again? Not in the least, 
Dressler says. “It’s much better to 
have a dealer head up the organiza- 
tion. When you hold two jobs, presi- 


The West 
See You in the 


By Richard R. Elwell 


Walter Simas is a self-serve opera- 
tor in Oakland, Calif. For two years 
he has waged a running battle with the 
city’s anti-self-serve ordinance. 

The story of Simas’ troubles with 
the city fathers still has a few chapters 
to go, but Simas has decided to get it 
down in print while it’s hot, It’s sched- 
uled to come off the presses soon—in 
a comic book. 

The situation may not be strictly 
comic, but Simas says the legal battle 
is too complicated for the average 
reader to follow in a straight journal- 
istic account. The only solution, as 
he sees it, is the political cartoon 
method of presentation 

A court judgment favoring Simas 
and his stations is presently before the 
state appellate court, where it was car- 
ried by the city attorney. The court’s 
decision could put the self-serve issue 
before Oakland’s voters. That’s where 
the comic books come in. Simas ex- 
pects to distribute 150,000, one for 
every dwelling in the city. 

Unusual tactics have worked for 
Simas before. Simas, with an assist 
trom Dan Lundberg (executive secre- 
tary of the Serve Yourself and Multi- 
ple Pump Assn.), managed to get 
enough citizens’ signatures to put the 
self-serve question on the Oakland 
ballot—although they haven't been 
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dent and executive secretary, there's 
too much room for some of your ac- 
tions to be misunderstood. This can 
lead to disagreement among mem- 
bers.” 

Charles Rabig, Jr., head man of 
NJGRA, says members were looking 
for some one to fill the secretary's 
post. “The more we thought about 
it, the more we leaned to John. After 
all, he has the experience and knowl- 
edge.” 

But, Rabig adds, Dressler turned 
down the offer more than once. It 
was only after he returned from Wash- 
ington where he testified before the 
Humphrey subcommittee of the Sen- 
ate Small Business Committee that he 
finally took the post. 


Funny Papers 


able to force a vote. Oakland’s tough 
restrictions require each signature to 
be on a single sheet, duly notarized. 
Simas and Lundberg got the signatures 
anyway, Offering a free gallon of gas- 
oline to voters who would drive in to 
“inspect” their stations. 


Sweepstakes for Signal 


Signal Oil Co. copped the Greater 
Los Angeles Safety Council's fourth 
annual sweepstakes award for operat- 
ing the safest commercial fleet in the 
area for the year ending June 30. 

Signal’s fleet of 20 gasoline trucks 
rolled up over two million miles dur- 
ing the 12-month contest. The record: 
one accident per 300,000 miles. 


Suburban’s LP-Gas Push 


Suburban Gas Service, Upland, 
Calif., thrusts its liquefied petroleum 
gas distribution operations into Wash- 
ington and Oregon with the acquisi- 
tion of seven plants formerly owned 
by Tank Gas, Inc. and Proflame Gas 
Co. 

rhe new facilities serve about 4,000 
customers in Moses Lake, Omak, and 
Quincy, Wash.; Myrtle Creek, Suther- 
lin, and Roseburg, Ore.; and Arcata, 
Calif. 

W. R. Sidenfaden, president of Sub- 
urban Gas, has named W. B. Claren- 
bach, former president of Tank Gas, 
as northwest division manager. The 
company plans further expansion in 
the Northwest. 

Suburban Gas has been serving 
about 18,000 LP-gas customers in Cal- 
ifornia and Arizona. 
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< This new coupler snaps 
into place seats and 
seals itself instantly 
without use of cams or 
levers No chance of 


any leakage 
Coupler untastens with 
outward pull on the 


arms. No spanner or 


wrene h require d, 


LOCKS AND SEALS 
AUTOMATICALLY 


With this new design, the operator 
simply pushes the connector over the 
adapter. Two latches lock the unit 
together automatically—no threading 
or tightening necessary. 
When the unit is locked, a patented a a, Eee 


self-tightening se: akes a leaktig 
If-tightening seal makes a leaktight tanks built or refitted. We ll send you 


connection at low or high pressure. the 


complete details on these re- 


The mechanism is designed so that 

The mechanism is designed so ut markably advanced couplers and on 

atics ‘compensates for ; 

automatically compensates for any our full line of truck tank fittings and 
ar i * 9as “| j "li ar s.. 3 

wear in the gasket or metal parts. The petroleum handling equipment. 

coupler is free to swivel before pres- 


sure is applied, preventing hose kinks. 


ul parts ase mate of tooo oo PHILADELPHIA VALVE COMPAN 


stainless steel to prevent rust or cor- 
3413 ARAMINGO AVENUE - PHILADELPHIA 34, PA, 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif 


rosion. Couplers can be furnished in 
aluminum if required. Elbow style in 
2%” and 3” pipe sizes; straight style 

4/2 and 9 pipe si ’ aipnt s Howard Supply Company, 5125 Santa Fe Avenue, Los Angeles |}, Calif 
in 2”, 24%", 3” and 4” pipe sizes. 

Adapters are available for all pipes 

and faucets. 
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BIGGER TIRE PROFITS 
FOR SERVICE STATIONS 


Smalier tire stocks — yet ready availability of any size, any type! That's 
a “plus” feature enjoyed by Service Stations carrying the Dunlop 
Franchise. DUNLOP'S multiple warehouse system assures a complete 
stock of tires, virtually in your “backyard", helps you build high tire vol- 
ume with a minimum investment in stock. You have ready access to 
the complete Dunlop line — you need never miss a sale! 


Dunlop Tires Cover Every America's Most Modern Tire 
Service Station Need: Passen- Manufacturing Facilities, 
ger car tires at varied price levels, 
including nylon and rayon, tubeless 
and tubed, cushion and conventional, 
white sidewall and black; a complete 
line of highway and special purpose Quality. 
truck tires plus an outstanding line 
of farm service tires. 

Dunlop Tire Merchandisers 
offer retail sales assistance, help build 


backed by the most advanced quality 
control program in the industry, pro- 
vide a continuing guarantee of Dunlop 


Powertul National Advertis- 
ing plus complete dealer level pro- 
motional programs create buying 


your tire volume. desire. 


DUNLOP ... The Line Designed To 


Produce Profits At The Service 
Station Level 


DUNLOP TIRE AND RUBBER CORPORATION 


FACTORY AND EXECUTIVE OFFICES: BUFFALO 5, NEW YORK 
DUNLOP = Founders of the Pneumatic Tire industry 
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South Dakota 


Creditors Suffer with Farmers 


South Dakota oil jobbers talk wil- 
lingly about a long list of large and 
small problems, But like jobbers 
throughout the Midwest, which was 
seared last summer by one of the hot 
test and driest spells in years, one of 
their biggest headaches is farm credit 

Men who work the stubborn soil of 
South Dakota’s farms are in trouble. 
They need credit and South Dakota’s 
Independent marketers are sweating it 
out. 

Farmers are demanding credit be- 
cause they can’t operate without it 
bankers all over the state are predict- 
ing that all but the biggest and best 
farm operators will have a tough time 
scraping cash together this winter. 

Jobbers, struggling to protect their 
volume, are carrying their farm ac- 
counts on the books in spite of the 
dim outlook 

Marketers who do a large farm 
volume have been searching for an 
answer, but most of them have had 
little more luck than their fellows in 
other Midwest areas. Sam Hjermstad 
of Wallace and some of the other 
northern-county oil men thought they 
had the solution last year in county 
credit committees (NPN, Oct. 27, 
1954, p. 31). But the plan folded in 
most of the counties in which it was 
tried. 

Hjermstad hasn’t given up. He says 
he and several other jobbers will be 
on the road this winter setting up the 
committees again. This time, says 
Hjermstad, they will try to spread the 
committees beyond the 11 counties in 
which they were organized last year 

Two Death Blows—The first county 
credit plan died for two basic reasons 

e Two of the biggest major market- 
ers in the state bolted at the thought 
of over possible antitrust action and 
pulled out their commission agents 

e There’s always the man who 
thinks more of building volume than 
he does of honoring the list 

This is how the credit plan worked 
originally 

Each month, members would send 
the secretary of the county oil credit 
bureau lists of delinquent accounts 
Members agreed under the bureau 
rules not to extend credit to any farm- 
er on the final list, though the farmer 
still could buy for cash 

If the account still was delinquent 
at the end of six months, members 
agreed to refuse product to him even 
for cash 
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When the credit bureaus folded, 
some jobbers took drastic self-defense 
measures. Earl G. Pieper of Aberdeen, 
a prime mover of the credit plan and 
secretary of the Brown County com 
mittee, cut out all farm business. He 
dropped 200,000 gal. from his halt 
million annual gallonage, but he is 
building it back gradually with more 
stable non-farm business. He says 
simply: “I’m not a big enough operator 
to tie up a lot of capital in potential 
losses.” 

John Troth, agricultural specialist 
for the Mitchell National Bank, was 
blunt when he spoke to the South 
Dakota Independent Oil Men's Assn 
at its annual convention Oct. 12-13 
in Mitchell. 

He said jobbers who sell on credit 
are headed for tough times. “One solu- 
tion is to get out of the credit business 
Everybody would be better off if 
farmers would do all their financing 
in one place.” When a jobber carries 
a farmer over a long period of time 
and allows a bill to pile up, Troth 
said, he has left the realm of credit 


Indiana 


ASSOCIATIONS 


and “moved over into the field of farm 
financing, which is the business of 
banks 

Rules for Credit—The farm spe 
cialist set down an “operating manual 
for jobbers to use in determining credit 
policies 

e Try to sell farmers on borrowing 
from lending agencies 
careful in screening credit 
Decisions should be based 


. Be 
customers 
on banking’s “Three C's” 
capacity, and capital. This includes 
the man’s ability as a farmer, size of 
his farm and quality of the soil, the 
amount of machinery and stock he has 


characte! 


and whether he owns it 

e Get all available information on 
Banks, elevators, feed 
businessmen can 


each applicant 
dealers and other 
provide il 

e Be careful about new customers 
who move in from outside the state 
or county—banks find a lot of them 
are bad risks. 

e List your 10 best farm customers, 
with all the things you know about 
them. The facts usually will be similar 
and a composite of these characteris 
tics is a good yardstick on which to 
base a credit decision 


. Keep good records 


Prescription for Industry Ills 


A group of disheartened and im- 
patient oil jobbers met at Indianapolis 
last month for the annual convention 
of the Indiana Independent Petroleum 
Assn 

They felt that oil industry leaders, 
particularly 
companies, have “let the jobber down” 
by failing to take the lead in trying to 
solve some of the industry’s internal 
problems—commercial account price 
cutting, jobber-supplier relations and 
the difficulties in finding and keeping 
good station employees 

Ihe Indiana jobbers expressed their 
impatience in a 
that withdraws any support of the Oil 
Industry Information Committee pro 
gram, “until the petroleum industry 
recognizes and deals with its internal 
problems.’ 

But in taking this action the Indiana 
jobbers left the door to peace open 
In urging the industry to “make a max- 
imum, sincere effort’ toward solving 
internal problems, the association 
pledged its fullest co-operation in any 
drive to achieve industry peace 
branded dis 


top executives of major 


vigorous resolution 


At a business session 


NEWS 


tributors in Indiana offered three com 
plaints about their supplier contracts 

1. The usual one-year tenure is too 
The contract should be written 
for five years, or even 10. The short 
term contract makes it exceedingly 
difficult for jobbers to borrow money 


short 


flor expansion purposes 

2. In most-contracts, the supplier 
retains the right to put a dual opera 
tion, if he desires, in the jobber’s 
franchise territory. The jobber feels 
he should have the exclusive right to 
market his supplier's brand within his 
marketing area 

3. Most contracts do not provide 
adequate price protection Under the 
contract, the jobber pays a laid-in 
price for his products, and the prices 
are not tied to any base, such as pub 
lished quotations 

Probe Turned Down 
tion's Contracts Committee, headed by 
Kenneth Goodwell of the Good Oil 
Co., Richmond, asked whether it 
should present these complaints to a 
state legislative committee that was 


The associa 


formed at the request of automobile 
dealers to investigate franchises be 


13] 





= associations 


tween suppliers and distributors 
Several members warned that “when 
you fool around with government 
always in danger of 
something hung around your neck that 
you don’t want. Let’s wait and see 
what happens to the car dealers,” 


youre getting 


Russell Williams Jr. of 
Inc,, Indianapolis 
ident of the 


CGrasteria 
was re-elected pres 


Fred Wilder 


association 


of the Wilder Oil Co 


elected vice 


Boonville, was 
president and Emmett 
Farmer of the Capitol Oil Co., Canby, 
was re-elected treasurer for his 18th 
consecutive term. 

New directors are Fred Fehsenfeld 
of Crystal Flash Oil Co., Indianapolis; 
Kenneth Goodwell, Good Oil Co 
Richmond; John Pritchard, 
Oil Co., Madison 
Webb Oil Co 


Pritchard 
and George Webb, 
Frankfort 
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“Why shucks, that’s hardly a weekend’s supply since 
| switched to this Skelly ‘Big Ticket’ franchise!” 
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Empire State 


Chock-Full Session 


Empire State Petroleum Assn.’s fall 
meeting gave members a chance to 
pick up information on good credit 
collection policies, liquid fertilizers, 
the wholesaling and retailing of lique- 
fied petroleum gas, and how the St. 
Lawrence Seaway will affect product- 
price and transportaion costs. 

Credit—Major integrated com- 
panies and Independent primary sup- 
pliers will tighten credit shortly, ac- 
cording to F. Raymond Kraemer, 
credit and financial consultant, of 
Mineola. Kraemer advised the job- 
bers to follow suit. 

A 50-company survey, he says, 
shows that 38% of the companies 
expect collections from jobbers to 
become more difficult in the year 
ahead and 75% expect more trouble 
collecting from consumer accounts. 

Liquid Fertilizers—Jobbers spray 
ing lawns in the slack season were 
told by John F, Cornman of State 
College of Agriculture, Cornell Uni 
versity, that they were working on 
lawns at the wrong time. The fall—not 
the hot, dry summer-—is the best time. 
The weather then is cool and damp 
and there is no weed problem, he said. 

Liquefied Petroleum Gas—An oil 
jobber can get into wholesaling LP- 
gas with a minimum investment of 
$30,000, according to John F. Scozza- 
fava of Port Henry Oil Corp., Port 
Henry. For that money, a jobber can 
get himself a 30,000-gal. bulk plant 
and be in a business, Scozzafava said, 
that has a lower percentage operating 
cost than either gasoline or oil. 

But he advised jobbers to make a 
survey of present and future volume, 
check what other LP-gas bulk plants 
are in the area, what type of com 
petition they will meet and the type of 
accounts they can get before putting 
$30,000 into such a business. 

On the retail end, S. A. Whitaker 
of Shay Gas & Oil Co., Penn Yan, 
told jobbers that if LP-gas is com 
bined with a jobber’s present business, 
it takes 500 LP-gas customers to make 
the business pay a profit 


Arkansas 


Exchange of Ideals 


What does a jobber want from his 
supplier? And what does the supplier 
want from his jobber? 

A small group of jobbers and sup- 
plier representatives, debated these 
questions at the Arkansas Independ- 
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ent Oil Marketers Assn. meeting in 
Little Rock, Ark 

Cities Service’s L. T. White, who 
was conducting the meeting, put out a 
few leading questions. It didn't take 
long for the few jobbers present to 
start talking. 

First, they said, they want their sup 
pliers to furnish them with popular 
products that would be accepted by 
the public. These products should be 
made available to them at competitive 
costs equivalent to the quality. 

Then, they want suppliers to set a 
fair policy, then stick with it. 

Supplier Needs—The supplier rep 
resentatives ask for jobbers they can 
place their complete confidence in, 
above anything else. 

Suppliers say they want their job 
bers to maintain their position in any 
particular marketing area, that they 
want local prestige through their job 
bers and that assurance of continuity 
of representation 


Georgia 


Two Bills Backed 


At the semi-annual meeting of the 
Georgia Independent Oilmen’s Assn 
held in Atlanta earlier in the fall, job- 
bers voted to sponsor two bills in the 
next session of the State Legislature 
The lawmakers convene in January 

One bill will cover the sale of anti 
freeze in the state. It has been amended 
to conform to suggestions of manu 
facturers of antifreeze. The second 
bill would regulate the sale of brake 
fluid in the state 

Speakers at the convention were 
Charlie Cullen, Charlotte, N. ¢ 
(“Making Business Buzz’), and W. S 
Shockley, Atlantic Refining Co., Phila 
delphia (“Let’s Sell Oil Heat”) 

A new twist was provided when the 
second session opened with special 
breakfasts given by each supplying 
company for its jobbers 


Pennsylvania 


Action on Below-Cost Law 


If Pennsylvania oil jobbers want to 
enforce the state’s below-cost sales act 
they had better ask members of the 
House Judiciary Committee to get the 
amendment setting up a cost survey 
House Bill 1686—out of committee 
and onto the floor for a vote 

rhat’s the message Mark T. Milnor 
counsel for Pennsylvania Petroleum 
Assn., had for members at the annmtal 
fall meeting at Pocono Manor 

Jobber interest in below-cost sales 
acts ran high as Cash B. Hawley, pres- 


ident of National Congress of Petrol 
eum Retailers and general manager of 
Retail Gasoline Dealers Assn. of Mich 
igan, gave PPA men a 
after” picture of gasoline retailing in 
Michigan 

What It Was—Before the act was 
passed, Hawley says, marketing con 


before and 


ditions “were chaotic” with price wars 
all over the state. Dealers were going 
broke, competition was destroyed and 
product dilution, 


short-measure had set in 


substitution and 
Service to 
the public had broken down because 


The 


dealers couldn't afford to hire good 
help 

What It Is—TIhe picture today Ls 
shows that the majors, 
along with jobbers and the retailers 


years late! 


are “the beneficiaries of a prosperity 
in which all can participate and which 
is beneficial to the public in_ bette 
service and in the stability of those 
who render it,” Hawley says 

Hawley says the heart of the Michi 
gan act is the cost survey, which is a 
questionnaire sent to all registered re 


tail dealers. Each dealer's selling cost 
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Skelly Franchise 


is the 


“Big Ticket’ 
Franchise 


for You 


It's those “big tickets” 


are paying off big for Skellymen these day 
Skelly’s vigorous promotion is 
ticket” business for their dealers 
of 10% more mileage or 10 gallons free when custome! 


for 30 days to premium gasoline and premium motor oil; 


multiple item and premium sales-——that 


And why not? 


aimed directly at getting “big 


and tankmen: (1) A guarantee 


witches 


) 


1000-mile guaranteed Greasemaster Lubrication that helps get 


more cars up on the rack; (4) The best TBA setup in the busine 
Let us prove that the Skelly franchise is the “big ticket” 
franchise for you, too. Write, wire or phone today! 


SKELLY OIL 


P.O. Box 436, Kansas City, Mo 


Division Offices: Kansas City «¢ St. Paul 


Cedar Rapids + Chicago «+ Tulse 
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you ll gain more with 


ROPER 3600 series PUMPS 


BRONZE HARDENED = SPLIT OUTBOARD 
BEARINGS GEARS } GLAND «BEARING 
\ \ 


ADWSTABLE 
RELIEF 
VALVE 





In seven capacities trom 40 to 300 G.P.M. 


Easy to install and operate... dependable to reduce down-time, 
you'll find the Roper Series 3600 Truck Pump a worthwhile 
investment in necessary equipment. This is a complete unit, 
ready for hook-up on any type of drive, and for all conditions 
of piping and mounting. 


@ High lead bronze bearings — deep packing box with 8 split 
ring packings. 
Pumping gears run smoothly in axial hydraulic balance. 


Adjustable relief valve assures full capacity when pumping... 
permits nozzle shut of without stopping pump. 


Compact design, lightweight. ..ideal for new installations or 
for replacement. 


GEO. D, ROPER CORPORATION 
482 Blackhawk Park Avenue, Rockford, Illinois 


Please send Catalog 
Have Roper Representative Call 


Name 


Address 
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is determined and a state average is 
set up. 

The Pennsylvania amendment would 
establish a cost survey for any indus- 
try and let its results stand as “com- 
petent evidence” of the cost of doing 
business. Under the present law, the 
mere offering of products at what may 
seem to some as below-cost is con- 
sidered evidence of selling below cost, 
but absolute proof is almost impossi- 
ble to get. Jobbers hold the act is un- 
enforceable. As a result there has 
never been any prosecution under its 
provisions. 

Jobber Queries — PPA members 
asked if the cost survey angle had been 
attacked in court. Hawley’s reply: 
“No, but another section of the act 
dealing with premiums and _ trading 
stamps had, with a Circuit Court up- 
holding the ban on such offers. But 
the defendant appealed to the state 
Supreme Court, which overruled the 
lower court and said premiums were 
a legal form of advertising. 

Who handles the enforcement? 
Hawley: “The dealers’ group files the 
complaint with enforcement officials 
who usually call in the violator, talk 
to him, tell him that other dealers will 
meet his price and ask him: ‘Where 
will you be then?’ ” 

What about unbranded dealers? 
Hawley: “There is a 2.5¢-5¢ a gal. 
variation between branded and un 
branded dealers. In western Michi- 
gan the majors have done something 
about it, offering to give dealers some 
assistance on a 50-50 basis. But of 
late, the dealers tell the suppliers to 
cut their tank wagon, not the dealer’s 
margin, and the suppliers have done 
just that, so now there is about a 2¢ 
per gal. variation between the two.” 

What about a more efficient oper- 
ator who claims he can sell for less 
than the state cost-survey margin and 
does? Hawley: “He will have to prove 
in court that he can sell for less—a 
costly undertaking—and even if he 
wins his point and sells for less, other 
dealers can meet his price. Thus the 
gallonage he first gained by selling for 
less is lost as other dealers meet his 
prices. Soon he'll realize what it is 
costing him.” 

Does the survey cover only gaso- 
line selling costs? Hawley: “It covers 
everything that’s sold at a service sta- 
tion. We’ve found that stations do 
70% of their business in gasoline and 
the 30% _ in other business.” 

What percentage of replies do you 
get to the cost survey? Hawley: “Be- 
tween 25%-30% of the service sta- 
tions reply. We don’t see the surveys 
at all. It’s all handled by our cost ac- 
counting expert.” 
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Virginia Jobbers 


Ellis Asks Support 


Otis H. Ellis, general counsel of the 
National Oil Jobbers Council, told the | 
largest meeting on record of the Vir- | 
ginia Petroleum Jobbers Assn. that it 
should stick with its national organiza ona DOLLAR-FOR-DOLLAR 
i | can't beat CHAMPION 

Ellis told a placid group of conven- basis you cant beat 
tioners, meeting in Roanoke in late ia 
October, “There isn’t one of you in this aii : 
room that doesn’t have a better mar- 
gin and a better agreement with your 
supplier today than you did five years 
ago.” CHAMPION OTHER 

If the big attendance and the gen- 
eral calmness were an index, things Wear-resisting One Unit Plate Valves 
are going well for Virginia jobbers. Unrestricted Straight Line Air Flow 
F. C. (Hugh) Moore, York Oil Co., Thin, Deep Cooling Fins 
Hampton, presided over the meeting Automotive-type Connecting Rods 
He was elected president at the spring Drop Forged Crankshaft 
meeting in Richmond. Roller Main Bearings 

e Opposed a Virginia tax hike for Finned Copper Inter-Coolers 
gasoline and diesel fuel on the grounds Special After-Cooler & Filtering Trap 
that the state has sufficient funds to Centrifugal Unioader—No-load Starting 
cover the current road programs. Speen Sarees 

e Got no resolution from the Fair 


Irade Committee, which stated that HAM = ON 


the time y “resolutt é 
he Ime for resolutions that do no PNEUMATIC MACHINERY CO. 
good” has passed. The chairman asked 566 Gidssode @ Sida a 


for a deferral of a report until spring 
e Listened to advice from jobbers 
on beating gas. A Fredericksburg job- 


Sharpen your pencil—sit down and com- Today's Champions are finished 
pare air compressors feature by feature with the precision of fine engines 
They're fully engineered for longer, 
economic al operation proven by 
Domed Pistons and Cylinders their reputation for stamina 
unequalled over 35 years of service 
Yes, you'll find—DOLLAR-FOR-DOLLAR 
—you cant go wrong when you 
CHOOSE A CHAMPION! 


54 Models—Horizontal, Vertical, 
Portable—\, to 10 H.P.—stand ready to 
meet your needs exactly! hd 


HEEL 











ber revealed that his city had beaten 4 HIGH PUMPING EFFICIENCY 


municipal adoption of gas in a refer- 
endum, 800-200. 


| * On ait 
The group decided to meet at the Quick Installation 


John Marshall Hotel, Richmond, on 


April 26. It will meet at the Hotel oe Limited Space 


Roanoke, Roanoke, in the fall 








SERIES VERTICALS 
Centrifugals THAT PRIME ! 


@ Combines centrifugal pump perform- 
ance with self-priming advantages. 
Crown Central Petroleum Co., stress Safety — Dependability — Economy 
a need for stronger supplier-jobber | % ie, - Better Performance. 
ties. More than 150 members were | wae i ae Simple to install. Suction and dis- 
present a siege charge for standard 2” pipe. 
Stickel pointed out advantages of abd Unit requires little more space than 
the jobber in the marketer's distribu- | : motor itself. 
tion program. The jobber, he said, is | hae 
- a — — to handle and 3 FOR TRANSFER PUMPING 
sciect dealers, he can acquire proper- 
i a i CARTRIDGE DESIGN AND REFUELING SERVICE 
ties more cheaply and more success- 
fully. he cs revent tetake Saves Time—Reduces Spillage— 
¥ y; e can prevent mistakes in Increases Safety. Permits removal . . 
distribution through local contracts, of pump elements without break tank trucks, cars, tractors; from docks to tugs or 
and he can act more quickly, when ing piping. Enables quick boats; from airport refueling pits to aircraft 
necessary in field with minimum LC 
pumping service D motor. Bulletin 4-PP-11 


Virginia Oil Men 


Stronger Supplier Ties 


rhe Virginia Oil Men’s Assn., meet- 
ing in Roanoke Oct. 28, heard Jesse 
Stickel, chairman of the board of 


rom above ground or underground tanks to 


Equipped with an explosion-proof Class 1, Group 
The breakdown of supplier-jobber 
relations can be blamed on two things, 


Stickel said. One is lack of continuity, The GORMAN-RUPP ot. MANSFIELD, OHIO 


when contracts are broken. The other 
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— associations 


is lack of competition with other 
service stations when jobbers and sup- 
pliers do not work together, and are 
afraid to build representative outlets. 

Junie D. Lawrence, President of 
VOMA, presented 25-year awards to 
five men at the meeting. Honored for 
their 25 years in the oil marketing 
business were E. E. Andrews, Esso 
Standard Oil Co., Richmond; Thomas 
H, Bradiey, T. H. Bradley Oil Co., 
Portsmouth; Richard M. Hogan, Na 
tional Oil Co., Inc., Richmond; C. G 
Pembroke, Standard Oil Co., 
Richmond; and Lewis M. Powell, Gulf 
Oil Corp., Petersburg 

Next meeting.of the association will 
be April 27 at the John Marshall Ho 
tel, Richmond 


Esso 


Trade Mark 


and Patent 


Registered 


Pending " 


California Retailers 


Jimmy Wants Help 


Congressman James Roosevelt (D., 
Calif.) returned to his original stamp- 
ing grounds in mid-October to bid for 
the support of California’s gasoline 
dealers. 

Roosevelt, chairman of the House 
small business subcommittee studying 
oil marketing practices, spoke at the 
Fresno convention of the California 
Gasoline Retailers Assn. He discussed 
his proposed bill to give government 
aid to small businessmen with griev- 
ances against their suppliers. 

‘Line up others who have the same 
problems and the same questions as 


/ STEEL GASOLINE 


PUMP ISLAND FORMS 


For that new service station or remodeling job. 
. « » Reduce gasoline pump installation costs... 


Saves concrete 


Plenty of room to make 


suction pipe, electrical, water or air connections. 


Stays 


No Chipping or Cracking 


Neat and Attractive for Years 


WRITE FOR INFORMATION OR PRICES 


W. B. GOODE COMPANY 


2915 W. LEIGH ST. * 


RICHMOND 21, 








You are 


assured 
trouble-free 
service with | 


EVER-TITE 


Quick Hose | 
Couplings 


rt 


Oust Cap 


Save time in 
deliveries—and save 
wear on equipment 
—by using Ever-Tite 
Couplings. 

Ever-Tite engineering 
assures performance 
you can count on— 
and Ever-Tite 
durability reduces 
maintenance to a 
minimum. There is an 
Ever-Tite for every 
need. Ask your 
distributor now. 


EVER-TITE 
Adapter and 
Coupler 


EVER-TITE COUPLING CO. INC. 
254 West 54th Street 
New York 19, N. Y. 


es 
= EVER.-TITE 


Shank Hose 


Dust Plug Coupling 
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yourselves,” Roosevelt said. “Let my 
committee know your views. We are 
pioneering in this sort of legislation 
and we know we need help from many 
quarters.” 

The worst industry plagues today, 
said Roosevelt, are suppliers’ attempts 
to get “exclusive dealing” and their 
tactic of forcing price wars at dealers’ 
expense. 

“I do not feel that any problem aris- 
ing in industry or business can be 
taken care of by legislation,” he said. 
“I feel co-operation between suppliers 
and retailers is essential to the well- 
being of any business.” 

Balloting—Elections at the conven- 
tion brought in a vote of confidence 
for President Philip M. Hudson, Fres- 
no, and his fellow officers. Gene Lewis, 
Ventura, and Herman Halvorsen, San 
Pedro, were re-elected vice presidents. 
Louis Gennuso, Fresno, was re-elected 
secretary-treasurer. 

William Gray, Palo Alto, stepped 
down as vice president to become field 
secretary. G. J. Gustafsson, Santa 
Rosa, was chosen to succeed him. 


Texas Marketers 


Consignee Puzzles 


lalk at the sixth annual meeting of 
the Petroleum Marketers Assn. of 
Pexas jumped back and forth between 
two subjects: supplier-consignee re- 
lations and liquefied petroleum gas. 

The 150 delegates to the three-day 
convention checked into Dallas’ Hotel 
Adolphus on Oct. 19. The next morn- 
ing they listened to L. T. White of 
Cities Service Oil Co. on “What a 
Supplier Expects of His Consignee.” 
Then Rigdon Edwards, association vice 
president from Sweetwater, came out 
of the opposite corner to discuss “What 
a Consignee Expects of His Supplier.” 

Suppliers’ Side—White, business re- 
search and education manager at his 
company’s New York office, told as- 
sociation members that the consignee 
function will become an increasingly 
important one. 

“There is no shortage of oil or auto- 
mobiles,” White said, “but there is a 
definite shortage of skilled technicians 
who can service today’s modern high- 
powered automobiles.” 

White told delegates that they must 
become merchant wholesalers and do 
much more than sell or handle gaso- 
line. He indicated that future com- 
pensation of wholesalers might be 
made on a basis of functions per- 
formed, not gallonage sold. He point- 
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ed out that if the consignee train men, 
promote business, and advertise, it 
would pave the way for a “functional 
discount” form of payment from his 
supplier. 

Consignees’ Corner—Edwards put 
forward several points obtained from 
association members through a ques- 
tionnaire. The wholesale commission 
marketer, he said, expects recognition, 
just compensation for services, infor- 
mation on consolidation programs and 
contemplated transport changes 

Many commission marketers, Ed 
wards said, feel suppliers have not 
shown enough concern for their rep 
resentatives to the public—“the men 
on the firing line.” He stated that some 
companies now pay lower commission 
rates than were prevalent in the de 
pression years, putting the consignee 
in the squeeze of diminishing profits 

Fdwards said consignees feel enti- 
tled to information on company plan 
ning, in order to organize their own 
future programs intelligently He 
urged the adoption of a supplier-con 
signee code of ethics 

Officers—F. W. Burton, Decatur, 
was elected to succeed H. L. Allen 
Houston, as president for the next 
year. Burton had been a vice presi 
dent. J. F. Walker, Marshall, and 
Hammock, Amarillo, were 
elected vice presidents. Re-elected 
vice presidents were T. C. Lacey, 
Nacogdoches, and Clyde Austin, 
Kennedy. C. A. Forbes, Georgetown, 
was re-elected treasurer 

New directors elected were Larry 
Arnold, Marshall; Jess Taylor, Me- 
Kinney; C. S. Boone, Refugio; Bill 
Gaines, Dublin; Frank Farwell, Dal 
hart; O. G. Rudy, Monahans. 

The association voted to meet at 
San Antonio next year 


George 


Vebraska Marketers 


Helping Farmers Pay 


The biggest headache facing Ne 
braska jobbers is how to collect farm 
accounts. That was the subject of a 
panel discussion at the gnnual conven 
tion of the Nebraska Petroleum Mar 
keters, Inc. in Omaha in mid-October 

Most Nebraska jobbers depend on 
the state’s farms for their business 
his fall and winter the farm economy 
in many parts of Nebraska is bad—as 
it is in some other sections of the Mid 
west. Extreme drought ruined much 
of the state’s corn crop. 

Yet the economic situation is not 
desperate, and Nebraska jobbers will 
make money this year. They anticipate 
farm sales in 1956 will be as great, or 


greater, than in 1955. For the farmer, 
even if his income is reduced dras 
tically, needs quantities of oil products 
to plant a new crop 

Prospects for a good crop next yea! 
are improving. Fall rains erased fears 
of a dust bow! like the one that devas 
tated widespread farm areas in the 
mid-’30s. But 1955 was bad, and most 
rural jobbers will have to carry some 
of their farm accounts well into 1956 

What to Do?—Keynote of the credit 
discussion was sounded by moderator 
L. M. Shultz, Shultz Oil Co., Rogers 
Shultz, a member of Nebraska's one 
house legislature, reported that Ne- 
braska bankers had agreed that farm 
credits would require careful study, 
and that next spring would be a critical 
time 
Shultz ob 
served, “bankers are going to be more 


From all indications, 
cagey than ever in making farm pro 
duction loans.” 

That puts the matter strictly up to 
us, insofar as petroleum products are 
concerned,” he declared. “If the reg 
ular sources of credit to farmers won't 
provide farm operating capital, what 
are you and I to do? 

The farmer must have gasoline, 
tractor fuel, oils and tires to stay in 
business, Shultz said, and every job- 
ber wants to help in whatever way he 
can—most of his farm customers are 
friends and neighbors 

“But personal friendship, sympathy, 

or even membership in the same 
church, won’t buy merchandise or pay 
wages. There is a practical limit to the 
amount of our capital that we can tie 
up in accounts receivable,” he said 
If we exceed that limit, we are in 
trouble. Our credit is the farmer's as 
surance that we can help him. If we 
lose our ability to discount our bills, 
we can’t be of much service to the 
or anyone else.” 

Panel Comments Appearing on 
the panel were Robert D. Barton, 
credit department, Phillips Petroleum 
Don Clarke, Clarke Oil Co., Hastings 
Gilbert Vogt, assistant credit manager 
Indiana Standard; Don Stevenson, 
assistant credit manager, Socony Mo 
bil; E. T. Westerhof, assistant credit 
manager, Conoco. Here’s a summary 
of what they said 

The jobber must know his cus 


farmer 


tomers. In extending credit, he can't 
rely solely on his own judgment, but 
must carefully 
tomer’s character and habits. Any ex 
tension of credit is a gamble, and “we 
should have the odds slightly in’ our 
favor.’ 


investigate the cus 


Ihe customer must be willing to 
pay—not just able. It isn’t a sale until 
the money is collected 
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Jobbers can use the state’s gas 
oline tax refund law to help in farm 
collections. The farmer must apply for 
the tax refund within six months of the 
purchase, and must have a receipt 
showing that payment was made fot 
his petroleum products 

The jobber must set clear terms 

Personal contact is the best fol 
low-through on delinquent accounts 
But the jobber should send out state 
ments regularly, maintain adequate 
credit records, and refer to them fre 
quently 

The jobber should use the “post 
tive approach " He should assume that 
the customer is going to pay. He 
should ask for the account in full 
then work backwards” in arranging 
terms for the balance 

Ihere must be a shut-off date, 
ifter which the customer won't receive 
deliveries of product unless he pays the 
account 

Study Proposed the Nebraska 
jobbers took under advisement a sug 
vestion from H. H. Hahn, executive 
secretary, that the association sponsor 
an exhaustive study of Nebraska mat 
kets and marketing conditions to de 
termine whether “the selling level ts 
profitable or not 

Resolutions Nebraska 
adopted a resolution objecting “strenu 


jobbers 
ously” to the “growing practice of 
direct sales by suppliers to consumers 
at prices lower than those granted to 
the jobbers 

In other resolutions, the Nebraska 
jobbers 

e Declared that 
should be based on “existing 


jobber margin 
prices 

both dealer tank wagon and consume! 
immediately after they 
Omaha; Clayton 


e | xpressed concern “at the over 


tank wagon 
son Petroleum Co., 


building of service stations at a rat 
that far exceeds the probable increased 
demand for products and services 

and asserting that “there is an alarm 
ing turnover of station lessees, as well 
as closed stations, and the publi 
wondering as to the sanity of the oil 
industry.” 

New Officers 
Oil Co., 
of the Nebraska association 
ing Fred K. Evans, Evans Service Sta 
ton Arapahoe 

Carl W. Mueller, Mueller Oil Co 
Columbus, was named first vice pres 
A. Spohn, Spohn Oil 
Co., Kearney, second vice president 


Thomas Witt, Witt 
Pender, was elected president 


succeed 


ident, and G 


Elected to the board of director 
were EF. H. Lohr, Lohr Petroleum Co 
Columbus; Donald Clarke, Clarke Onl 
Co., Hastings; Ralph Swanson, Swan 
son Petroleum Co., Omaha: Clayton 
Peterson, Peterson Oil Co., St. Paul. @ 
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is AND 


PRICES 


Markets Strong as Fall Season Ends 


BY FRANK HOLMAN 
NPN Market Editor 


HE OVER-ALL PICTURE for oil mar- 

kets was one of strength as the 
annual meeting of American Petro- 
leum Institute got under way in San 
Francisco last month. 

Although light fuel oils still carried 
a summer price tag along the East 
Coast, it was apparent at mid-Novem- 
ber that rising tanker freight rates 
soon would bring an end to the special 
0.5¢ discounts offered to stimulate off- 
season fills. 

Strength in crude oil also was part 
of the general picture. Pennsylvania- 
grade crudes were up 14¢ to 15¢ bbIl., 
heavy crudes advanced in amounts 
ranging up to 10¢ bbl. in California, 
and a 10¢ boost touched off by Carter 
Oil Co, in Illinois Basin oil became 
general, 

Gasoline continued strong. Mid- 
Continent suppliers to private brand 
and unbranded trade raised their spot 
prices for premium-grade gasoline 
0.25¢ gal., thereby widening the dif- 
ferential over regular-grade to 1.5¢ 

While continued good demand for 
gasoline gave support to the premium- 
grade increase, the increase actually 
resulted from realization that manu- 
facturing costs rise disproportionately 
as the octane rating goes above 90 Re- 
search, 

Last spring, when octane ratings 
for both regular and premium were 
increased, prices for both grades went 
up the same amount. Refiners now say 
the price advance on premium then 
was not sufficient to offset the higher 
manufacturing cost. 

Prices for liquefied petroleum gas 
were up 0.5¢ with propane quoted at 
3.5¢ to 4¢, Group 3, and still buoyant. 
Natural gasoline, Grade 26-70, was 
up 0.5¢, to 6¢ Group 3, and 5.5¢ 
Breckenridge 

Refiners’ quotations for light fuel 
oils moved up 0.25¢ gal. in the Mid- 
Continent, reflecting better demand 
also good handling of stocks at Great 
Lakes Pipe Line terminals. Chicago 
District prices for No, 2 fuel moved 
up 0.375¢, but several traders said 
sales were being made at “shaded” 
price of 9.5¢. 

Large suppliers, meanwhile, were at 
firmly established contract prices for 
10.7¢ for No. 2 and 11.7¢ for No. 1, 
delivered in metropolitan Chicago 
area, New prices to branded jobbers 
represent an increase of 0.6¢ fiom 
summer-fill schedules. 
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Heavy fuels again were shaping up 
as tights of all refined products. 
Slightly eased supply positions in the 
Mid-Continent and at Chicago swung 
around to a point where resellers were 
unsuccessful in their tries for spot 
material. 

Pointing up Armed Services Petro- 
leum Purchasing Agency’s problem in 
covering its Navy Special and other 
residual requirements, Col. A. C. Gil- 
liam suggested increased residual im- 
ports, particularly from Venezuela, to 
make up for lower residual yields in 
this country. 

Bids against ASPPA’s requirements, 
Gilliam said, have been few and far 
between because demand for light 
products has resulted in declining pro- 
duction of heavy fuel. 

Lubricating oils were tight and 
prices were higher in most markets. 
The strike at Elk Refining Co.’s 5,000 
b/d plant at Falling Rock, W. Va., 
had hardly been settled when the 
Seneca branch of United Refining 
Co.’s_ refinery at Warren, Pa., was 
knocked out by fire. Traders said loss 
of United’s output will mean several 
more months of supply pinch for 
Pennsylvania bright stock. 


DISTRICTS 


Atlantic Coast 


Open market trading in distillate 
fuels continued quiet in eastern mar- 
kets, but this time the shoe was on the 
other foot. Rising tanker freight rates 
brought buyers into the market, but 
sellers withdrew. Indications were that 
distillate prices were set to advance 
because of the disparity between ter- 
minal barge prices and current de- 
livered-in costs. 

Clean tankers were fixed at USMC 
lus 35% for Gulf-North of Hatteras 
voyages at mid-November. This is the 
equivalent of 1.2¢ gal. freight for No. 
2 fuel from the Gulf to New York. 
Thus, No. 2 fuel at 8.5¢, FOB Gulf, 
would lay in at about 9.7¢, against 
current delivered cargo price of 9.25¢. 


Gulf Coast 


Rising tanker rates had immediate 
effect on open market trading at the 
Gulf. Potential domestic buyers with- 
drew and at least one export inquiry 
for low-sulfur bunker “C” fuel was 
taken out of the market 

Gasoline was available at the Gulf 
for late November or early December 
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lifting, but offerings were not being 
pressed on the market. Some inde- 
pendent refiners, in fact, were sold up 
through December. 


Midwest Wholesale 


Colder weather in the north central 
states spurred movement of both dis- 
tillate and residual fuels and—sur- 
prisingly—did little to stem the heavy 
demand for gasoline. 

At Chicago, No. 2 fuel advanced 
0.375¢ to 9.625¢. But there were re- 
ports that some sellers were not stick- 
ing to the higher price. Through dis- 
counts in one form or another, some 
dealers were said to have been closed 
at 9.5¢. 

Heavy fuels switched from easy to 
tight supply positions at Chicago and 
in the Twin Cities. 


Western Penna. 

Prices for all base lubricating oils 
were up 0.5¢ to 2¢ gal., and the out- 
look for the next few months was one 
of continued tightness. The scramble 
to buy bright stock highlighted open 
market activity. The spot market was 
swamped with inquiries well beyond 
prompt production capacity. 

At least three refiners, all of whom 
normally are sellers of bright stock, 
were on the buying side of the market. 
Added to this were spot inquiries from 
jobbers and compounders who nor- 
mally would be able to obtain their 
entire requirements through contract 
channels. 

Spot bright stock prices depended 
pretty much on what the refiner, with 
material to offer, felt like asking. 
Among various transactions reported 
was sale of one car of bright at 22¢ 
gal. (most refiners quoted 20¢ to regu- 
lar-customer jobbers), and one refiner 
reported turning down a buyer’s bid 
of 22 


Mid-Continent 


Low quotations for distillates re- 
ported by Oklahoma refiners advanced 
0.25¢, to 8.875¢ for No. 1 fuel and 
8.25¢ for No. 2 fuel, Group 3. De- 
mand for light fuels improved with 
the more seasonal temperatures in the 
upper central states. 

Call for gasoline was described by 
most refiners as “exceptionally good.” 
Heavy fuels were increasingly tight, 
and refiners were turning down in- 
quiries for both prompt and forward 
shipment in many instances. « 


PETROLEUM NEWS + December, 1955 





MARKET BAROMETER 


PRODUCTS VS. CRUDE GULF COAST PRODUCTS VS. CRUDE MID-CONTINENT 
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prices REFINERY AND TERMINAL 


MOTOR GASOLINE 

Guilt Coast C goes Nov 2% Oct. 21 
97 oct prem (4) 13-12 ( 17 3-13.5 
95 ort prem y 
93 oct pren 
09 vet reg 
87 oct reg 

84 oct reg 
RA oct reg 

79 oot 

70-72 ot M 

leaded 
Albany, N. Y 

5 oct pre 
AY oct reg 

Baltimore, Md 
96 oct prem 
89 oct reg 
Boston, Mass 
05 ort prem 
89 oct reg 
Buffalo, N.Y 
fk 


1) oct prem 


89 oct reg 

Charleston, 8. C 

95 oct pren 

89 oct reg 

Chicago, tl 

95 oet prer 

04 ort pren 

89 oct reg 

#6 oct reg 

Corpus Christi, Tex 

96 ort pret 

#9 oct reg 

Houston, Tex 

05 oct prew 

BY oct reg 

Jacksonville, Fla 

05 oct pren h~ 14 OCB) 
89 ort reg 

Miami, Fla 

95 oct pren 

KY oct reg 

Mois-8t. Paul, Minn 

04 oct prer ) 

86 oct reg (5)) 
Mobile, Ala 

95 oct pren 14.61% 
89 oct reg 14.1 


New Haven, Conn 
95 oct prem 
BY oct reg 

New Orleans, La 
06 oct prem 

MO) oot reg 


New York Harbor 


9 
80 oct reg 
Pensacola, Fla 
95 oct pren 
80 oct reg 
Philadeiphia, Pa 
05 oct prer 
BO oct reg 
Pt. Everglades, Fla 
05 oct pren 
BY oct reg 
Portland Me 

hoct pren 
AO ot re 


Providence, R, | 


) oct pre 
bY oct reg 


Savannah, Ga 
5 oct prer 214.6 ‘ : 6-14. 915 (2)14.6-14.9( 2)14.6-14.0(3 
AY oct reg s.4Cf 2 1-13.4(6 (2)13.1-13.4(5 2)13.1-13.4(5 


Tampa, Fla 
95 oct pren 3 ) 14.3-14.8(4 14.3-14, 814 
PY oct reg 3 1 + a5 12.813, (5) 12.8-13.3(5 


Wiimington, N.C 
95 oct pret 
RO oct reg 


Refinery and termi { . f f repr 1 fror atts Oil 
m Price Surt ] vubl ' 
Prices shown ir | ninal s are sal nr quot 
ne, or general 

pipe line terminal 

terminal operators 

pecified 
Following types of p ure 

therefore are not included in price 

ff a specified price; “market date 

ntracts; prices arrived at in ac 

to date of sale. Prices made to broke an cer-refiner! 


ictions, aleo are not considered ir | ble ri as noted below 


Prices shown are for quantities ii bulk such as tank car lots, or. truck 


transport lots or barge lots. Prices applying only to barge lots, or carg 


140 


MOTOR GASOLINE 


Okla, (Okla. shpt Nov. 11 Nov. 4 Oct. 28 Oct. 21 
94 oct prem 12.625-14.5(4) 12.626-13.5(4 12.625-13.5(4 12.625-13.5 4) 
86 oct reg 11.375-11.76 11.375-11.75 11.376-11.75 11.376 Wh 
60 oct M & below (2)10.5-10.875(2) (2)10.5-10.875(2) (2)10.5-10.875 2)10.5-10.875/2 
Okla. Group 3 (Northern shot 
14 oct pret x12.5 

K6 ort reg 11-11. 5(2 
60 oct M & below 10.25-10.75 
N. Tex. (Tex. & New Mex. shot.) 
17 oct pr 4-15.23 


1D ort pret 
55 oct reg 
84 oct reg 
60 oct M & below 
W. Tex. (Tex. & New Mex. shpt.) 
oct prem 14.875 
et pren 
1Z ort prer 
yet reg 
S| vet reg 
6 oct M & below 
E. Tex. (Truck traneport lots) 
oct pren 13.5 
» oct pren 
86 oct reg 
84 oct reg f y 
60 oct M & below (3 y (2)11-11.125 
Cent. W. Tex. (Truck transport lots 
17 oct prem 13.75 13.75 


92 oct pren 13.26 


86 oct reg 11.875 
Ark. (For shpt. to Ark. & La 
19" 


4 oct prem 75 


oct prem ». 26 
86 oct reg 11.25 
84 oct reg I! 
Kane. (For Kans. destinations only 
4 oct pret 12.75-13.25(2 
86 oct reg 
84 oct reg 
60 oct M & below 10.6-11 
Western Penna, Bradford-Warren 
4 oct prer 14.75 
& oct reg 
Oll City 
4 oct prem 
BR oct reg 
Pittsburgh 
1 oct prer 
AB oct reg 
Ohlo— Quotatior 
“% oot reg 
Central Michigan 
oct pret 1) 14.75-15 
t reg (4)13.26-13.5 
California Los Angeles District: 
Rack 
13 oct prer 15.1 
84 oct reg ! 13.1 
Tank Car 
93 oct prer 4 15.1 14.1 
R4 oct reg 13.1-13.15 (3)13.1 
Tank Truck (400 gals. or more 
13 oct prer 12.9 18.9 
R4 oct reg 16.2 14.2 
San Francisco District 
3 oct pren 192 
a4 oct reg f 16.7 
DISTILLATES & FUELS 
Gulf Coast, Cargoes Nov.11 Nov. 4 Oct. 21 
43 w.w.kero.. (2)8.75-9.75(2) (2)8.75-9.75/2 2 2) (2)8,.75-9.75(2 
2 fuel 6)8 5-9. 25 (6)8. 5-9. 25 5 Ai 4)8. 5-9 .25 
57 « (3)8. 75-9. 265 


) 


) 
(3)8.75-9.25(2 (4)8. 75-9. 25(2) 


{ q , 

di. gas oil. (2)8.625-9.126(2) (2)8.625-9.125(2) (: 15(2) (2)8.625-0.125(2 
19 0/9) (2'\2 &.019 ¢ (9\8 §-9(9 

{ 8.5 2 §-9/2) y i) é 


No, 4 fuel,0-10 7 $2.90 j $2.99 
Bunker C fue $ 2 (4)$2.10-2.15 y 2.1 4)$2.10-2.15 
Bunker C 

ax 1°, eulfur 
Albany, N.Y 
Kerosine/No. 1 l F 11. 1(9)(a 1 q 11.1(9)(a 

rf ) 10.1-10.6/9)¢ ! } 10.1-10.6(9) (a 


(2)$2.20-2.35 2.4 25 4)$2. 20-2. 25 


Diesel oil, shops 


plants 11(5)(a 4 11(5)(a) 
No. 4 fuel | 7 $4 01-4 07 7 $4.01-4.07 
No. 6 fuel, no su 

$2. 80/2) 2 $2. 80(2 
$2.95 2.95 05 


luntary alle 


n cents per 
where dollar 
ns. Prices d 


ed and thans 
Perroterum News 
t for resale 


ther 
ws excent whe 
I ASTM Mot 


hetical figures ir 


octane 


licate number of companies quoting when two 


ted the price shown. Letter. “X"’ indicates price change 
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REFINERY AND TERMINAL 


DISTILLATES & FUELS DISTILLATES & FUELS 


Baltimore, Md Nov. 4 3 Jacksonville, Fia r Oct. 28 
Kerosine /No { 10 &(9)(a ) { Kerusine 
do bargre 55(7 55 6 
fue = 
do bar P 
Diesel oil, shor 
plants 7 0.715 7 \ 7(5)(a f 
No. 4 fuel §9(2 ( 50/2 ) do barges 
do barges § 3.6 5 ; ight Diesel 
No. 5 fuel 25(2 ) §(2 bunkers 
do barges } si 19 Junker 
No. 6 fuel, no su ; Miami, Fila. 
guar , A ¢ 
do barges 
Light Diesel 
bunkers 


Keros 


He avy Diese 
bunkers 


Junker C. bunker 


Baton Rouge, La ' 

Kerosine/No. 1 ] 4s ) ‘ . Runke " 

No. 2 fuel 9.7! 5(a 75fs Mopis-St. Paul, Minn 

Diesel oil, shore 
planta 

No. 5 fuel 

No. 6 fuel no sulf 
quar 
do barges 

Light Diesel : 
bunkers 13(2 2)(b (2 Mobile; Ala 

Heavy Diesel 
bunkers 

Bunker C, bu 

Boston, Mass 

Kero 

No. 2 fuel 

Diesel oil, | , 
plants P | ! 5 ) ») (a . — 

No. 6 fuel j , 44 j New Haven, Cons 

6 fuel f 


af 


Light Diesel 
bunker 
Bunker C, bu 


Buffalo, N. Y 


Kerosine 
Diesel oil 
No. 2 fue 


No. 6 fuel 
Charleston, 8. C 


Kerosine/No 
\ ff | 


Diesel oi 

plants 
No. 6 fuel, no aulf le 

guar 2. HU(s 6 y u : quar 

do barges 57 2. 57(3 2 d lo barges 
Light Diesel Light Diese 

bunkers 1. 26(2)(1 26(2 I 2 inkers 
Bunker C, bunke § f bf 
Chicago, II! bunkers 

, l/s 


tunkerC,t ers 


Heavy Diesel 


Range oi i 
New York Harbor 


Cleveland, Ohio 
No. 5f 
No. 6 fuel 

* 


delivered Cley 
Corpus Christi, Te 
No. 6 fuel, no sulf 
guar 
do barges 
Junker C, bu 


eavy Diese 


Dotroit, Mich _, vunkers 


Norfolk, Va 


Houston, Tex 
Kerosine 
do barges 
». 2 fuel 
do bar 
Diesel 
plants 


No. 6 fue 


s 
Ne 


Light Diese . , 
bunkers ) { yme seller ler 5é voluntary sllowance 
Heavy Diese ne sellers offer 21¢ bbl. “voluntary allowance 
bunkers $ 2 $3. 5 3.¢ Ine supplier quotes $2.67 bbl. to resellers ox 
BunkerC, bunkers $2. 20(12 y 2 2 4) One supplier quotes $3.39 bbl. ta resellers only 


December, 195 





—fej prices REFINERY AND TERMINAL 


DISTILLATE 


Nov. 11 No 
10.3-10.8(4)(») 


10.06-10.56(6)a 
9B 10.469) (a) 


9.55-10.05(5)(a) 


Philadelphia, Pa. 
Kerosine/No. 1 
do barges 
No. 2 fuel 
do barges 
Diesel oii, shore 


10.06 
9.41 


955-1 


10,.2-10.7(5)(a) 
$4 .66(2) 
$3.31(5) 


$3.56 
$4.41 
No. 6 fuel, no wulf 
guar 
do barges 
No. 6 fuel, 
1% wull 
do barges 
Light Diese! 
bunkers "0 
Heavy Diesel, 
bunker $4. 90(4) 
Sunker ©, bunkers (4)$2.56-2.65(%) 


(7)$2 58-2. 68 
(5)$2.55-2 66 


(7)82.5 
(56)$2.6 
max 
$2.68(4 $2.68 
$2.66(4 


$4(4)(b) 4444 


$4.99 


Pt. Everglades, Fla 

Kerosine/ No. | 

No. 2 fuel 

Diesel oil 
plants 

No. 6 fuel, no sulf 
guar 

do barges 

Light Diesel, 
bunkers 

BunkerC, bunkers 


11. 8(5) 
10.9(4) 


11.8 
10.9 
shore 

10.9(4) 10.9 
$2.52(3) 
$2.49(4) 


$2.52 
$2.49 


4.67814) 
$2.40(4) 


4 57 
$2 4 


Portland, Me 

Kerosine/No., | 

No, 2 fuel 

Diesel oil, 
plants 

No. 6 fuel, no aulf 
guar 

do barges 
Bunker C, bunkers 


10. f-11(8)(a) 
10-10,.5(8)(m) 


10d 
10-1 
shore 

10 9(4)(a) 


$2.72(2) 2 
$2.60 
$2.69 


Providence, fi. t. 
Kerosine/No. | 
No. 2 fuel 
Diesel oil, shore 
lante 
No. 6 fuel, 
No .6 fuel, no sulf 
quar $2. 60/4) 
do barges $2.66(4) 
Neo. 6 fuel, max 
1% eulf s $2.84-2.99 
do barges $2.61(2) 
Light Diesel, 
bunkers $4. 48(b) 
Bunker C, bunkers §2.66(3) 


*Price correct on and since 


10.4-10.9(9)a 
9.9-10,4(8)(a) 


10.4 
09-1 


10. 8(4)(a) 
$3.44 


$2.61 
$4 38 


Aug. 12 


Savannah, Ga. 
11.8(7) 
10.9(7) 


11.8 
10.9 


Kerosine/No, 1 
No, 2 fuel 
Diesel oil 

plants 
No.6 fuel 
No. 6 fuel, no sulf. 


shore 
10. 0(5) 10.9 
$3.13 $3.13 
$2. 50(5) 
2. 66(6) 


guar... $2.59 
b& do barges $2.56 
Light Diesel, 
bunkers 
Bunker ©, bunkers 


$4. 678(5) 
2.66(6) 


$4.57 
$2, 56 


Tampa, Fla, 
Kerosine/No. 1 
No, 2 fuel . 
Diesel oil, shore 


rion te 
No f fuel, no sulf. 
quar... 
do barges $2. 45(5) 
Light Diesel, 
bunkers... . $4. 536(5) 
Hunker©O, bunkers §2.45(5) 


11.7(8) 
10, 8(6) 


11.7 
10.8 


19, 8(6) 


$2.47(5) 


$2.45 


NOW 
AVAILABLE 





JO 4-10 


10.2-10,7 


$2,654 


(4)$2.65-2.65(3) 


10. (4) (am) 
72(2) 2. 72(2) 


$2 69 
$2.09 


10, B(4) (a) 
$3.44 


$2.60(4) 
$4.6(4) 


$2.84-2 


$2. 66(3) 


10. 8(6) 


$2.47(5) 
$2. 45(5) 


$4. 536(5) 


S & FUELS 


v.4 Oct. 21 
10.3-10.8(4)(a) 

10.05-10.66(6)(a 
IB 1OMY) a 

9 .55-10,05(5)(a) 


Oct. 28 
8(4)(a) 1B 10.8(4)(a 
10.55(6)a 10 065-10.56(6)(a 
0.4(9)(a) 4 B-10.4(9)(a) 
).05(5)(a) =9.55-10.05(5)(a 
5)(a) 10.2-10.7(5)(a) 10.2-10.7(5)la 
(2) $3.56(2) 4. 56(2) 
(5) $3.41(5) $4.41(5) 


6-2 .68 


k . 
2.69 


ys )$2.58-2.65 


(7)$2. 58-2. ¢ 
2.65 (6)$2.65-2.65 


(5 $2 65 


4) $2.68/4 $2. 68/4 
) $2.65(3) a2 


4)(b) $4. 3414) (b 
(4) $3.99(4) 
(4)$2.55-2.65(3) 


(5) 11.605) ] ! 
(4) 10.9(4) 10.9(4) 


10. 0(4) 


(4) 10 9(4) 


(3) $2. 52(3) $2.62(3 


4.92 
(4) $2.40(4) $2,494) 


8(4) $4. 57814) $4 5784) 
4 $2.49(4) $2. 4014) 


1i(8)ia 


0.5(8)(a) 


10.06-11(8)(a) 
10-10.5/8)(a) 


10,.06-11(8)(a) 
10-10.5(48 (a) 
10. 9(4)(a) 10. 9(4)(a) 
$2.72(2) 
$2.69 $2 69 
$2.00 $2 69 


10.4,10.9(9)(a 
¥.0-10.4(8)(a) 


10.9(9)a 
0.4(5)(a) 


10,4-10. 0(9)(a) 
9.0-10. 4(8)(a) 
10 6(4)(a) 

$4.44 


10, 8(4)(a) 
$3.44 


$2. 60(4) 
$2.66(4) 


$2.69(4) 
$2. 66(4) 
ov $2.84-2.99 2 90x" 
(2) $2.81(2) 


$2.54 
2.81(2) 


(b) $4. 38(b) 
$2.66(3) 


$4. 38(b) 
$2. 66(4) 


11. 8(7) 
10.9(7) 


(7) 11. 8(7) 
(7) 10.9(7) 


(5) 10.9(5) 10.9(5) 
$3.18 4.13 


(5) $2. 50(5) 
(6) $2. 66(6) 


$2.60(5) 
$2.56(6) 
_- 
$4.578(5) 
$2,66(5) 


>see 
8(5) $4. 678(5) 
(5) $2.56(5) 


8) 11.7(8) 
(6) 10.8(6) 


11.7(8) 
10, 8(6) 
10. 8(6) ¥  10,8(6) 


$2. 47(5) 
2, 45(5) 


4. 536(5) 
(5) $2 45(5) 


$2.47(5) 
$2. 45(5) 


$4. 536(5) 
$2. 45(5) 


SOUTHERN TERMINALS 
Panama City, Fla 
Birmingham, Alo 
Montgomery, Ala 
Columbus, 6a 
Greenville, Miss 
Knoxville, Tenn 


Hopewell, Vo 
Wilmington, NC 
Charleston, S.C 
Savannah, Ga 

Port Everglades, Fle 
Tampa, Fla. 





DISTILLATES 


Toledo, Ohio Nov. 11 
Kerosine 19 11.9 
Diesel oil 11.9 11.9 
No. 1 fuel 11, 66-12.06 
No. 2 fuel 10.65-11.05 
No. 6 fuel 4. 25(3) 

No. 6 fuel 7.7K(3) 


8. 25(3) 
7.76(3) 


Wiimington, N. C. 


10 8(7)(a) 
10. 4(7)(a) 


Kerosine/No. | 
No. 2 fuel 
Diesel oil, shore 
plante 10. 5(3)(a) 
t Diesel 


$4. 26(3)/b) 


bunkers 
Okla. (Okla, shpt.) 


(2)9.375-9.875 (2)9 
9. 25-9. 375(2) 9 


42-44 w.w. kero 

Range oil 

58 & abv. di 
Diesel 

No. 1 fuel (4) 

No. 2 fuel (3 

io. 6 fuel $ 


25-9 
9-9.75 9-9.75 
9.1256-9.375(2) (4)9.125-9 
8.5-9 85-9 
1.75-1.90 $1.75-1 


Okla. Group 3 (Northern shpt.) 


42-44 w.w. kero (2)9.25-9 


Range o'! 9. 125 9. 125(2) 


58 & abv. di 
Diesel 

No. 1 fuel 

No, 2 fuel 

Yo. 6 fuel 


(3)8. 25-8 
$1.75-1 


N. Tex. (Tex. & N(w Mex. shpt.) 

42-44 w.w. kero 92-10 

58 & abv. di 
Diesel 

No. 6 fuel 


9.2-10 


9-99.75 
$1. 80-2 


9-99.75 
$1 .80-2.00 


W. Tex. (Tex. & New Mex. shot.) 
42-44 w.w. kero 9.75-10.75 
No. 1 fuel 9.75-10.25 
No. 2 fuel 9.125-9.5 


No. 6 fuel $2. 10(2) $2. 10(2) 


E. Tex. (Truck transport lots) 


42-44 w.w. kero. . (2)9.5-9.75(2) 
58 & abv. di. 
Diesel 


No. 6 fuel 


8.75-9.75 


$1.75-2.00(2) $1.75-2 


Cent. W. Tex. (Truck transport lots) 


42-44 w.w. kero 9.25 

58 & abt. di. 
Diesel....... 9 

No. 2 fuel 


4 
No. 6 fuel “$1.75 


Kans. (For Kans, destinations only) 

42-44 w.w. kero.. (4)0.5-9.75 

52 &bel. di. Diesel 9.125 

58 & abv. di 
Diesel 

No. 1 fuel. 

No. 2 fuel. 

No. 6 fuel 

No. 6 fuel. 


(2)9. 125-0. 376 

(4)9.125-9.375 
8.25-8.75 
$2.30 

(2)$1, 85-2. 25 


(4)9.125-9 
8. 25-1 


Nov. 4 


11.66-12.06 
10.66-11.06 


10. 8(7)(a) 
10. 4(7)(a) 


10. 5(3)(a) 


$4. 26(3) 


375-9. 875 


8.25-0.5 


(3)8.875-9.375 


00 


9.75-10.75 
9.76-10.25 
9.125-9.5 


(2)9.5-9. 75(2) 


8.75-9.75 


(4)9.5-9.75 
9.125 


(2)9. 125-9. 375 


$2.30 $2.30 
(2)$1.86-2.25 (2)$1.85-2.25 


& FUELS 
Oct. 21 


11.9 

11.9 
11.66-12.05 
10.66-11.05 
8. 25(3) 
7.75(3 


Oct. 28 


1.66-12.06 
10, 65-1106 
8. 25(3) 
7.76(3) 


10. 8(7)(a 
10. 4(7)(a) 


10, 8(7)(a) 
10. 4(7)(a) 
10. 5(3)(a) 10.5(3)(a 


(b) $4. 26(3)(b) $4. 26(3)(b) 


(2)9. 375-9 .875 
25-9. 375(2) 


(2)9.3756-9 876 
375(2) 9.25-9.3756(2) 9 
9-9.75 9-9.75 
3752) (4)9.125-9.376(2)x(5)9.125-9.375 
8 5-9 x(4)8.5-9 


90 1.75-1.90 $1.756-1.90 


75 (2)9.25-9.75 25-9 AiG 


126(2) 


259.5 
875-9.12514 
75 ‘ ‘ xt hy 5 5(4) 


90 f 15 1.90 


-2-10 


9-9.75 


9-90.75 
$1. 80-2,00 80-2,00 


9.75-10.75 5 
9. 75-10. 25 
9.125-9.5 
$2. 10(2) 


75-10.7 
75-10,25 
125-9.5 
2,102) 


(2)9.5-9.75(2) 


(2)9.5-9.75(2) 


8.75-9.76 
75-2.00 


75-9.75 


8 
00(2) (2)$1.75-2.00(2) (2)$1 


(4)9.5-9.75 (4)9.5-9,75 
9.125 9.125 
(2)9. 125-9.375 
(4)9.125-9.375 


(2)9.125-9.375 


375 4)0.125-9.375 


8.75 8.25-8.75 8. 25-8.75(2) 
3¢ 


$2.30 


(2)$1.85-2.25 


(a) Some sellers offer 0.5¢ “voluntary allowance.” 
(b) Some sellers offer 21¢ bbl. “voluntary allowance.” 


Highest Quality 
Petroleum Products 


e Gasoline 

e Kerosene 

e Diesel Fuel 
e Heating Oils 


NATIONAI 


PETROLEUM NEWS * 


ATLANTA, GA. 
1401 Peachtree Street 
PITTSBURGH, PA. 
Benedum-Trees Bidg. 
TEXAS CITY, TEXAS 
Refinery 


December, 1955 





REFINERY AND TERMINAL 


DISTILLATES 


Nov. 11 

Ark. (For shpt. te Ark. & La) 
42-44 w.w. kero 9 1% 0.125 
Tractor fuel 10 10 
52&bel.di.Diess! 8.495 8 626 
58 & abv. di 

Diesel 
No. 2 fuel 
No. 4 fuel 
No. 5 fuel 
No. 6 fuel 


Western Penna. 
Bradford-Warren: 

Kerosine $11. 25-11.7 
55 cetane Diesel 10.75(2) 
No. 2 fuel 2)10. 5-10.95 
36-40 gravity fue 10. 152) 


9 

8.625 
$2.50 
$2.30 
$2.15 


4 

8 625 
$2.50 
$2.30 
$2.15 


f 
25 


(3)11 


Oil City: 

Kerosine 

50 cetane Diese! 
No. 1 fuel 

No. 2 fuel 

36-40 gravity fuel 


11.65-11.75 
10.4-10.75 
10.6-11,25 
10.25-11 


10.25 


5-1 
25 
25 


Pittsburgh: 
Kerosine 

50 cetane Diesel 
No. 1 fuel 

No. 2 fuel 

36-40 gravity fuel 


11.6-12.25 11.6-1 
10. 85-11.5 10.85 
11. 5-121 11 
(2)10.85-11.35 (3)10 
10. 8-11.25 10 


85- 
8-1 


Central Michigan 


46-49 w.w. kero 
Range oil 


3 
4.4 3-13.3 
P. W. distillate | < 2) 5 


No. 2 fuel 7! , (2) 5 
U.G. 1. gas oil l 

No. 5 fuel 7-9(4 7 
No. 6 fuel ) 95 8 


Ohio— Quotations « 
Kerosine 
No. 1 fuel 
No. 2 fuel 


California - Los Angeles District 
Rack: 
Stove dist 

PS 100 
Diese} fuel— 

PS 200 
Light fuel— 

"3 300 
Heavy fuel — 

PS 400, , 
Tank Car 
40-43 w.w. kero 
Stove dist 

PS 100 
Diese! fuel 

PS 200. 
Light fuel 

PS 300. . 


9. 25-10(2) 
(2)9-9.3 9.3 
$2.30(2 


$1.90 90-2 


(2)9-12 
$2. 30-2.50 


#2 
$1.90-2 


Heavy fuel 
PS 400. . $1.90-2.15 
Tank Truck (400 gals. or more) 
40-43 w.w. kero 17.1 17.1 
Stove dist 
PS 100 14 14 
Diesel fuel 
PS 200 


12.5 12.5 


San Francisco District: 
Tank Car: 
40-43 w.w. kero 14.1 


Stove dist- 
PS 100. 14 


Nov. 4 


65-11.75 
4-10.75 


5-12.1 


0(2 


$2. 30(2) 


& FUELS 
Oct. 28 
Diese! fuel 
P8 200 
Light fuel 
'S 300. , 
Heavy fuel 
PS 400 


9.126 
10 
6.626 


9 
8.625 
$2.50 
$2.30 
$2.15 


40-43 w.w. kero 
Stove dist 
PS 100 
Diesel fuel 
PS 200 
11.7 (3)11.26-11.7 (3)11.25-11 Pacific Coast 
10.75(2) 10.75(2) 
2)10. 5-10.95 (2)10.5-10 95 


l 25 2 10 25 2 


San Pedro, Calif 
Diesel— PS 200 
Bunker C—PS 400 
San Francisco, Calit 
Diese|— PS 200 
Bunker ( PS 400 
Seattle, Wash. 
Diesel 
Bunker ( 
Portiand, Ore 
Diesel 
Bunker ( 
Mexico 
Ships’ bunkers; | 


11.65-11.75 
10.4-10.75 
1.25 10. 5-11.25 
11 10.25-11 
10.25 


11.65-11.75 
10.4-10.75 
10.5-11.25 
10. 25-11 
10.25 


9 OF 
2.25 


11.6 


11.6-12.25 
10. 85-11.5 
11.6-12.1 
(3) 10. 85-11.35 
10. 8-11.25 


11.6-12,25 
10. 85-11 
11.5-12.1 
(3)10, 85-1135 
10.8-11.2 


11.35 
1.25 Guaymas 


Diesel 


Manzanillo 
Diesel 


Minatitian 
Diesel 

2) 8 ( ‘ Bunker C 
Salina Cruz 
Diese! 
Bunker ( 


3.3 
2.3 
25(2 


12.5 2 Tampico 

12.3 Diesel 

11.3 Bunker ( 
Veracruz 
Bunker ¢ 


25-10(2) 


x(2)9-9.3 
x$2.30(2 


00(2 2 00(2 x$1.90 


2 00(2)x 
FOB Group 3 


Grade 26-70 +. 


FOB Breckenridge, Tex 


rade t } ) 


$1.90~2 x$1.90-: 


Producers contract prices, tank 


Nov. 11 


17.1 17.1 

14 Propane: 
New York Harbor 
Philadelphia, Pa 
Toledo, Ohio 
Houston, Tex 
Oklahoma 

(Group 3) 

Raton Rouzs. La 
Shreveport, la 
New Orleans, La 





30 £. 40 St., N_Y.C 





EV 8-4100 


Paragon 


f 


PATENT CHEMICALS 


Paterson 4. New Jersey 


$2 
Tank Truck (400 gals. « 
1 


4 4 
$2.00 


PS 200 $1 
PS400 = §2 


PS 200 4 
P8400 $2 


$5 6 


Hunker ( $2.‘ 


5 5 
$4 
Hunker ( $. 


“1 


Prices are to blenders or 
i 


tinent manufacturing d 


Nov. 11 


6 (Quotatior 4 ‘ 55 


8.2! 
a(3 





Marketer 
NEW ENGLAND 


New York 





of Petroleum Products 


PETROLEUM CORPORATION 


Boston 
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DISTILLATES & FUBLS 


Nov. 4 Oct, 28 


12.5 12.5 


” more 


Ships’ bunkers, or deep tank k 


$4 3415 
x$i O55 


4 O44 
«$2 0004) 


75 7 ) $4 7514) 
25(4) » 28 $2.2 xf 


Lh4 


75 514) 7 4 8504 
25 »2 7 x§2 24 


5. dollars per bbl. of 159 liters 


65 


NATURAL GASOLINE 


freight basia shown; shipments t 


strict 


Nov. 4 Oct. 26 Oct. 21 


Quotations) 5.5 (Quotations 


LP-GAS 
cars 


Nov, 4 Oct. 28 


58.5 


) 


PETROLEUM CORPORATION 


INDEPENDENT 
MARKETERS 


Maine to South Carolina 


FIFTH AVENUE 


640 


NEW YORK 20°N Y 








—feJ prices REFINERY AND TERMINAL 


LUBRICATING OILS LUBRICATING OILS 


Oct. 2 Oct. 21 Nov. 11 Nov. 4 
Wester Penne, ov, 1 wen, & Neutral Olis— Vis. at 100°; 96 v.1.; 0-10 p.t.: 
Viseous Neutrale—No. 3 col. Vie at 70° F 


, : 100 vis 10(5) 19(5) x19(5 (2)17-19° 2) 
ane vie. (108 at 100°) 420-426 fi, - a , 200 vis 19. 5(5) 19. 6/5) x19. 5(5) (3)17.5-19.5(2) 
Sap : ry 5 300 vis 20(6) 20/6) x20(6) (3)18-20(2) 
26 10-2012 . 219-20 7 500 vis 2)26.5-21.5 (2)20.6-21.5 4(2)20.5-21.5x (3) 18. 5-21(3) 
° South Texas 
( 

Ap vie. (143 at aah yaaa fi. - Vis. at 100° F FOB 8. Tex. refineries for domestic and/or export shipment. 

1h pt eS. y 9.4 , Pale Olis: 

25 p- (3) 18 o» 118. B14 ; 100 vis. No. 1% 

2% col 12.256 12. 25(6) 12. 25(6) 12. 26(6) 

rab wg 900? tin. Cant 200 vis. No. 2-3 : 

+ ly vis, @ ’ ~~ co col 13.75(6) 13.75(6) 13.75(6 13.75(6) 
rT : ‘ - 300 vis, No. 2-3 


26 pt 


Oct. 28 Oct. 21 


co} 14. 25(6) 14.25(6) 14. 25(6) 14, 25(6) 

. 500 vis. No. 2%- 

Cylinder Stocks 3% col 14.75(6) 14.75(6) 14. 75(6) 14.75(6) 

750 vis. No. 3-4 

col 15(6) 15(6) 15(6) 15(6) 
1200 vis. No. 2-4 


600 ar. filterable (216-165 6 2) 15-15. 5x (2)14-15 
650 a4 (2)16-16.5 2) 16. 5x (2)15 
600 flash 16.5-18 h- 1x 16 
640 flash 17.5-18(2) 7.6-18(2)x (2)17 


col... 15. 5(6) 15. 5(6) 15. 5(6) 15. 5(6) 
2000 vis. No. 4 col 16(6) 16(6) 16(6) 16(6) 
Mid-Continent 

: a10° Red Oils: 
) ‘ omnestic shipmen Hl v 10 tral 7 
aap : So for domestic shipment only, bright stock, vis. at 2 neutrals, vis 100 via No. 5-6 


col 
Bright Stock, Conventional 200 vis, No. 5-6 
200 vis. D, col 13.75(6) 13.75(6) 13. 75(6) 3.75(6) 
10-25 p.p 22 2 22 300 vis. No. 5-6 
150-160 vie. D col... ; 
6-10 p.p 20(2 2012 201% d 500 vis. No. 5-6 
10-26 p.p 9h es) § col 14.75(6 14.75(6) 14.75(6) 75(6) 
120 vis. D, 750 vis. No. 5-6 
6-10 pp { i 


12, 25/5) 12. 25(5) 12, 26(5) 25(6) 
14. 25(6) 14. 25(6) 14. 25(6) 25(6) 


co! 15(6) 15(6) 15(6) 15(6) 
1200 vis. No 
Bright Stock Solvent col ; 15. 5(6) 15. 5(6) 15. 5(6) 15. 5(6) 
160-160 via 2000 vis. No 

0-10 p.p., O6v.i, (5)22-2 §)22.2 12-2 §)21-22 col 16/6) 16(6) 16(6) 16(6) 


Neutral Olle Conventional Pale Olls 
60-86 vis AVIATION GASOLINE 
No. 2 col 13.76 13.756 4.76 +76 (MIL-F- ) 
86-110 via WL-F-5572 
No. 2 col ) ! | : Guit Coast, Nov. 11 Nov. 4 Oct. 28 Oct. 21 
160 vis. No 7h 7h 47% i Cargoes 
180 via. No. 3 col f § if . 
200 vis. No, 3 eol h 2h h 26 15, 2 5, 26 aed 10/180 
250 vis. No. 3 col bf 1b.5 5.6 Grade 91/96 
280 via. No. 3 col 5 75 15.76 16.76 
400 via. No, 3 col j j Baltimore, Md. 
Grade 100/130 
Neutral Olle Solvent- 95 v. Grade 91/96. 
£ 70-180 via 2)16.5-18.6(3 2)16.5- 18.6 2)16.5-18.5(3 5(3 Grade 80 
200-210 vie 2)16.76-18.75(3) (2 7-18.75 2)16 18.7513 7! 753 Boston, Mass. 
100 vis 2)17.26-10.25(2) (2)17,26-10.28(2) (2)17.25-19.25(2)(2)17,.26-19.25(2 Grade 100/130 
Cylinder Stocks Grade 91/96 
rr elingaa Grade 80 
Charleston, 8. C. 
olive green 16.5 16.5 x16.5 15.6 Grade 100/130. . 
Gulf Coast--Solvent Refined Oile from Mid-Continent grade crude; FOB ship at Gulf Grade 91/96.. 
for export Grade 80 
Houston, Tex. 
Bright Stock vie, at 210° Grade 100/130 
150-160 vis.; Grade 91/96 
0-10 pt. Ovi, 23 23(6 23(6 3(3 Grade 80 





This Is Your 
Market Placel 


Write today for Advertising 
Space Rates. 


GORBETT BROS. invite your inquiries about ANY NATIONAL PETROLEUM NEWS 
kind of Semi-Trailer Tank you may need in your 330 West 42nd St., 
hauling operation. GORBETT BROS. Tanks are cus- New York 36, N. Y. 

tom designed and built for specific jobs and needs. 
Present your Tank problems to GORBETT BROS. 
and they will design and build what you need. 











OFFERS THESE 
FINISHED PRODUCTS 


or the high-quality 
Base Stocks for making = 


G 0 R B E T T B R oO x e these Mult:-Grade Lubricants 
Tank Manufacturing Co., Inc. 
Dept. E, 2548 N. E. 28th Street * Phone MArket-1238 * Fort Worth, Texas 


DEEP ROCK OIL CORPORATION 
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REFINERY AND TERMINAL 


AVIATION GASOLINE 
(MIL-F-5572) 
Nov. 11 Nov. 4 Oct. Oct. 21 
New Orleans, La. 
Grade 100/130 1” 18 18 


Grade 91/96... .. 16.5 16 16.8 
Grade 80 16 16 


New York, N. Y. 

Grade 100/130 19. 1(2) 
Grade 91/96 17.6(2 
jrade 80 17. 1(2) 


Norfolk, Va. 
Grade 100/130 
Grade 91/96 
Grade 80 


Toledo, Ohie 

Grade 100/130 18.15 
Grade 91/096 16.65 
Grade 80 16.65 


JET FUEL 
(MIL-F-5624) 


Guilt Coast, Nov. 11 Nov. 4 Oct. 28 Oct. 21 
Cargoes 
Grade JP-4 8.875-9 25 8 .875-9.25 8.875-9.25 8 875-0. 25 


NAPHTHAS & SOLVENTS 


Nov. 11 Nov. 4 Oct. 28 Oct. 21 
Baltimore, Md. 


Mineral spirits 16. 5(4) 16. 5(4) 16 5(4) 16.514 


Boston, Mass. 
V.M.&P. 

naphtha 18. 5(4) 
Mineral spirits 17.5(5) 


New York Harbor 

Vv. M.&P. 
naphtha 

Mineral spirits 


Philadelphia, Pa. 
V.M. & P. 

naphtha t 17.5(4) 
Minera! spirits iif 16. 5(5) 


Providence, R. + 
V.M.&P 

naphtha 19.5 19.5 
Mineral spirits 17. 5(5) 17. 5(5) 


FOB Group 3 

Stoddard solvent 12.375(4) 12. 376(4) 
Cleaners naphtha 12 875(3) 12. 875)3) 
v &P 


12 875(4) 12. 875(4) 
Mineral spirits 11. 876(4) 11. 875(4) 
Rubber solvent 12. 875(4) 12. 876/4) 
Lacquer diluent. . (2)13 125-13.475 (2)13 
Benzol diluent 2)14 125-14 625 (2)14 


naphtha 


Western Penna. 
Oil City: 
Stoddard solvent 16 


Pittsburgh: 
Stoddard solvent 16(3) 16(3) 16(3) 


Ohio— votations of 8. 0. Ohio for delivery to Ohio pointe. 
V.M.& P. 

naphtha 18 18 18 
Mineral spirits 18 17 17 
Stoddard solvent 17 17 17 
Rubber solvent 15.875 15.876 16.875 


E. Tex. (Truck transport lots) 
12.25 12.25 


Stoddard solvent 


Cent. W. Tex. (Truck transport lots) 
Stoddard solvent 11.5 


PARAFFIN WAX 
Nov. 11 Nov. 4 Oct. 21 


Western Penna. (t.c. in bulk) 


124-6 AMP white 


crude acale (2)6 25-5. 66 (2)6.25-6.66 (2)5. 25-6 66 (2/5. 26 6.06 
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PARAFFIN WAX 
Atlantic Seaboard 


Melting points are AMP, 3° higher than EMP. Prices for carioad lots. Domestic prices 


FOB refinery; scale in or bbis.; fully refined, slabs loose. Export prices FAS; scale \r 


bags or bbis.; fully re in bags or cartons 


Nov. 11 Nov. 4 Oct. 28 Oct. 21 

New York Domestic 
124-6 white crude 

acale 7.12) 7.3(2) 7.102 
123-5 fully refined 7.95-6.45 05-8 45 7.06-8.45 
125-7 fully refined 8. 45(3) 45/3 45(3 
128-30 fully 

refined 5(3 45/3 $ 
133-6 fully refined 3) 55(3) 55 
135-7 fully refined 5 55(3) ; 
138-40 fully 

refined 55(3 
143-6 fully refined 5612 
140-61 fully 

refined. ... 10.65 


New York Export 
124 Q vitts erude 


ecale 
123-5 fully refined 
125-7 fully refined 
128 30 fully 
refined 
130-32 fully 
refined 
133-6 fully refined ( 
135-7 fully refined 
138-40 fully 
refined 
143-6 fully refined 


PETROLATUMS 


Nov. 11 Nov. 4 


Western Penna. 

Bbis.; carloads; tank cars, 2¢ less 
Snow white x2 5 
Soft white 
Lily white 
(ream 
Soft yellow 
Light amber 
Amber 
Red 





DAILY Prices 


use Platt's 


OILGRAM 


Price Service 


for Complete DAILY Oil Prices Direct 
from the World's Leading Oil Centers 


Timely, reliable market information delivered to your 
desk by fastest mail—every morning! 


Accurate daily reporting of more than 800 prices of 
refined petroleum products 


Plus up-to-the-minute news of events affecting oil 
prices and markets. 


SPECIAL! Try OILGRAM for two weeks at our ex- 
pense. Learn first-hand how valuable it can be. 


Piatt’s OILGRAM Price Service 
McGraw-Hill Publishing Company 
330 W. 42nd St., New York 36, N. Y 


Yes—I want to try the OILGRAM Price Service. Please 
send me a two-week subscription without obligation 


NAME TITLE 
COMPANY 
STREET 


CITY 





: 

















fej prices TANK WAGON 


Prices for gasoline do not include taxes; they do, however, include Inspection fees per gal., included in both gasoline and kerosine prices 
inspection fees as shown in next column. Gasoline taxes, shown im separate inless otherwise specified, are as follows: 
column include 2¢ federal and state taxes; also city amd commty taxes Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8¢; LIL 3/100c; Ind. 2/25c; 
as indicated in footnotes, Kerosine tank wagon prices alse do not include Kan. 1/100¢; La. 1/32¢; Minn. 5/2000; Mo. 1/25¢; Neb. 2/1000; Nev. 
taxes; herosine taxes where levied are indicated im footnotes. Discownts 1/20¢; N. C. 1/4e; N. D. 1/20c; Okla. 2/25¢e; S. C. 1/8; S. D. 1/40c; 
if any, are shown m footnotes. These prices in effect November 15, 1955, Tenn. 3/5c; and Wisc. 3/100c. . 
as posted by principal marketing companies at their headquarters’ offices, Kerosine inspection fees only; Ala. 1/2c; Fla. 1/8; Iowa 1/50c; 
but subject to later correction Mich. 1/5e 


Socony Mobil 


Mobilgas Aircraft Mobilgas 
Grade Grade Grade (Regular Grade) Mobilfuel Mobilheat 
Gasoline 91 100 Cons. Dir. Mobil Kerosine i I (No. 2 Fuel) 
Taxes T.W. T.W. T.W. T.C. T.W. T.W. T.C, Yard T.W. TC. Ww. T.C. Yard T 
New York City: 
Manh. 
Bronz... 
Kings 
ueens 
Kiechmond 
Albany, N. Y. 
Singhamton, . . 
Suffalo. , 
Jamestown.... 
Mt. Vernon,. 
Plattaburg 
Rochester... 
Syracuse 
Peepepert, Conn 
Danbury. . 
Hartford 
New Haven. 
Bangor, Me. 
Portiand 
Roston, Maas 
Coneord, N. H 
Lancaster 
Manchester 
Portamouth 
Providence, R. I. 
Burlington, Vt 
Kutland 6 
Tank Wagon Prices Buffalo 


Mineral cptite 19.6 
Vv. M. & P. Naphtha , 21.5 19 
Taxes: N.Y.C. prices are ex 3% city sales tax. Syracuse prices ex 2% city sales tax, applicable to price ot gasoline (ex tax) 
Discounts: Mobile Kerosine—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5e for deliveries of 300 gals. or more 
Mobilfuel Diesel—-All points, tank wagon less 0.5¢ for deliveries of 800 gals. or more 
Mobilheat-—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gals. or more 
Notes: Premium-grade gasoline t.w. prices 2.5¢ above regular. Jamestown t.c prices are delivered prices, all other t.c. prices are FUB bulk terminals 
Effective dates: ®Aug. 15; *Oct. 18; *Oct. 20; xOct. 22 


10 


ow 


22.6 28.6 
22.6 2.6 25.6 


22.6 28.5 


ge 0 Go bo -2 oe mM Oo: 


WR: SMM BAOEK- OM: ae 
3 


ou 
- PAH OR: Boeaa: 


SARIS BDawre 


es 


5.4 
14.6 
16.1 


0.9 
5.6 10.8 

12.4 12.3 11 
12.8 ¢ eee 12. oe 
sity Rochester Syracuse Boston Hartford Providence 
20.5 22.0 19.0 20.0 19.5 
22.6 23.6 20.5 21.6 21.5 


eococosoosoeoescoesoooosoocoocece|sso 


SOK ALEK HARON: © @ POCRRONH HWE 


IIA IIIAIIGSSHBVBBAAAAAARA*A*AADQAGS 
RBMNOBBOANAH Se: wee we aArwanaae 


wo 3 . z is - . *e . Z ” 
So 8 BK Ff Ve r2ISS Ce VBBaervsoemarwroccoccoco 


Ohio Standard 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular Grade) Naphtha & Solvente—Cons,. T.W. 
Sohio Sohio Sohio Cen- Re- S.R. D.C. V.M.&aP. Sohio Kerosine No. 1 Ne. 2 
Gasoline Avia. Avia. Avia. sumer sell- Sol- Naph- Naph- Varno- Sol- .W. Sehio- Sohio- 
Taxes 80 91 100 T.W. , 8. tha lene vent Heat Heat 


0 23.76 16 16 23 
0 28.75 16 16 23 
0 28.76 16 23 
Ft] 28.765 16 
0 28.75 76 
0 23.75 16 
23.76 16 

16 

16 

76 

16 

76 

16 


Taxes: Hangar operators can purchase aviation gasoline less 5c per gal. State Road Tax by supporting purchase with State Tax Exemption Form A-10 
to supplier 
Discounts: Sohio Aviationon contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos, 1 & 2 Fuels-—Prices are for 100 gal. or more; for 60-99 gal., add 1¢; 1-49 gal., add 2¢ 
Naphthas & Solvents—-Prices are for t.w. and drum deliveries of 500 gal. or more ‘ 
Premium-grade gasoline prices: consumer t.w. & 8.8. 3¢ above regular, resellers 2.5¢ above regular. S.s. prices are at company operated stations. 


xEffective Oct. 17 


> 


co vece 


Akron 
Canton 
Cineinnati 
Cleveland 
Columbus 


88 


< 
cooocfo 


Marion 
Portamouth 
Toledo 

Y oungatown 
Zanesville 


oo 


> 
SeVsSeswnwswsenwmwwww 


ee 
SBD wWwDwBBMBewnwwsw 
G2 08 G2 ce Go Go GO 3 OO a oo Oo 
AANMAMMAM KK 
eceoococososo 

SoececooseoosSS 
cocoesseosesessoo 
00 &2 G0 Ge So be 88 00 69 bo Bo bo os 
0 60 60 G9 09 co co co ce os co co bo 


CeCoves: 


‘> 


Fuel Oile—T.W. capone mo decd 
Indiana Standard Heater Of Furnace Oil 


\ ; ai 1-99 gals....... 16.6 15.6 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 100-149 gals. 15.6 
of Indiana bulk plants where the company’s prices are publicly posted 150 eels. B over... 151 
100-399 gals. . 14.6 


Red Crown Standard Furnace Oil 400 gals. & over 14.1 


(Reg. Grade) Gaso- Kero- 100 100- 100- 175- 350 850 

Conse. Dir. line sine gale. 174 349 849 gals. gale. ¢ 

T.W. T.W. Taxes T.W. gale. Rover gals. gals. gals. Aover & over Sonmates yenatee 
Chieago, Il! 18.8 16.8 1-749 gals 10.65 9.5 
Seuth Bend, Ind 19.6 .7* 3 760 gals. & over.... 9.9 8.75 
Detroit, Mich. 9 + nee tee Taxes: St. Louis, Mo., gasoline tax includes le 
Mpls.-St. Paul, Minn. 17 5* 14.5* ; 13.8* 13.3* city tax. Des Moines, Ia., kerosine and furnace 
Des Moines, Ia 9* 18.9* oil prices do not include 7e state tax. State 
— sales, occupation, consumer and use taxes to be 
St. Loula, Mo. 9 
1 
9 
7 
1 
6 


=) 


18.9 . +. added, where applicable. 
Wichita, Kans 12.1 . Discounts: Red Crown—CTW prices at some 
Omaha, Nebr x12.94 points subject to varying discounts for quan- 
Fargo, N. D. tity deliveries. 
Huron, 8. D. 


14.6 Note: Premium-grade gasoline t.w. prices gen 
Milwaukee, Wise. 16.5 16.0 vias **Temporary” price. 


14.9 erally 2c above regular. 
Effective dates: 14:30 p.m., Oct. 81; *Nov. 15 #Price is for 100-189 gal.; 190 gal. & over, 12.34, “temporary” price, effective Nov. 1. 


eeceecacaeaa 
* 


Seexveeewac acs @ 
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takes 


i i ) fal 
“HEVRON i i | (Prices are per imperial gal.; to Taxes: Gasoline taxes are province 
Standard of : '- mperia alg 
(Regular) Av. 80/87 ¢ 
T. 75 Oil 


arrive at price per U. 58. Notes: 
subtract 1/6th.) Premium-grade gasoline t.w. prices Se above 


Esso Gasoline regular 

Regular (rade) * Price is for premium grade 
Dealer Gasoline si 

rw Taxes 


California T. . 
400 Gale. & over 
19 
19 
21 
22 
22 
20 
20 
23 
20 
24 
21 
21 
$2 


99 
“en 


San Fran., Cal 
Los Angeles 
Fresno... 
Phoenix, Ariz. 
o, Nev. 
Portland, Ore. 
Seattle, Wash. 
Spokane 
Tacoma 
Boise, Idaho 
Salt Lake 
Honolulu, T. H 
Fairbanks, Alaska 
Juneau 


o-} 


St. John’s, Nfld... . *25 
Halifax, N.S..... 21 
St. John, N. B.. 21 
Charlottetown, P. E.I. 23 
Montreal, Que. 22 
Toronto, Ont. ; 22 
Hamilton, Ont. 22 
Winnipeg, Man. 
aaaeee, Man.. 
ina, Sask... 
Salomon Sask 
Standard Standard Calgary, Alta 
Diesel Standard Stove Edmonton, Alta 
Kerosine Fuel Furnace Oil Vancouver, B. C. 
Tole T.F. OOT.F. Fees 
(400 gale. & over) (ex all taxes) 
San Fran 17 
Los Angeles 17 
Fresno... 19 
Phoenix 20 
Reno 20 
Portland 19 
Seattle 19 
Spokane 22 
Tacoma 19 
Boise 29 
Salt Lake 18 
Honolulu 18 
Fairbanks 83 
Juneau 25 
xEffective Oct. 28. 
Taxes: 
Boise——-8c gas tax applies to motor fuel only; 
avgas taxes are 2c federal, 2.5c state 
Salt Lake—7e gas tax applies to motor fuel PHILADELPHIA 
only; avgas taxes are 2c federal, 4c state. 7 
Honolulu—10.5 gas tax applies to motor fuel CHICAGO 
only; avgas taxes are 2c federal, 3.5c terri- SAN FRANCISCO s 
torial. Standard Diesel/furnace oil price is ex 
lo territorial liquid fuels tax. All T.T. prices — 
are ex Hawa'ian gross income tax of 1% to FALLING ROCK 
reseller, 2.5% to consumers. LOS ANGELES ‘ 
Alaska—v7e gas tax applies to motor fuel only 4 
avgas taxes are 2c federal, 3c territorial 
Standard Diesel/furnace oil prices are ex bc 
territorial 


Humble Humble Geen Sees 


(Casoline A 
Oil Regular line Tank Re- 
T.W. Retail Tases Wagon tail 


Cr CONS m oO 


we 
a | 4 


Dallas, Tex 19.9 7.0 13.3 
Ft. Worth i9.9 7.0 13.8 
Houston 20.0 7.0 13.3 
San Antonio. { 20.3 70 13.3 


a) 
a 


~ 
340~222S2 2222 Ow 


ococceocacsccecoco 


3-3 


Notes: , 
T.W. prices are to all classes of dealers an« 


consumers 


—KOOeCaurnrmasacenv 


Cxw 
ee 


. » 
Premium-grade gasoline t.w price 2 
above regular 


DS 09 be be be BSD t 


~-* 
oes 





-23o 


SrBDente AA 


SEATTLE 


ANRIAIAAAR&AsDOVwAea@ 


Notes: NEW ORLEANS 
Gasoline-—-For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0¢ for 40-199 gals; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applies 
to 40-399 gal. deliveries; for less than 40 gals 
add 5.0c gal.; except at Honolulu add 5.0¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap 
ply to all quantities in excess of 40 gals 
Prices for Chevron Supreme (Premium) are 
2.79¢ gal. higher, except at Boise and Salt Lake 
which are 2.59¢ gal. higher—than Chevron 
(Regular) for quantity delivered. For less than 
40 gal. deliveries, add 5.0c gal. to 400-gal-and 
over price, except at Honolulu, add 50.0c gal 
for less than 40 gals. (Marine) and less than Elk has modern storage facilities located at the points 
100 gal. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0¢ for 91/98, i T 
hg y; Bee why mg Fe indicated on the map above. These modern, nearby facili- 
Kerosine—-T.T. prices apply to deliveries of ties can save you freight and also keep your inventories 
400 gals. and over. For other deliveries: leas m 
than 40 gals., and Ile. 200-899 gals., add Sc trimmed—-safely! 
40-199 gals., add 6c; tank car/truck trailer, 
deduct 3.6¢ 
_ Standard Diesel/Furnace Oil and Standard 2 
Stove Oil--T.T. prices are for deliveries of 400 against sudden market price increases and immediately 
gals. or more. For other deliveries: 40-199 gals., 
a nee gals., add 0.5c; less than 40 gives you the benefit of price decreases. 
gals., add be : 
"Standard No. 2 Burner Oil 


Fire-Chief Gasoline 

Texas (Regular Grade) Kerosine 
Co. Dealer Gasoline Dealer 

rw. T.W. 
Dallas, Tex 14.8 : 
Fe. Worth 14.8 et WRITE, WIRE OR PHONE 
Wichite Falle 18.0 for samples and details, without 
ae 5.0 ) ; obligation. Important: We do 


13 
13 
13 
13 
13 
Paso 16.8 14 a = 
13 not “high-pressure” our pros 
2 pects. We tell you the merits REFIN | NG COM PANY 
13 
13 
13 


Our sensible customer-supplier agreement protects you 


San Angelo 15.0 
of our proposition and let you Charleston 24, Ww. Va. 


Waco 14.9 
Austin 14.9 

be the judge. 
Refiners of Highest Quality Pennsylvania Grade 
Notes: Dealer t.w. prices apply also to all 
classes of eonsumers with minimum delivery Petroleum P.G.C.0.A. Permit No. 25 


Houston 14.7 
San Antonio 16.0 
of bf Is. 
oo FOUNDED 1913 


Port Arthur 14.7 


IAVWVWAV2A3348 
G2 G8 G2 Go Ge Ge O98 Go Ge co 


Premium-grade gasoline t.w prices 2.5¢ 
above regular 
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—{j prices TANK WAGON 


Atlantic 
sarsolineg Kero. & 
{Regular (rade No. I* 
Hie Fuel 
faxes T.W 


Atlantic 
ee ae 


Allentown, 

Pa 16 
Altoona x16 
Erie “14 
Greensburg 16 
Harrisburg 16 
Philadelphia 16 
Pitteburgh. . x16 
Keading 16 
Wilkes Barre® 
Williameport 15 
Wilmington, 

Ie! 

Hartford, 


Conn 


SOV VeVeEOO@ 


Springfield 
Prov., R.1 
Camden,N.J 
Newark 
Albany, N.Y. 16 
Binghamton, 16 
Buffalo 16.1 
Kimira 16, 4 
Kochester 16 
Syracuse 16 
Watertown ] 
Baltimore, 

Md 
Kichmond, 

a 
Charlotte, 

N 
Jacksonville, 

Fla 
Miami 


ol oo Ow ow 


> SD ewe 


220 & SOB a 


Ss 


oe 


x 


Mineral Spirite V.M.AP 
.W 1.W 


Vhiladelphia, Pa 18.6 19.6 
Pitisburgh 22.0 23.0 


Heavy Fuel Oils “ 
No. 5 


Philadelphia, Pa 8 98 


Notes 


Premium-grade 
ibove 


gasoline t.w prices 
Florida 2.2h« 
Thru Pa. & Del., 
deliveries of less than 100 gale. at one 
Camden--Add le for deliveries of 100-299 
gals., 2c for less than 100 gala 


regular except 

Aerosine 
for tw 
time 


add ic per gal 


Minera! Spirits prices also apply to Stoddard 
ivent 


Effective date p Oct 


frown Caso- 


Kentucky 
Standard Dealer 


Covington, Ky 16 
Lexington j 

Louisville 

Paducah 

Jackson, Miss 

Vicksburg 

Birmingham, Ala 

Mobile 

Montgomery 

Atianta, Ga 

Augusta 

Macon 

Savannah 

Jacksonville, Fla 

Miami 

Pensacola 

Tampa 

Taxes 

Gasoline tax column includes these city & 
county taxes Mobile, 2¢ city; Birmingham, Ic 
county; Montgomery, le city le 
Pensacola, le city. Other taxes not included in 
Georgia, kerosine le; Montgomery 


kerosine, le; Mississippi, kerosine 0 


county ; 


prices 


ontinental’s tank- 
selling price 
hown because 


‘ (N.B. Prices are ¢ 
Cont'l wagon prices. Current 
Oil may vary form those 

local conditions 


Conoco Demand 
N-Tane 3rd (aso- 
Crade line 
Wagon Ta-es 


(regular 
lank 
Denver, Colo 
(rand June 
Pueblo 
Casper, W 
Cheyenne 
Billings, Mont 
sutte 
Great Falls 
Helena 
alt’ Lake, 1 
Twin Falls, Ida 
Albuquer, N 
Roswell 


30 GO Go +3 


anta Fe 
Muskogee, Okla 
Oklahoma City 
Tulsa 


2 oo oo 





TRAG Mean mE 


have been 


VENTALARM 
: i Palpinl and Dependable 


WHISTLING TANK FILL SIGNAL 
Ouen 4.000.000 


fecschotd pact tacks 








Saves trom 15‘ to 30 on de 
cost A ifé 
VENTALARM 21gNaels are 
Labs Listed, and 
Leading Fire and Safety 

A foil 
tank 


stety and cleanline ; 





yratore approved 


Authoritie 


variety of models te 


ndition, new or old 


FULL PATENT PROTEC 





ivery 
et 


Underwriter 


by 











SCULLY SIGNAL COMPANY 


174 Green Street, Melrose 76, Mass. 





Canadian Branch: SCULLY SIGNAL LTD., 286 King St. W., Toronto, Ontarie 











NATIONAIT 


Taxes: 


Gasoline tax udes these city 


Albuquerque & 


Cheyenne, le; 


column ine 
taxes Roswell, 0.6c; Santa 
Fe, le Casper, le 


Discounts: 


Lake Twin Falls gasoline and 
prices apply for deliveries of less thar 


deduct 0.5¢.; 400 gals 


Salt City and 
erosine 
200 gale 200-299 gals., 
and over, deduct le 


Notes 
T.W 
Premium-grade 
regular at Oklahoma & N 


prices are to consumers and dealers 


gasoline t.w prices 2.5¢ 
Mexico points; 


above 


2.2¢ elsewhere 


Kaso Gasoline 
(Regular Grade 
Casoline 

Cons Dir. 


.W rW 
Atlantic City, N. J 15 xi4 
l 
l 


Esso 
Standard 


Newark xl4 
Baltimore, Md ) 15 
Cumberland 6 16 
Washington, D. ¢ ) 16 
Danville, Va € 16 
Petersburg 
Norfolk 
Richmond 
Roanoke 
Charleston, 
Fairmont 
Parkersburg 
Wheeling 
Charlotte, N. C 
Hickory 

Mt. Airy 
Raleigh 
Salisbury 
Charleston, 
Columbia 
Spartanburg 
New Orleans, La 
Baton Rouge 
Alexandria 

Lake Charles 
Shreveport 

New Iberia 
Knoxville, Tenn 
Memphis 
Chattanooga 
Nashville 

Little Rock, Ark 


xEffective Nov 


W. Va 


RAIA NwAISw onwe 
SHRVHoOOVTOTDeOeOe®D 


sc 


AISenweaA-BDoOo~ Is -} 
Sawnrenvnres 


Naphthas TW 


& Steel Bbts 
Min & 


Newark, N. J Spirits ‘ 
8,600 gals. & over 18.0 19.5 
Steel bbls 24.0 25.5 

Baltimore, Md 
3,600 gals. & 

Steel bbls 

Washington, D. ¢ 

8,600 gals. & over 


FURL OLS 


t No. 6 


Atlantic City, 

Newark : " 984 $3.236 
Baltimore, Md é 32 4.28 
Washington, D. C ‘ ‘ 40 4.18 
Danville, Va 

Petersburg 

Norfolk 

Richmond 

Roanoke 

Charlotte, N. ¢ 

Hickory 

Mt. Airy 

Raleigh 

Salisbury 

Charleston, 8S. C 

Columbia 

Spartanburg 

prices do not in- 


Taxes: Louisiana kerosine 


clude le state tax 


Kerosine N 1 Atl 


deliveries of 


Notes: antic City prices 


are for or more; add le 


100 gals 


300 gals 


for 100-299 gals., 2c for less than 


Premium-grade gasoline t.w prices 2.5¢ 


abeve regular 
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CRUDE OIL 


Domestic —-in $ per bbl 


Eeunwe 


porn do mrr 


of 42 | 


FIELDS EAST OF CALIFORNIA 


S. gals. at the well 





Prices in fields east of 
fective as of 7 a.m., June 
noted. Prices as shown by 
eral areas in most states. Details of fields 
where each company posts and exceptions to 
gravity schedule as shown above will be fur- 
nished on request to NPN. Scattered fields on 
gravity schedule as well as fields for which 
flat prices are posted are shown in the Flat 
Price Section 


California were ef 
15, 1953, except as 
states and by gen 


GRAVITY SCHEDULES 


ARKANSAS—Sweet Crude 
Schedule A: Arkansas Fuel, 
nolia 


Esso, Gulf, Mag 


ARKANSAS 
Schedule M: 


Sour & Other Grades 
Ark. F Easo, Ohio Oil 


COLORADO—Sweet Crude 
Schedule A: Continental, Philliy 


clair, Texace, 


KANSAS—AIll 
Schedule A: Carter, Cities 
nental, Gulf, Phillips, P 
stanolind, Texaco 
2¢ below Schedule ¢ 


fields 
Cont 


Service 


re, Shell, Sinclair, 


Sohio 


(6-1-55 


LOUISIANA—Central 
Catahoula Lake & Other 
Schedule N. Faso 
Hamphill & Other Fields 
Schedule O: Esso, Gulf, 
Ola & Other Fields 
Schedule P: Ark. F 


Field 


eel 
Stanolir 


d 


Faso 


LOUISIANA—Coastal 

Edgerly & Other Fields 
Schedule F: Gulf 

Eunice & Other Fields 
Schedule E (24-29 gravity) 


Sun 


LOUISIANA 

Delhi & Other Fields 
Schedule N: Exeso, Sun 

Fairview & Other Fields 
Schedule O: Feax 


East 


LOUISIAN A—North 
Athens-Petit & Other Fields 
Schedule M: Faso, Gulf 
Caddo, Homer & Other Fields 
Schedule A: Ark. | Esso, Gulf, Magn 


iel, 


LOUISIANA—South 

Schedule P: Cities Service, 
Gulf, Magnolia, Pure, 
Texaco 


Continental, Fea 
Shell, Stanolind, Sur 


MISSISSIPPI—Eucutta & Other Fields 
Schedule Q: Faso, Gulf 


MISSISSIPPI—Fayette & 
Schedule O: I I 


Other Pields 


MISSISSIPPI 
Schedule N 


Overton & Other Pields 


MONTANA 
Schedule A: Carter 


i, Te 


Sweet Crude 


MONTANA 
Schedule 
t ne 


Sour Crude 


R: Cart 


NEBRASKA—ALI fields 
Schedule A: Pure ' 

NEW MEXICO—Intermediate 
Schedule D. Atlanti Cities 

nental, Gulf, Humble, Mag 


he Sinclair, 


Crude 


NEW MEXICO 
“chedule ¢ 
nental, Gulf, Humble 

l¢ 


Sour Crude 


Magt 


NORTH DAKOTA 
t 


Schedule A 


All fields 


OKLAHOMA—Sweet Crude 
Schedule A: Carter, Cities 
julf, Magr ia P} 


neclair tar ind, if rs 


enta 


OKLAHOMA—Sour Crude 
Schedule AA R-1-54 


Carter 


rEXAS 
$2.90 


ervice, 


Kast Texas Field 
Flat Price: Ark. Fue Atiar 
Gulf, Humble, Magr a, Ohk 
Ame an, Phillips ‘ ir 


rEXAS—East Central 
Schedule B: H 


imble 

rEXAS—Galf Coast 

Aldine & Other Field 
Schedule P: Par 


Anahuac & Other |} 
Schedule F: Ci 

Magnolia, Pan Ame 
rubnh hell, ir 
\reola & Other Fie 
Schedule J: Atlantic, 

Texace 

Goose Creek & 
Schedule E 


Other Test Fiel 


Humble, 


Texaco 


Low Cold 
(24-30 Gravity) 
American lind, Sun, 
Hastings & Other Fields 
Schedule E (24-40 Gravity): 
Humble, Pan American, Stan 


Stan 


Atlant 
lind 
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I 
Kel 


Humble 


rEXAS 


rEXAS 


Asphalt 


TEXAS 


rEXAS 
i 


M 


rEXAS 
Schedule A 


ga 


& 


Schedule 


Schedule 


North 
Schedule A 


h 


Othe 


North 
ntinenta 


ind, Texa 


Northeast 
Crudes) 
Other 


Fields 
Pan At 
rie 
H 


Panhandle 


Schedule 


an 


ur 


ey 


\ 


Gulf, H 


Southwest 


& 


Schee 


& 
Schedule I: Citie 
e, Pure , 

Other 


dule 


Schedule 


& 


Schedule 


“ 


rEXAS 


W eat 


{ 


Schedule 


air 


H 
r 


Ww 


ARKANSAS 


Schedule 


TEXAS 


Ma 


W eat 


Schedule 


rEXAS 


ar 


West 
Cr 


Schedule 


mb 


Magnolia, 


YOMING 


YOMING 


Schedule 


"ure 


Listings 


imestone 


andstone 


rr 


ack 


ver 


Other Fie 


lind 
Pie 


Humble 


Other { ide 


air 
Other ( 


& 
imit 


W est 


A 


a 


D 


Magt 
‘ nd, 


Sweet 


A 


K 


Ce 


(24 


Sour 
( 


n 


Ark 


29 
lexacs 


des 


(20-40 Gravity) 


e, Philliy 


Central 
Humble 


Texas Sweet 
Atlanti« Ci 
Phillips 


Texace 


lia 


Mn 


Central 


( 


Gravity) H 


P 


Tesas Intermediate 


lia, Phillip 
Texaco 


Texas Sour 
Atiantie 
Ohio 


Crude 
Carter. ( 


Crude 
rter (x 


tanolind 


VLAT 


inelude some 
schedules) 
j kas 
( Kaw 
Fuel, Gulf 


ensate 


jensate 


I 


ntiner 


PRICES 


fields on gravity 


$2.96 
3.00 





aC] prices CRUDE OIL Domestic—in $ per bbi. of 42 U. 8. gals. at the wen 


ILLINOIS MICHIGAN PENNSYLVANA—Penn. Grade 


Kastern Lil, (Ohio Oil, 10-65-56) Schedule Only lowest and highest postings of each com- (11-1-66, except as noted) 


I!l, Basin (Carter & Texaco, 10-1-56, Ohio pany are shown below; other postings may be Allegany, N. Y. (Sinclair 11-7-56) 
Oil, 10-65-66, Shell, 16-6-55, Magnolia & obtained on request to NPN Bradford, Pa. (Seep, Tide Water) 
Pure, 10-756, Ashland, Gulf, & Sohio Bay Pipe Line (10-16-64) : ; 
10-15-66) Z Klmwood $2.50 Eureka, W. Va. (Seep) 

Il. MBohio, 10-15-55) exeept flelds below Lake George, Stony Lake 2.98 Middle Penna. (Seep) 

Dudley field (Bohio, 10-16-56) 2 Leonard Pipe Line (6-1-64) 

Klbridge & Stoy fielde (Sohio, 16-15-56) Clare City 2.62 ‘ 

Schedule ¥ Fork & other fields 2.98 Zanesville, Ohio 

Plymouth (Ohio Oil, 10-65-65) 2.67 Pure 

Adams & Deep River (6-1-54) 2.80 

INDIANA Coldwater (10-88-54) ee TEXAS 

" oT s Agua Dulce (Republic) 3.10 

Ind. (Bohio, 10-1.-56) except fields below 4% Simrall : Atlee (Republic) 3.06 

Vrairie Creek field (Bohio, 10-14-56) Bechedule f Grant (6-29-54) 2.48 B d Cond te (Shell 2.90 

Western Ind. (Ohio Oil, 10-56-55) | Schedule F Barryton-Sun Denslow (10-16-54) 4.06 penecum voncensate \nuem/ ‘ 2 9% 

’ 5 Sohio Covugs pene (Pan American) 90 
= , r OR Chape ill: 

KENTUCKY Coleweter (1i-1-88 bs Condeneate (Sinclair) 2.90 

Butler Co. area (Owensboro-Ashland, Crude (Sinclair) 2.83 

10-15-65) x 3 MISSISSIPPI Charlotte (Humble) 5¢ above Schedule B 

Ovencheve area iAgpians, 10 16-66 ) Baxterville Clay Creek (Sun) 2.65 

K agland Grade (Ashiand, 10 16-65 ) Condensate (Gulf) 2.15 Conroe (Humble, Sun, Texaco) $.13 

eg —— (Ashland, 10-16-65 ») Crude (Gulf) 1.50 Darst Creek (Humble, Magnolia, 

10-16-56 y., wll fields & pools (Sohio, Central Miss. Condensate Texaco) 2.79 
0-16-66) Fayette (Esso) 3.10 Pearsall (Humble) 5¢ below Schedule C 

LOUISIANA Gwinville (Esso) 3.00 Quitman-Paluxy (Pan American ) : 2.76 

—— . Pickens erude (Carter) Schedule D Tomball (Humble, Magnolia, Stanolind) 3.13 

Bayou Pigeon (Republic) Van (Humble, Pure) 2.73 

Kear (Continental) vn Willamar (Pan American) 2.70 

Kivens (Atlantic) Bee ni Sok 60-1 

Creole (Pure) 5 aries (Honlo, 10-1o-ob nee 

Haynesville-Smackover Lime WYOMING 
Condensate (Ark. Fuel, Gulf) ’ MONTANA Beaver Creek (Stanolind) Schedule D 
Crude (Ark. Fuel, Gulf) ay gern Big Sand Draw Condensate (Sinclair) 2.90 

Neale (Atlantic) Darling (Carter) . 2.60 Byron (Ohio Oil, Stanolind, 4-16-55) 1.80 

North Louisiana Condensate Pondera (Phillips) Schedule M Garland (Ohio Oil, Stanolind, 4-16-55) 1.80 
Cotton Valley (Kasco) Hidden Dome (Ohio Oil) 1.65 
Gloyd (Easo) j OHTO North Sand Draw (Sinclair) Schedule D 

South Louisiana Condensate (Kasco) Cleveland & other fields (Sohio, 11-1-54) 2.62 Oregon Basin (Ohio Oil, Stanolind, 

Sweet Lake (Pure) : Corning (Ashland, 11-1-54) 2.72 Texaco, 4-16-55) 1.75 

Urania (Ark. Fuel) Corning (Seep, 11-1-54) 2.65 Riverton Dome (Stanolind) Schedule D 

Ville Platte (Continental) Lima (8.0. Ohio) 2.60 Wertz (Sinclair) Schedule C 


Southwest Penna. (Seep) 
(Ashland) 











CALIFORNIA 


S. 0. California prices effective Oct. 17, 1955. All gravities above those quoted take highest price offered for the field specified 


SCHEDULI 2 : { 7 8 SCHEDULE 9 10 i 12 : 15 
(pravity (,ravity 

12-12 9 78 6% [ 24-24.9 f 

14-18.9 82 § ‘ 25-25 .9 2.6 $2 2.47 
14-14 9 87 f 26-26 .9 2 2.5: 
16-16.9 7-27.9 2 2 2.60 
16-16.9 28 2 
17-17.9 29 .{ 2.8 ¢ 2 
18-18.9 30 9! 2.99 2 
19-19.9 $1.$ f i) 2 
20-20.9 $2 .$ ‘ ° 2 
21-21.9 33 .$ é 3 
22-22.9 34 P 3 
23-23 .9 35 .{ i i 
24-24.9 + B6 .§ 

25-25 .9 1-87 

26-26 9 38S 

27 27.9 ay 

28-240 40 ¢ 


] 


* 
~ 


BS OS OS bo OD 


wWNwWNNNN Ke 


WMO NMNNWdtsh& 0 


WNWMwONSwOSS—— — 


None 


SCHEDULE 7 : : 22 23 2 y 2 y : y b q 3: 33 34 
(ora 
2126 2 87 $1.84 $1.90 
8-18.9 89 90 1.94 
y 7 93 97 2.00 
9 00 2.03 2 
; 9 07 09 2 
7) 14 2.16 32 
4 21 Si 7 
7) 37 2.3 
4q 33 7 
rT) 40 
29 
4 
” 
i) 
, 9 
aT) 
" 
9 
4 
) 
y 
0 
at) 
9 
v 
” 
o) 
9.9 
40.9 


ed 
tw 
Red 


wwe 


_ 


SPS PS oS 
st 


Sr ren 
ote 
tw 


a 


wenwne 
nw 
NWN NKON— 


st 
a] 


~ 


=- 


N 
LS 
Soto to ronr 


ott 
J 


2 

2.47 
> 

2 


= 


52 
58 2 
64 2 
2.76 2.7 
76 2 
83 2 
89 
2.94 
00 
05 
8.11 { § 
$8.16 8.17 83.15 3.26 
8.21 3 3.2 3.30 
g é 3.33 
36 
39 
3.43 
44 3.47 


th 
nt 
ts 


> DS BS PSB 
rete 
nmr 
~S DS HS PO OS DS PS 


rrmreneern 
bs 
NWNWHNNNMNNWNOWh 


ter 
Shot re 
wheter wr 
Nw 


Swewnwwe Ow nwnwnwn 


SwWNNNWNNNNWHWNWONWWONWOWd 
inom 
SwWwrwenwwnwnets 


Swwr 
S2aSnwn-— 


Rm 255-2 30S 


i 


Cf > 


Schedule Schedule Schedule Schedule Schedule 
Alliso Canyon $7 Elwood 14 Midway Sunset $2 Oxnard : Signa! Hill (Long Beach). 19 
Belridge 87 Gato Ridge 3 Mission f Pleasant Valley ; Tejon Hills 17 
Buena Vista Hills By Greeley 11 Montalvo West (Colonia Race Track Hill ; Torrance 26 
Canfield Ranch { Guijarral Hills Pool) 27 Raisin City ' Wasco 11 
Coalinga 3 Huntington Beach 2: Montalvo West (McGrath Richfield West Cat Canyon—Los 
Coles come Inglewood ‘ Pool) 21 Rosedale Flores 4 
Cymric, .. 36 Kern Front Montebello « : Weat Cat Canyon (Sis- 
Del Valle Kern River Mountain View s Rosedale Ranch ree quoe Zone) 4A 
East Coyote ‘ Kettleman Hilis ! Mt. Poso Round Mountain Weat Coyote 30 
Edison Bf Lakeview Area 8% Newport-Anaheim Sugar : le S y dee ” 
Elk Hille (Shaliow) 7 imei . phe & Santa Fe Springs ; Wheeler Ridge . 
Elk Hills (Stevens Zone) Lost Hills 3! Newport—-Other Than Santa Maria Valley . Whittier 28 
E! Segundo MeKittrick Anaheim Sugar Area... Seal Beach se { Wilmington 
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CRUDE OIL Foreign—in $ per bbl. of 42 U. S. gals., except as noted 


Venezuelan Crude Prices 


Prices per bbl. for ecargo-lot quantities, FOB 
vessels at porta shown; effective at time vessel 
tenders for loading; subject to change without 
notice, and to availability and other terms stated 
below; 2¢ per bbl. differential per degree of gravity 
applies for gravities below and above those shown, 
except as noted. Prices for crude oil sold at points 
other than those indicated subject to variation 
from prices shown below to reflect any change in 
transportation and terminalling requirements 


Colon Development Co. Lid. 


FOB Cardon 


Gravity 
Crude API 


37.0-37.9 


Effective 

Price (Bbl.) Date 

West Tarra $2.99 2 
La Cruces/ 

Los Manueles. .30.0-30.9 2.58 2 


Compania Shell de Venezuela 
FOB Puerto La Cruz 
41.0-41.9 3.04 
32.0-82.4 2.67* 
FOB Cardon 
Paconsib 33 .5-33.9 7 
Lagomar 31.0-81.4 
Mara. 29 .5-29.9 
Cabimas 22.0-22 4 
Lagunillas approx. 15 
Bolivar Dist. 
Heavy 12.5-12.9 1.70° 


San Joaquin 
Oficina 


90** 


Creole Petroleum Corp. 
FOR Las Piedras or Amuay 

Bachaquero 16.5-16.9 1.90° 
Tia Juana 

Heavy 18.5-18.9 2.11° 
Lagunillas 

eavy Flat 2.05 

Mara, 29 .5-29.9 2.40* 


FOB Amuay 
Tia Juana 
Medium 26.5-26.9 
Tia Juana 102 
» P 25 .0-25.4 
Tia Juana Light.31.0-81.9 


Gravity Effective 


Crude API Price (Bb1.) 
FOB Tucupido 
Cumarebo 48 0-48. 9 $3.40 
POR Puerto La Crus 
San Joaquin 41.0-41.9 
Oficina 46 .0-35.9 
Guanipa 41.0-31.9 
Tigre 24.5-24.9 
FOB Caripite 
Mulata 36 0-36 .§ 
Jusepin 32.0-32.9 
Quiriquire., 16.5-16.9 
FOR Boca de 
Temblador 20.5-20.9 
FOB Capure (Pedernales 
9 . 


Pedernales 0-21.4 1. 84* 


Mene Grande Oil Co 


FOB Puerto La Cruz 

Santa Kosa Sta 

bilized Con 

densate Fiat 
Anaco Wax 41.0-41.9 
Oficina 36 .0-36.4 
Mesa 30 .0-80.4 
Leona 24.0-24.4 
Merey 18.0-18.4 


FOB Caripito 
Temblador 20.5-20.9 2.30* 
FOB Las Piedras 
Bachaquero 14.5-14.9 1, 76° 
Taparito 16.9 1.80° 
Lagunillas 2.05 
Cabimas y 4 2.065* 
Mara 5-29.9 2.40* 


Secony-Vacuum O11 Co of Venesucla 
FOR Puerto La Cruz 

San Joaquin i12.0-42.9 8.06 » 16 

Oficina 44.0-34.9 2.76 11-16 


Differential per \4 deg. grav.: ®2¢ bbl. *2.5¢ bb! 
*3¢ bbl. °3.5¢ bbl. xDifferential applies ior each 
full 1 deg. grav. above 41.0 and for each full 
deg. grav. below 41.4. tShallow draft only. **Flat 
Applies for current deliveries only price for 
deliveries to be made on and after Jan. 1, 1956 is 


$2.06. 





Middle East Crude Prices 


Prices are per bbl. of 42 U. S. gals., exclusive of 
local port or other governmental charges, sales 
taxes, ete., if any; FOB loading port indicated, for 
gravities shown; 2¢ per bbl. differential per degree 
of gravity applies for below and above those shown 


Persian Gulf 

Price 

Arabian (ex Restanura) 36-36.9 $1.97 
Esso Export (7-27-53), Soe.-Vac. Overseas Sup- 


Crude Gravity 


Crude Cravity 


(12-29-54), Soc.-Vac. Overseas Supply (11-3-! 
The Texas Co. (Iran) (11-17-64), ia Atlantic, 
Richfield Iran, Sohio-Iran Trading, Tide Water 
Iran ((4-29-556), Hancock International (4-30-55 
Pacific Western-Iran (5-26-55), San Jacinto 
Eastern (6-23-55). 


Iranian Heavy (ex Abadan 31-31.9 1 67 
BPgTrading§ Ltd., CFP, lranian Branch, Shel! 
Petroleum (10-29-54), Iran California Oi 
(12-29-54), Soc.-Vac. Overseas Supply (11-83-54), 


Canadian Crude Prices 


Pos tings of Imperial Oi! Ltd. Prices are ir 


dian dollars per bbl. of 35 Imp. ga! 


Alberta (effective 9- 1-5 
Acheson /Stony Plain 1-2, 1)-4, L.« 
Armisie L.C 

Duhamel D-2, D-3 

Excelsior D-2 

Fenn-Big Valley D-2, D-3 

Golden Spike D-2, D-3 
Joarcam-North 

Joarcam-Seuth 

Joffre Viking 

Leduc-Woodbend D-2, 1)-3 
Malmo D-2, L.( 

Malmo D-3 

New Norway D-2 
New Norway D-3 
Pembina Cardium 
tedwater D-3 


Manitoba (Effective 10-19-55 


Daly area-Mississippian 
Virden area-Mississippian 
Woodnorth- Mississippian 


Ontario (Effective 4 25-55 
Oil Springs Receiving Station 
Sarnia by t. w. or t. « 


12th Line Receiving Station 


Saskatchewan (Effective 11-1 
Fureka-Viking 


Smiley-Viking 


Turner Valley (Alta) Crude (2-1 


FOB producers tankage, begin with 
grav. at $2,665 with 2¢ differential per 


grav. to 64 & over at $3.285 


Fastern Mediterrancan 


Crude Gravity Price 


Arabian (ex Sidon, Lebanon) 46-36. 9 $2.39 
Esso Export (7-17-53), Soc.-Vac. Overseas Sup 
ply (7-24-63). 

Arabian (ex Sidon, Lebanon) ..4-34.9 
M. E. Crude Sales (7-21-63) 

Iraq (ex Tripoli, Lebanon / 

Banias, Syria) 
BP Tradin Ltd. (7-16-6% 


(7-17-68), Shell Petroleum (7 


Tide Water-Iran (4-29-55), Pacific Western 


. Overseas Supply (7-24-58 
Iran (56-26-66), The Texas Co. (Iran) (10-1-55 


ply (7-24-58). 

Arabian (ex Restanur«) . 34-34.9 1.93 
M. E. Crude Sales (7-21-53). 

Basrah (ex Fao, Iraq) 

Esso Export (7-27-53). 

Iranian (ex Bandar Mashur) 34-34.9 1.91 
BP Trading Ltd., Esso Export, Shell Petroleum 
(10-29-54), CFP, Iranian Branch, Iran Cali 
fornia Oj) (11-1-54), Gulf International 
(11-56-54), Soc.-Vac. Overseas Supply (11-38-54) 
The Texas Co. (Iran) (11-4-54), American 
Independent, Iran Atlantic, Richfield Iraq, 
Signal§international, Sohio-Iran Trading, Tide 
Water-Iran (4-29-55), Hancock International 
(56-24-55), Pacific Western-Iran (6-26-55), San 
Jacinto Eastern (6-23-55). 

Iranian Light (ex Abadan) 34-34.9 1 86 
BP Trading Ltd., CFP, Iranian Branch, Esso 
Export, Shell Petroleum (10-29-54), Gulf In 
ternational (11-5-54), Iran California Oil 


Iraq (ex Fao. Iraq) 36-36 .9 1.92 
BP Trading Ltd. (7-16-53), Soc.-Vac 
Supply (7-24-68). 


Iraq (ex Fao. Iraq) 
Shell Petroleum (7-20-53). 


86-36 .9 92 


Overseas 


35-35.9 1.90 Far East Crude Prices 

Prices are in I dollars per bbi f 42 
8. gals., ex local port or other government 
charges, for crude within gravity range stated 
loaded in full cargo lota, FOB port indicated 


Kuwait (ex Mina-al-Ahmadi) 31-31.9 1.72 I 
BP Trading Ltd., Gulf Exploration (7-16-68), 
Soc.-Vac. Overseas Supply (11-3-64). 


Qatar (ex Umm Said) 40-40 .9 
BP Trading Ltd. (7-16-53). 


2 4 
2.08 Seria Light 


pany Sarawak Oilfielda Ltd 
Cravity API 47-38 
$2 60 


arawak 


Qatar (ex Umm Said) 39-39 .9 
Shell Petroleum (7-20-63), Soe.-Vac 
Supply (7-24-58) 


2.06 
Overseas 
Price 
ron 
Effective Date 4154 


Qatar (ex Umm Said) 36-36 9 
Faso Export (7-17-53) 


2.00 








Crude-Products Index Up Again in Oct. 


BLS figures with petroleum indexes based on Platt’s OI 
GRAM quotations follow (1947-49 equals 100) 


NPN Gasoline Index 


Dealer 1.W. Tank Car 
(cents per gal.) 
15.78 12.52 
16.01 
15.87 


Change 
Change Oct. ’55 
Oct. vs. vs. 
Sept.’55 Oct.’54 
+-0.4 


November 15 
Month 
Year 


Oct.* Sept. 
1955 


120.5 


Oct. 
1954 


17.5? 


Ago 
Crude Ago 12.13 
Crude and 
products 
Gasoline 
Kerosine 
Distillate fuels 
Residual fuels 
Lubricating oils 
Natural gasoline 
All commodities 


(*) Preliminary 


Dealer index is an average of dealer tank wagon 


prices ex tank in 50 cities 

Tank car index is weighted average of following 
wholesale markets for regular-grade gasoline, FOB 
refineries or terminals: Oklahoma, Chicago District 
Minneapolis-St. Paul, Western Pennsylvania, Cali 
fornia, New York Harbor, Philadelphia, Jacksonville 
Boston, and Gulf Coast 


114.0 +-(),2 +4 
116.9 t.(),7 1.5 
114.5 ] 0.6 +-(), 
118.7 , 1.3 (0). 
109.0 15. 
74.6 69.7 L().4 1-5 
79.5 71.6 r 
111.7(r) 109.7 0.2 
(r) Revised 


ed i 


oo te 
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STATIST 


Alabama 
Arizona 
Arkansas 
California 
Colorado 
Connecticut 
Delaware 
Distriet of Ce 
Vlor 
Georgia 

Idaho 

Iinois 
Indiana 

lowa 

Kansas 
Kentuck 
loulsiana 
Maine 
Maryland 

M assachuset ts 
Michigan 
Minnesota 

M ineisei pi 

M issour)| 
Montana 
Nebraska 
Nevada 

New Hampshire 
New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Kthode Island 
South Carolina 
outh Dakota 
Tennessee 
Texas 

Utah 

Vermont 
Virginia 
Washington 
Weat Virginia 
Wisconsin 


Wyoming 


da 


a 


Total 46 
Daily 


tates and 1), of ¢ 

A verage 

(Change from previous year 

Total change 

Vercentage change in Daily A verage 


*In general, then 


NOTE} 
July 1; Ce 
haps May are overstated 
turther information 


(a) Connectleut and 


yet available fre 


ICS 


Gasoline Consumption by States, July, 1955* 


American Petroleum Institute figures) 


] figures include all gasoline sold or con 
1These are State tax rates per gallon. In addition there is the Federal tax of two centa (2¢ 


t effective July 1 


mm Weat Virginia 


fax Rate! 
July 


Cents 


sumed within the 


June 1955 
Callons 
69,621,000 
31,155,000 
48,019,000 
524,604,000 

, 000 

, 000 
000 
000 
7,000 

, 000 
,000 
3,000 
000 
000 
7,000 

, 000 
000 

, 000 
,000 
000 
000 

, 000 
000 
000 
O00 
000 
000 

, 000 
493 , 000 
B38 000 
877,000 
,478 , 000 


907 
045 
968 , 000 
, 578 , 000 
406 , O00 
674,000 
, 464,000 
, 964, 000 
200 , 000 
508 , 000 
487 , 000 
860 000 
199 000 


000 
000 


867 
892, 


000 
000 


961 
, 432 


000 
000 


h) Wisconsin tax increased 2 cents, both effective July 1; 
lowa tax increased 1 cen 


Month of 

July 1955 
Gallons 
68 , 891,000 
29,917,000 


July 1954 
(rallons 
65 ,024 ,000 
27 , 738 , 000 


7 Months 
July 1955 
Callons 
468 ,120 
204,627 


000 
, 000 


confines of the state, 


39 , 370,000 
464 ,680 , 000 
57 , 233,000 
15 , 204 , 000 59 879,000 
13,337 , 000 12,393,000 
17,946 , 000 17 , 238 ,000 
108,313,000 98 , 453,000 
90,114,000 88 680,000 
31,400,000 24,626 000 
139 , 023 , 000 230 , 700 , 000 
, 834, 000 135 , 340,000 
751,000 105 , 081,000 
163 , 000 86 , 290 , 000 
7,077,000 63,677 , 000 
508 , 000 266 , 000 

, 876 , 000 , 887 , 000 

, 942,000 210,000 
886 000 677 , 000 
534,000 181,000 

837 , 000 403 , 000 

, 756,000 , 646 , 000 
073 , 000 991,000 
136,000 899 , 000 

, 389 , 000 , 806 , 000 
666 , 000 , 710,000 

, 7382 ,000 7,969 ,000 
848 , 000 , 956 , 000 
7,128,000 232 , 000 

, 507 , 000 899 , 000 
243 , 000 844,000 


41,917,000 
481,574,000 
60,670,000 


866 
3,654 

, 873 
667 
911 

, 1038 

86 , 647 , 000 
89 , 961,000 
$64,771,000 
28 , 808 000 
11,914,000 
102,397 , 000 
82,637,000 


000 
, 000 
, 000 
, 000 
000 
000 


, 967 , 000 
, 112,000 
}, 827, 000 
3,977,000 
, 799 , 000 
, 765 , 000 
5, 263,000 
, 817,000 
, 497 , 000 
3, 108 000 
2,954,000 
, 141,000 
7,945,000 


744 
, 006 


110 


26 


000 
000 


, 054,000 
, 288 , 000 
785 
164 


000 
000 


, 492,000 
, 048 , 000 


550 
873 


068 , G00 
+-4.27' 


iv 


289, 
248, 


224 
583 
455 


027 


454, 
,510, 


667 


,644 


469 
251 
692 


555 , 848 


091 
095 
666 


,502 
4,864 
9,651 
7,652 


575 


5,061 
7,623 


, 385, 
, 000 
, 360, 


5,596, 


358, 
186, 
561, 
2,611, 
165 
66 
651 
479, 


685 
91, 


, 628, 
144, 


+1,772 


905 


064 


122, 
843, 


297 
764 


254 
873 


$83, 


ote 


287, 
929, 
733, 
, 000 
, 456, 


611 
266 
810 


750 


115 
300 


901 


476, 


410 
6 


000 
000 
000 
000 
000 
000 
000 
000 
000 


, 000 


000 
,000 
000 
,000 
,000 
000 


,000 
, 000 


000 
000 
000 
000 
000 


000 
000 
000 
000 
000 
000 


000 
000 
000 
000 
000 
000 
000 
000 


000 
000 
000 
O00 


,000 
000 
, 000 
000 


000 
14% 


Ending With 

July 1954 

GCallors 
439 , 699 000 
187 , 487 , 000 
277 , 941, 000 
3,016,022, 000 
321,133,000 
359 , 806 , 000 
73,871,000 
117,092,000 
731,162,000 
592 ,330 , 000 
132 , 886 , 000 
,519, 024,000 
$82 , 848 , 000 
625 ,041, 000 
549 , 864,000 
417,455 , 000 
419 , 068 , 000 
150,914,000 
405 ,076 , 000 
632,758,000 
, 295,900, 000 
615,178,000 
$21,170,000 
849,374,000 
150,876,000 
320 , 483 , 000 
62,421,000 
89,755,000 
956 , 535 , 000 
177 ,004, 000 
, 858 578 , 000 
655 , 840,000 


558 , 357,000 
480 , 808 , 000 
328 , 080 , 000 
512,914,000 
120 ,855 , 000 
343 , 048 , 000 
336 , 000 

640 , 000 

, 579 , 439 , 000 
152,053,000 
63 , 855 ,000 
604,818,000 
454,429,000 


652, 838 , 000 
90,441,000 


28 , 856,491,000 
136,116,000 


regardless of whether for taxable or nontaxable purpose. 
per gallon. 


(b) Georgia, (d) Nevada and (f) Vermont tax increased 44 cent effective 


It is pomible because of these situations that consumption figures based on tax collections for June and per 


(¢) Because of the change in tax, an increase of 1 cent effective July 1, ‘ 


consumption” figures for July have not been estimated. 


(g) No 





Gasoline Prices for 50 U.S. Cities 


Averages of prices for regular-grade gasoline on November | 
to American Petroleum Institute 
Figures in ¢ per gal.; (i) and (d) indicate increase or decrease 


as reported by The Texas Co 


as compared with October | 


Posted 


Dealer 


t/w 


(ex tax) 


Average U.S d 
Portland, Me 

Manchester, N. H 
Burlington, Vt 

Boston, Mass d 
Providence, R. | 

Hartford, Conn d 
Buffalo, N. Y 

New York, N. Y 

Newark, N, J d 
Philadelphia, Pa 

Dover, Del 

Baltimore, Md 

Washington, D. ¢ 
Charleston, W. Va 
Norfolk, Va 

Charlotte, N, ¢ 

Charleston, S. ¢ 

Atlanta, Ga 

Jacksonville, Fla 
Birmingham, Ala 


152 


d-9.40 


Service 
Station 
(ex tax) 


d-21,26 
1-21.90 

20.90 

22.90 

17.90 
d-12,90 
d-13,90 
i-23.50 
16.00 23.90 
13.50 d-15,90 
14.50 1-18.90 
15,90 21.90 
15.40 19.90 
15.90 d-21.50 
16.30 21.90 
15.10 20.90 
16.20 22.90 
15.10 21.50 
16.60 4-22.80 
16.10 19.90 
16.40 71.90 


price 


16.11 
15.90 
16.40 
17.10 
12.90 


10.40 
16.50 


Gasoline 


Tax 
(incl, 2¢ 


Service 
Station 


federal) (incl, tax) 


7.80 
9.00 
7.00 
7.50 
7.00 
6.00 
8.00 
6.00 
6.00 
6.00 
8.00 
7.00 
8.00 
8.00 
8.00 
8.00 
9.00 
9.00 
8.50 
9.00 
10.00 


d-29.06 
30,90 
27.90 
30.40 
24.90 
18.90 
21.90 
29.50 
29,90 
d-21.90 
1-26.90 
28.90 
27.90 
29.50 
29.90 
28.90 
31,90 
30.50 
31.30 
28.90 
41.90 


Vicksburg, Miss. 
Memphis, Tenn. 
Lexington, Ky. 
Youngstown, Ohio 
South Bend, Ind. 
Chicago, Il. 
Detroit, Mich 
Milwaukee, Wisc. 
Twin Cities, Minn 
Fargo, N. D. 
Huron, S. D 
Omaha, Neb. 
Des Moines, la. 
St. Louis, Mo. 
Wichita, Kan 
Fulsa, Okla 
Litthe Rock, Ark 
New Orleans, La. 
Houston, Tex. 
Albuquerque, N. M 
Denver, Colo. 
Casper, Wyo. 
Butte, Mont. 
Boise, Ida 
Salt Lake City, 
Reno, Nev 
Phoenix, Ariz 
San Francisco, Calif. 
Portland, Ore. 
Spokane, Wash. 
(*) Includes 1¢ city tax. 
) Includes 0.5¢ city tax. 


Utah 


16.00 
15.30 
14.40 
16.30 
17.70 
16.80 
17.30 
17.30 
16.30 d 
16.40 i 
17.20 
15.80 
15.90 2 
16.40 2 
14,90 
15.20 
15.30 
15.00 
14.70 
17.40 2 
16.60 
17.50 
19.90 
19.00 
17.50 
19.10 
19.40 
16.70 
17.20 d 
19.50 


7 


14 

21. 
22.61 
20. 


19 
19 
20 
20. 5¢ 
20.06 


i-14. 
5 
26.5 
25.1 
23, 45( 
25.2¢ 
22.% 

22.50 

20.90 

25.50 


9 


23.40 
20.90 
18.90 
20.90 


oe) 


) 


74 


27 


a 


1.4¢ 
1.9% 
oF 


4 


3. 5( 


Or 


) 


90 
90 


90 


) 
) 
) 


40 


) 
) 
) 
) 


90 


) 
) 
) 
) 
) 
) 


32.40 
29.90 
27.90 
27.90 
28.90 
29.74 
31.27 
30.90 
d-21.90 
i-29.90 
29.60 
28.90 
29.40 
27.90 
26.90 
27.90 
28.90 
29.50 
27.00 
32.00 
i-22.90 
33.00 
35.50 
33.10 
30.50 
33.20 
29.90 
30.50 
d-28.90 
34.00 


9.00 
9.00 
9.00 
7.00 
6.00 
7.00 
8.00 
8.00 
7.00 
8.00 
7.00 
8.00 
8.00 
6.00 
7.00 
8.50 
8.50 
9.00 
7.00 
8.50 
8.00 
8.00 
9.00 
8.00 
7.00 
8.00 
7.00 
8.00 
8.00 
8.50 
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—F statistics 
Station Building Permits, 2nd 3 Mos. 1955* ile 


(Valuation in thousands) 
Division Total 2nd quarter April May June 


and State No, Val. No, Val. No. Val. No. Val. 
United States Total 2,889 $40,258 971 $13,516 $13,353 946 $13,389 @ 
New England 113 1421 37 Sil 3 392 45 518 

Connecticut 34 497 s 142 201 14 154 


Maine 15 209 8 124 10 6 75 
Massachusetts 43 500 14 158 94 20 248 
New Hampshire 11 120 61 59 b + 


5 
Rhode Island 10 95 2 26 28 41 
Vermont t t t t ' + FOR 
Middle Atlantic 390 5,821 109 1,719 2.097 2,005 

New Jersey 99 1,355 24 386 SN 490 479 


ST reMeCn § BIC SALFS 
Pennsylvania 112 1,805 34 492 493 5 820 


East North Central 573 9,390 3,172 3,009 3,209 
Illinois 137 =—2,508 709 732 1.067 
Indiana 76 1,169 444 482 243 
Michigan 140 =. 2,206 733 735 738 
Ohio 127 2,108 799 462 847 
Wisconsin 93 1,399 487 598 314 
West North Central 298 4,434 1,731 1,258 1,445 SPECIA B40) 
lowa 50 788 327 5 223 238 
Kansas 39 647 373 104 170 LUBRICANTS 
Minnesota 82 1,209 396 427 386 = > 
Missouri 50 824 207 303 314 


Nebraska 48 545 245 80 1) . LY RU » 
North Dakota 15 202 72 54 — GLYDE 


South Dakota 14 219 111 5 67 Rubber Lubricant & 
South Atlantic 424 5,937 1: 1,750 2,325 ) RUGLYDE Service Kit 
Delaware ra 104 48 56 Industry recommended 


‘ p ‘ - 7 for lubricating of all 
District of Col. 3 60 ; + 50 rubber parts and fit 


Florida 98 1,329 336 ) Sjl g° ve mam 6 ings clean and dress 
Georgia 67 783 - 24] ; +% : up rubber—faster, saf.: 


Tubeless Tire servicing 


Maryland 41 640 110 370 
North Carolina 70 926 21 262 308 


South Carolina 22 363 173 156 é LOCK EASE © 


Virginia 98 1515 2 481 540 Graphited Lock Fluid 
West Virginia 17 217 109 98 . Protects all locks 
East South Central 124 1,564 ; 432 ; 497 : . against oe stick 
ahez ‘ ing, rust and wear 
Alabama 55 577 “ 99 - 288 19 i Penetrates quickly, 
Kentucky 17 211 90 47 6 é q oe seals out moisture and 
Mississippi 14 183 59 13 7 ’ TL dust from working 
wn P parts. Use on every 
Tennessee 38 593 j 184 149 23 lube job—sell it, too! 
West South Central 333 3,750 1,240 1,300 103 
Arkansas 29 354 79 152 10 
Louisiana 41 565 268 174 12 
Oklahoma 42 387 2 135 109 14 
Texas 221 2.444 a) 758 / 865 be A clean lubricant for 
Mountain 202 = 3,115 : 1,250 934 : : ran - —- — 

. a ‘ A, “ On ing and other 
Arizona 48 724 250 199 ] d ne exposed peste stops 
Colorado 43 562 222 135 j 205 Se. squeaks and binding 
Idaho 14 227 41 29 57 oe ee ee 
Montana 26 471 126 267 7 stain 
Nevada 7 141 38 60 
New Mexico 22 222 8 76 44 102 ® 
Utah 31 485 15 263 111 j 111 DOOR-EASE 
Wyoming 1} 283 5 134 é 29 ) 60 Dripless Ol! 

Pacific 432 4,826 153 1,711 1,541 1,574 a é = ro 
7288 , na - ou any earn, 

California 310 3,083 110 1,076 1048 8 959 undies dak mbeaed 

Oregon 29 343 Pal 100 74 14 169 t.— film for hard-to-get-at 


Washington 93 1,400 35 535 419 24 446 = —_ 


Seeeeeeeveseeeeeee 


- 
DEO RRRRBBRET RRA RESESEESE EEE EEE ES SE 


DOOR-EASE ® 


Stick Lubricant 


*Data shown in this tabulation have been developed to represent all areas which require 
building permits, rural as well as urban. These places, which number approximately 7,200, in 
clude about 80 percent of the nation’s nonfarm population according to the 1950 Census 
These figures do not represent the volume of building actually started during each month 
since no adjustment has been made for lapsed building permits nor for the time lag between AMERICAN GREASE STICK co. 
permit issuance and the start of construction 

tNone reported. MUSKEGON, MICHIGAN 


* 
Seeeeeeeeeeeeeeeeeeeeeeeee 
. 
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“ . this @altonad cash register 


figures you r ; 


Up to now, National Cash Registers 
told the customer how much to pay. 
This new feature also tells the exact 
change due—giving complete protec- 
tion to you, customer and attendant. 

For every one dollar of sales, several 
dollars of customer money are han- 
dled—thus inviting opportunities for 
mistakes in computing change. 

NCR Automatic Change Computer 


THE NATIONAL CASH REGISTER COMPANY, payron 9, onto 














Stops mistakes, saves money, speeds service to customers! 


removes all chance for such errors. 

You can now see, at the top of the 
register and on the receipt, every step 
of the transaction—price charged for 
each item, total of purchase (including 
tax), money tendered to attendant 
and amount of change to be returned. 
The printed, itemized receipt is a com- 
plete “take home” statement showing 
every detail of the transaction. 


977 OFFICES IN 94 COUNTRIES 


154 


NATIONAL 


PETROLEUM NEWS * 


You must see this new time-and- 
money saver to appreciate its great ad- 
vantages. Call your nearby National 
branch office for a demonstration 
today. 


December, 1955 





Auburn DRIVE-IN THEATR 
2 MILES FROM AUBURN ON GRASS VALLEY HWY 49 
Twsrerr tere eT 


Jor weve 
ty 
very rer wrtes wre 
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'® 
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4 A deal with a drive-in theater has 
brought a gallonage boost for General 
Petroleum dealer Bob Knox in Auburn, 
Calif. Knox and the theater owner jointly 
advertise a free theatre ticket or 50c 
worth of Mobil products with each $10 
in purchases at the station. An unusual 
feature is a 40-ft. high sign at the sta- 
tion. Movable letters, changed by the 
station staff, announce current movie 
showings. The upper half of the sign is 
a giant flying red horse 


Any time a new business opens in 
his community, Charlie Barrett, a 
Humble Oil agent in Corpus Christi 
Tex., makes it a point to send flowers 
for the occasion. Soon after he makes 
a personal call, meets the owners and 
lets them know he will appreciate their 
business. 

$ 
uy 


A $5,000 giveaway contest designed 
to build gallonage in the face of 
trading stamp competition is being 
conducted in Ft. Worth, Tex., by sta 
tions supplied by the Barney Holland 
Oil Co. There is a drawing once each 
week, with the winner getting $250 
License numbers registered in Ft 
Worth and Tarrant County are put in 
a pool from which one number is 
drawn. If the holder of that license 
number can present a card punched 
to show he made a purchase from a 
Conoco station during the week, he 
collects $250. The contest will run 
for 20 weeks 

$ 
‘ 


he 


New sealed beam headlamps are 
getting a big sales boost from Bob 
Brown, a Humbie agent at Munday, 
Tex. By flashing the lights against the 
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wall of a frame building adjoining his 
station, he demonstrates for customers 
the improved lighting they get from 
the new lamps 


& 


Free road service is provided for 
steady customers of a Mobil station at 
Ellensburg, Wash., run by Joe Pinney 
and Warner Storms. They issue cards 
called “First Aid Certificate for Your 
Automobile” to those entitled to the 
service. While they limit calls to a 10 
mile radius they find most calis come 
from within a mile of the station 
Calls average four a day and 90% 
are from women. There is no charge 
for the service call, but the partners 
report every call leads to a sale of 
some kind, either service or merchan 
dise 

q, 

Even a snow plow can be an eye 
catcher. The plow at Bob Taylor's 
station in Bozeman, Mont., features 
chrome-plated air intakes, whitewall 
tires, and is painted with Union Oil's 
colors, blue and orange. Taylor built 
the plow from a Model T differential 
a motorcycle transmission, and a 6-hp 
air-cooled motor 


Whether you pay for your coffee 
or get it free, it’s all for the customers’ 
benefit at a truck stop in Muncie, Ind., 
operated by Cities Service dealer Mrs 
Helen Halstead. Ordinarily coffee is 
free at Mrs. Halstead’s place, called 
the Dinner Bell. Whenever there is a 
price on coffee, truckers know some 
driver has met with an accident and 
that coffee proceeds are going into a 
collection for the injured man and his 
family. Often a trucker will toss in an 
extra dollar or two for his cup of 


coffee. 
ry 


Sinclair Oil Corp. ts 
nationwide drive for new 
conducted by the company’s 24,000 


winding up a 
business 


employees. 

At the start of the campaign last 
month each 
cards to hand out to friends and rela 
tives who might be turned into Sinclair 
customers entitles the 
holder to a free quart of Sinclair 
Extra Duty Triple X motor oil, and 
suggests that the free quart be used as 


employee received 10 


Each card 
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part of an oil change. Gift cards were 
also mailed to thousands of prospects 
along with a letter from Sinclair presi 
dent, J. E. Dyer. Lists of prospects 
were provided by dealers 


A housewile walked into the station 
of Earl G. Pieper, Aberdeen (S.D.) 
jobber, not long ago and asked for a 
loaf of bread. Pieper didn’t have it 
though he handles jewelry and several 
other diversified lines at the station 
But he told her he would stock it if 
she could guarantee him enough cus 
tomers to move his daily allotment 

She enlisted her neighbors and now 
Pieper takes a nice profit out of his 
baked goods counter 

2 

Many a IBA sale is lost because the 
customer won't wait while the dealer 
goes into the station to look up speci 
Phillips Petroleum Co. tells 
its dealers to use its poc ket-size TBA 


fications 
guide for on-the-spot answers. One 
copy free to any Phillips dealer. Extra 
copies 25¢ each 


g 


a) 


Parish Oil Co. of Parish, N. Y 
divides its accounts receivable into 
motor oil, IBA and anti 
freeze to get an instant 


gasoline 
picture of 
whether accounts receivable are up of 
down and in what department they are 
ahead or behind 


@ 


Vac * 


Gaerne | 


© tor be Ctoger 
way use foke 


$ Rental trailers are used by many 
dealers as a source of extra income, 
but a Mobil dealer on the West Coast 
offers the use of a trailer free to his 
regular customers. Signs on the trailers 
sides tell ahout the free service and give 
the deaer’s name and address. Ted Mur- 
phy, of Seattle, whose trailer is pictured 
here says it's brought him so many new 
customers he is thinking of getting an- 
other one 





ATION FITTINGS 


For protection ... fast identification. . pe time and i 


AND ONLY ALEMITE HAS IT! 





Alemite, originator of the lubrication fitting —acknowledged leader in the 
field—now brings you individually packaged lubrication fittings in 

handy “strips.” You buy as many as you need. They stay clean, undamaged. 
No more dirty threads, no more clogged fittings! And best of all, 

no more figuring which fitting is which—no more fumbling 

around in a box of miscellaneous parts for the fitting you need. 


Furthermore, when you order genuine Alemite fittings now 

you know you get the real thing, because only 

Alemite has this advanced packaging. Just as only Alemite 

brings you the design advantages of the original, 

No more genuine, Alemite lubrication fitting! 

mixed-up fittings — 

keeps fittings 
separate —in 
handy strips. 


You can 
identify fittings 
ata glance! Saves 
time yet costs no 

‘ ea more! 

Hermetically é 

sealed against 

moisture, dirt — 

keeps fittings 

clean! 


Compact 
counter display 
holds fittings in strips 
of 100 for easy 
dispensing. 


You know it's the genuine Alemite 


fitting when you buyitin this trans- 
parent plastic pack. Don’t 


accept a substitute 


J 


A PRODUCT OF 


ALEMITE kt 


STEWART 
SEG. US. PAT OFF, WARRKREAR 
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©. SOGLOW 


To independent oil men everywhere — beside the pump or behind the desk — 


Season's Greetings 


and a 


Happy and Prosperous New Year 


from Richfield Oil Corporation of New York 
and its independent Distributors and Dealers. 


RICHFIELD 


OIL CORPORATION OF NEW YORK 


579 FIFTH AVENUE, NEW YORK 17, N. Y. 
Serving the Eastern Seaboard from Maine through Florida 
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It takes hose 
with tube 
and cover of 


NEOPRENE... 


No wonder you have fewer replacements of 


hose with tube and cover of neoprene. Neo- 
prene resists oil, gasoline and chemicals 

the things that shorten the service life 
of ordinary hose. Ask your supplier about 
the many types of hose made with neoprene. 
He can help you select the one best suited 
for the petroleum or chemical products you 
have to handle. Remember, from the day 
it’s installed, the extra life of hose with neo- 
prene tube and cover will mean lower re- 


placement and maintenance costs for you. 


The Rubber Made by Du Pont Since 1932 


®E6.yu 5 parorf 


BETTER THINGS FOR BETTER LIVING 
-»» THROUGH CHEMISTRY 


FREE / THE NEOPRENE NOTEBOOK 


Every issue contains ilfustrated case histories, in- 
teresting stories, new applications of neoprene 
Clip and mail this coupon to E. |. du Pont de 
Nemours & Co. (inc.), Elastomers Division NP-12, 
Wilmington 98, Delaware 


Name Position___ 
Firm 


Address 


TO STAY FLEXIBLE, EASY TO HANDLE... 


ER NER ate Sebtng OS 


b. ss 5 “ono 
TANK TRUCK HOSE won't stiffen with age or 
soften from contact with gasoline. 


TO WITHSTAND ABRASION, ROUGH HANDLING... 


\% Co ee 
_/ 


FUEL OIL HOSE withstands chipping from 
rough pavements and curbs. 


TO RESIST OIL, CHEMICALS, SOLVENTS. 


ro me 


DOCK HOSE won't swell or deteriorate 
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and builds 
better profits! 


NEW HAVOLINE SPECIAL 10W-30 
is an all-temperature motor oil that thinks for itself. 
It's “light” for quick starts, has “body” to with- 
stand engine heat. Guards against wear, exceeds 
“mil sup one” specification — most rigorous 
standard devised for automotive oils. 


Powerful s 

eye appeal! | & 

New, dis- NEW HAVOLINE SPECIAL 10W-30 

tinctive can , : : 

, weld, has a big following ...is getting more regular 
red and blue. customers constantly ... means bigger unit sales 
. repeat business . . . better profits. Backed by 

advertising in the national magazines and on TV, 
HAVOLINE 1LOW-30 means extra business! 


hut 


47 


Tests prove pickup 
of even NEW cars can be increased! 


Tested against leading 10W-30 oils in road _... as much as 18 per cent greater than test 
trials by an independent research organization, cars using other 1OW-30 oils. Oil and gasoline 
Havoline Special 10W-30 proved decisively | consumption dropped. Wear was negligible. 
best for today’s high compression: engines. Havoline ‘Special 10W-30 keeps engines 

After 15,000 miles of grueling tests, pickup clean, fully protected despite temperature 
and pep of new cars using Havoline Special changes, assures livelier starts, more engine 
10W-30 actually increased up to 15 per cent stamina. 


THE TEXAS COMPANY 


FE ees oe ge ae 
Powe wes 
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andNPNWN <sellsTBA 


With every tick of the clock, motorists buy ap- 
proximately $95.00 worth of tires, batteries and 
accessories from the oil industry. That amounts 
to $5700 a minute, $8,208,000 a day, three 


billion dollars worth a year! 


As each second ticks, another tire is sold. 
Every two seconds, it’s a new battery. Since you 
this ad, 200 


bought other accessories, too, at their neighbor 


started to read motorists have 


hood service stations. 


Can you hear those cash registers chiming a 
chorus of sales? Whose tires, whose batteries, 
being sold—YOURS? 
Are you getting your share of this oil company 
TBA* business? ‘Know how to get it? Where to 


start? Whom to see? 


whose accessories are 


*TBA is the oil industry's designation for tires, batteries and accessories. 


There is a particularly effective method of 
soliciting this business; an inside track to the oil 
jobbers and major oil company marketing men 
who decide what TBA items shall be sold. It’s 


advertising in National Petroleum News. 


National Petroleum News reaches market- 
ing management men in oil jobber organizations 
and major oil companies—the men who direct 
the packaging, storage, transportation and sales 
of petroleum products, PLUS the purchase and 
resale of tires, batteries and accessories. 

If you want TBA business, the first logical 


step is an advertising campaign in National 


Petroleum News. 





Available free: Reprint of the TBA Directory and Buyers’ 
Guide in the 1955 NPN Factbook — 40 pages. 











N at io n al THE McGRAW-HILL MAGAZINE OF OIL MARKETING 
[detroleum 


‘jews 


160 


Established 1909 * Published monthly 


: : All-paid audited circulation 


NPN Factbook published as a 13th issue in May 


330 West 42nd Street, New York 36, N.Y. LOngacre 4-3000 


NATIONAL 
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Your quality control 





.. Shipped 











When you use USS Steel Drums, 
you are assured that your quality 
controlled product will arrive at your 
customer’s door just as pure as the 
moment it left your plant. After each 
USS Steel Drum is shaped, formed 
and welded, dirt and grease are re 
moved by alkali wash to prepare for 
rust-inhibiting phosphate treatment. 

Prior to the application of the 
rust-inhibiting coating, complete 
scale removal on the entire interior 
and exterior surfaces of the drum 


parts is completed. 


Then, with all surfaces almost to your customer's door 


antiseptically clean, every inch of USS Steel Containers are avail 
the container surface is treated with able in capacities from 2'% to 110 


a special phosphate formula that in gallons, in stainle galvanized 


hibits rust. This careful processing tinned, painted or decorated with 
means that your own rigid quality a variety of openings and fittings to 


control measures are extended right meet your requirements 


“It’s Better to Ship in Steel” 


UNITED STATES STEEL PRODUCTS 
DIVISION 
UNITED STATES STEEL CORPORATION 
30 ROCKEFELLER PLAZA, NEW YORK 20, N.Y 
Los Angeles and Alameda, Calif Port Arthur, Texas 


Chicago, Ill. * New Orleans, La. * Sharon, Pa. * Camden, N. J 


SEE The United States Steel Hour. It’s a full-hour TV program presented every other week by United States Steel. Consult your local newspaper for time and station 


USS STEEL DRUMS Us) 
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New multipurpose gear oil additive 


SANTOPOID 22 





combats gear damage caused by 
higher speeds, greater power! 


@ A low-cost, superior MIL-L-2105 gear oil additive 


@ All-purpose lubricant additive for high-speed 
passenger cars, high-torque buses and trucks 


@ Improved stability and anti-foam properties 


@ High film strength protects hypoid gears against 
metal scoring; helps prevent pitting and seizure 


OTHER MONSANTO OIL ADDITIVES: 


SANTOPOID 33 and SANTOPOID 44 


Recommended for use in passenger-car as 
well as heavy-duty truck, bus and trailer- 
tractor lubricants.When used with suitable 








base oils, they meet the diverse lubricity iss jibisalansiinmeineimeniaiiia aaa 
demands of high-speed shock load and Mon 
high-torque low-speed driving. TO 
FOR FULL INFORMATION on Mon- ~ PLAST 
santo gear oil additives, write MONSANTO CHEMICALS P TICS 


CHEMICAL COMPANY, Box 478-A-9, 
St. Louis 1, Missouri. 


Where Creative Chemistry Works Wonders For You 


Sontopoid: Reg. U.S. Pat. Of 
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Another Phillips 66 Shield goes up . . . another @ High quality products 

grand opening is ahead. And this ambitious @ ‘Selling advertising 

Jobber-Dealer team lays plans for a successful @ Effective sales training 

future as independent businessmen. Long after @ Business counseling 

their big opening day they'll enjoy the many @ Construction and improvement guidance 
sales opportunities that go with a Phillips 66 @ Attractive credit policies 

Franchise. Get all the facts about a profitable Phillips 66 


Here’s the program that’s helping more and Franchise today! Write or call: Sales Depart- 


more Jobbers and Dealers build and enjoy the ment, Phillips Petroleum Company, Bartlesville 


security of a successful business with Phillips 66: Oklahoma. 


IT’S PERFORMANCE THAT COUNTS! 
Successtil Businesses are Built with Suecesstul Products/ 
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TWO WAYS TO LOOK AT THE WHITE 3000 
..eand they both add up to EXTRA 


earning power 


, 1: 
om THE DRIVER s SEA 


m drive ° ‘ 
ond-9° 

mon : 
ae cob ‘s 


w takes 
wnat it 19 nother od 


ect. e% 
wor’ crypection- wor 
on fo 
yf cob. 


FR 


nite 


yverability on 


uling ab 
e Chica ow 160 differeny liquid 
- Prod. 


Stations 


John y Cc 
° ‘lowe 
Vice President dr., 


TRANSPO 
: RT 
hicago, ii, SERVICE CO. 


TRANs 
p 
SERVE 


STICKNEY iL, 
E.W.10500 


2 


This White Model 3024 PLT has 110 inch wheelbase, 10.00 x 20 tires, 
6,000 gallon tanker. 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 


OF LOW-COST MILES 


FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 
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No. 592 B Manhole. Widely used 
with various extractor fittings and 
with fill caps to provide flush in- 
stallations. Flange diameter wide 
enough for firm seat in concrete. 
Lid easily replaced without dis- 
turbing manhole or concrete. 


The Buckeye No. 820 AS ‘Service Package.’ Consisting of a 

No. 820 A “Safety-Fill"” Nozzle and a No. 4101 Multi-Swivel, 

the “Service Package” offers the best possible service to the customer. It 
permits filling without spilling and enables attendant to reach the most 
awkward positions easily, without marring paint or straining the hose 
(Listed under re-examination service of Underwriters’ Laboratories, Inc.) 


— oe ee ee ee ee ee ee Ge ae ee ee ee ee ee ee ee ee ee ee ee ee reese ees ese SS Se SS SS SE OS SS SSS SSS Se Ke eS eS ee ee 


No. 850 Vertical Check Extractor 
Valve. Designed for installation in 
base of pump. It is instantly ac 
cessible and can be serviced with- 
out removing valve body and 
without disturbing connections 
Metal-to-metal flat seat and disc 


No. 464 Angle Check Valve. Truly 
the “standard” of the industry! 
Complete assembly can be re 
moved without breaking conne« 
tion. Male or female thread 
Double disc, flat seats and discs 
all brass construction 


No. 449 Flush Fill Box. Brass top 
or lock-lid—completely water- 
tight. Deep recesses in cast iron 
body have seep holes to prevent 
collection of water. Threads in 
body below lock-lid can be uséd 
for tight connection. 


ese eeeeneeeeeeeeeseeseekeeswseeceeseseoceceouesauceae 


ee ee ee ee ee cl ee ee ee ee es ee se es es ee lle ee 


IF YOU HANDLE, TRANSPORT OR STORE 
PETROLEUM PRODUCTS (AND YOU DO!) 


DEPEND ON Bucksye. 


VALVES AND FITTINGS 
FOR THE OJL INDUSTRY SINCE 1876 


No. 800 F Nozzle. A full flow 
nozzle with positive control and 
anti-blowback tube. Features per- 
manent packing, is spring loaded 
and streamlined, inside and out, 
to prevent swirl and back pressure 
and to improve appearance 


Mail the coupon for complete details 


Box 883, Dayton 1, Ohio 


Please send complete catalog of 
Buckeye Valves and fittings 


439 Foot Valve. All brass, double 
poppet, with metal-to-metal seats 
and discs carefully: machined and 
finished by a special process. These 
valves undergo exacting air pres- 
sure tests under water before ship 
merit. Strong hex on top avoids 
need to use pipe wrench on body 


NAME 


TITLE 


COMPANY 


ADDRESS 


CITY 
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keel 


Wot 


~ New Twin LPG - 


Here’s how to save money on vapor return 
systems now in use and get full efficiency out of 
hose trays and dual hose reels. New Hewitt- 
Robins Twin LPG Hose has liquid delivery and 
vapor return hoses firmly bonded into one 
easy-to-handle unit! “‘Straight-cured” by an 
exclusive process, it is safer, more flexible hose 

won't writhe or twist! It plays out and re- 


winds smoothly, quickly, coils neatly —saves 


HEWITT-ROBINS 


the driver’s time and enables him to serve more 
customers per day. Strain on meter and pump 
is minimized because of low pressure differential. 

Hewitt-Robins Twin LPG Hose has special 
nonporous synthetic tubes that provide full 
flow, that resist the permeating action of lique- 
fied petroleum gases. High tensil rayon cord 
reinforces and adds extra service life to the 
strong carcass. To dissipate static effectively, 


INCORPORATED 


Member of the LPGA 


INDUSTRIAL HOSE - CONVEYOR BELTING - CONVEYOR MACHINERY - VIBRATING SCREENS - VIBRATING CONVEYORS 
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a spiral wire is embedded in the wall of the 
hose. The covers are black compound —oil, 
weather and abrasion resistant; won’t harden, 
crack or peel. The twin lines are readily sep- 
arated for convenience in installing couplings. 

Hewitt-Robins Twin LPG Hose is another 
first from the leading manufacturer of petro- 
leum hose. No more two-reel operation. No 
more taping of separate hoses on a single reel. 


STAMFORD, CONNECTICUT (Hewite-Robine) 


y/ 


DESIGN, MANUFACTURE, ENGINEERING AND ERECTION OF COMPLETE BULK MATERIALS HANDLING SYSTEMS 
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No more tangled hose on trays. It is the perfect 
hose for vapor return delivery systems; can 


be used on any truck 
Sizes: 14" vapor and *4" liquid 
Working Pressures: up to 350 psi 


Get complete details. See your classified phone 
book for the Hewitt-Robins Distributor serv 
ing your area 














“ANGLE-LUME” RAPID START LAMP 


Model NALR 


Whiteway Manufacturing Company, pioneers in the 
manufacture of fluorescent outdoor lighting equipment 
for progressive petroleum products marketers, proudly 
presents its NEW NALR Series of RAPID START lamps 
in 6 and 8-foot increments. These lamps are priced 
right and made right for years of brilliant, rugged care- 
free service, giving you increased light output as the 
temperature drops to 0° F. Ideal for all climates! Read 
specifications at right, then write for name of nearest 
supplier. Catalog of complete new 1956 lights, lighting 
systems, supplies and accessories, FREE upon request. 


New AREA 
ILLUMINATORS 


1000 or 800 Milliamperes! 


Catch their eyes BEFORE they drive by. . 
with the NEW Whiteway Model AIR (1000 
ma.) and NAIR (800 ma.) 


* 4 or 6 Rapid Start Lamps! 

* High-intensity Lighting With Minimum Glare! 
* Low Operating Cost! 

* Sturdy Aluminum Construction! 


* Light Angle Fully Adjustable! 


FITS YOUR PRESENT 
POST HOLE CENTERS! 


* Patented 15° angle (Pat. No. 
168,924) throws MORE light 
over a WIDER area! 


Recommended for use where 
nighttime temperatures fall be- 
low 60°. 





Made with genuine new G.E 
Rapid Start components! 


8 and 6-ft. styles supplied with 
800 ma. Rapid Start single pin 
recessed sockets, or in ANY 
LENGTH USING COMBINA- 
NATIONS OF THESE Two 
LENGTHS! 





6-ft. style also supplied with 
1000 ma. 5-pin Mogul base 
sockets, or in ANY LENGTH IN 
MULTIPLES OF 6-FEET! 


This new fixture also incorpo- 
rates Whiteway features such as: 














FULLY-ADJUSTABLE post mount- 
ing brackets, SUPER-STRENGTH 
“1 BEAM construction and full 
28° WIDTH! 





MANUFACTURING COMPANY 
1736 Dreman Ave., Cincinnati 23, Ohio 


PIONEERS IN FLUORESCENT OUTDOOR LIGHTING EQUIPMENT FOR PROGRESSIVE SERVICE STATIONS 


Whether ya are planning the building or modern- 
ization o 

need our new value-packed 1956 catalog of out- 
standing outdoor lighting equipment, systems, and 
accessories. Send (without obligatlo 

FREE copy, TODAY! 


Gl (Gl | fa ‘ay 
BISAls, OlaelM. 
th 


thon " 


WRITE FOR FREE CATALOG 
one or a thousand service stations, you 


m) for your 
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Cordial 


Christmas Greetings 


aud Best Wishes for 


A Happy New Year 


Over hill and dale 
the Christmas message comes, 
In Christ is life 
and light, and hope 


CLIFFORD B. HANNAY & SON, INC. 


Westerlo, N.Y. 





FRAM CORPORATION, Providence 16, R. |. 
Fram Canada Ltd., Stratford, Ont 
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AY ) 
FRAM F 
in Research! 
in Quality! 
FRAM FIRST 
in Preference! 


December, 19 


Dealers join motorists and 
manufacturers in preference _ 
for FRAM as their *1 oil filter! 


NATIONAI 


Dealers said it too! In a nationwide survey, dealers were 
asked for their preferences in 0/* filters—results proved 


convincingly that more dealers prefer to 


Dealers’ reasons for preferring FRAM were many and varied, but most of them 
boil down to these basic facts: First, FRaAM pioneered oil filters and established 
the first quality filter. Second, through the years, FRAM advertising and sales 
aids won consumer acceptance and created consumer demand for Fram. Third, 
because of FRAM, more cars today come equipped with oil filters and more of 
those filters are Fram. Add to these basic reasons the additional incentives of 
profitable repeat business with FRAM, a strong money-back guarantee, extra 
oil sales with oil changes and it’s easy to see why F Ram is first with dealers. 


So remember, motorists prefer FRAM more than 2 to 1; manufacturers have 
made F RAM standard equipment on more cars and trucks than any other make; 
and dealers, too, say they prefer FRAM! Sell the filter that’s already sold, give 
your dealers—and your customers—F Ram! 


PETROLEUM NEW 








DRIVERS 


out of every 


purchasing new cars in 1955 
are pre-sold on AC 


HOT TIP Spark Plugs 


.-» because ACs are original 
equipment on their cars! 


The greatest pre-sold spark plug market belongs to dealers 
who handle the AC line, because AC SPARK PLUGS are 
original equipment on more new vehicles than any other make. 
That's a tremendous sales advantage! 

And... you have an equally important product advantage! 
You can give a// your customers the added benefits of AC 
Spark Plugs with the exclusive HOT TIP. which stays clean 
longer, gives quicker starts, increases power! 


AC SPARK PLUG DIVISION © GENERAL MOTORS CORPORATION ¢ FLINT, MICHIGAN 


STANDARD FACTORY EQUIPMENT ON CADILLAC, BUICK, OLDSMOBILE, PONTIAC, CHEVROLET, GMC 


172 NATIONAL PETROLEUM NEWS * December, 1955 





“The objective will be to increase 
volume and net earnings of jobbers” 


“Pm the poorest damn farmer God 
ever made” 


“I had a penchant for getting into 
trouble at all hours” 


“It took me about six weeks before 
I sold a tank car” 


“I never get nervous. I just keep going 
along steady-like” 


December, 1955 NATIONAI 
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Meet NOJC’s New President 


_.. he takes life easy, runs a strong business, 


and has a big-corporation approach to his job 


C LINT K. Evtiorr likes to describe 
A himself as an Arkansas hillbilly 
and frequently does. “But one thing 
I've got,” he says, “is a willingness to 
work.” 

The 60-year-old president-elect of 
the National Oil Jobbers Council is 
a big (5-11, 215 lb.) man with a hair 
trigger wit and an easy-going philoso 
phy. “I never let anything get me 
down,” Elliott admits happily 
I just keep going along 


I never 
get nervous 
steady-like.” 

A DX-Sunray jobber from Pine 
Bluff, Ark., Elliott was born in Hen 
derson, Ky. (his middle initial stands 
for Kaye, an old Kentucky 
name). His father, Clint, Sr., was in 
the sawmill business; his mother, Lucy 
Shelby Elliott, is still living. Elliott is 
an only child——“think they looked me 
over and decided they made a mis 


family 


take’—and is a bachelor 

Overalls to Oil—The family moved 
to Arkansas in 1906. “We lived so far 
out,” Elliott remembers, “my mother 
taught me at home for a while.” He 
attended Mississippi State, majoring in 
agriculture, and farmed in Cleveland 
County for three years 

“I’m the poorest damn farmer God 
ever made,” says Elliott proudly. “I 
found that working like hell at some 
thing else, | could make farming pay 

The first World War 
Elliott went to officers’ training school 
at Leon Spring, Tex. (“there ain’t any 
spring there.”). He got his infantry 
commission in October, 1917, went 
to Mather Field in California as an 
aerial gunnery instructor. He got his 
discharge 15 months later and left 


came and 


“just as fast as the boys would let me 

“In those days,” says Elliott, “I had 
a penchant for getting into trouble at 
all hours.” He took another crack at 
farming, then joined his father in the 
sawmill business. In the early Twenties 
the pair took up drilling for oil. “We 
foolishly tried to dig wells in Cleve 
land County,” 
they didn’t hit anything and got out of 
producing 

On His Own—Clint, Jr 
oil. In 1925 he started a service station 
in Pine Bluff (pop. 40,000). He ran it 
four years and then sold out to become 


Elliott confesses. But 


stayed with 


a commission agent. In 1935 he went 
into business for himself as a jobber 
Elliott handled 


Conoco products 


NEWS 


until 1941, when he switched to Mid 
Continent. He's been with the com 
pany (it merged with Sunray last 
spring) ever since, and markets today 
in seven counties: Cleveland, Jefferson, 
Grant, Tesha, Chicot, Lincoln, Brad 
ley 

His start as a jobber was less than 
sensational—"“‘took me about six weeks 
before I sold a tank car’—but Elliott 
now does 2 million gal. annually on 
gasoline, tractor fuel and kerosine 
Natural gas has squeezed heating oil 
out of his area. He has 14 employees 
owns One station, and supplies 25 

Elliott moved into association work 
when he helped reorganize the Arkan 
sas Jobber Assn. in 1946, and became 
its third president (1947-48). He ts a 
director now. It was also in 1946 that 
he went to his first NOJ( 


There were 13 present in the Shera 


meeting 
ton Hotel in Chicago,” he recalls 
Some were arguing then that the dues 
were too high—-$25 per state per 
anum 

Since then 
[BA and contracts committees and 


Elliott has served on 


been general chairman of the market 
ing committee. “That's the best job in 
the whole council, because you make 
the agenda and give the work to some 
one else 

After Hours— Elliott is brow: 
gray-haired, and a bow-tie man. He 


eyed 


leads a moderately busy private lite 
He doesn't belong to any service club 

but is a 32nd Degree Mason and a 
Shriner (he joined Islam Grotto in 
San Francisco in 1918, now ts a mem 
ber of Sahara Grotto) 
of his Junior Chamber of Commerce 
Elhott does 


man in the Episcopal Church 


A past president 


Sunday duty as a vestry 
I don't 
know why he muses (juess they 
just ran out of people 

Ihe new NOJC 
his mother in a colonial house on six 
acres of land. His mother has 10,000 


plants, and Elliott helps look after 


president lives with 


them. He has no time for hobbie 
it’s a full-time job keeping our prop 
erty up.” He did have some busine 
interests (pallet manufacturing, sur 
plus government houses) besides El 
hott Oil Co. until 1949, when he sold 
them. He participates in occasional 
political campaigns, but has never put 
his hat in the ring for a state office 
Like many other Southern gentle 
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aD £ 
i Hotstart Ss . e y) men, Elliott admits to a taste for 


blended whiskey. His favorite brand is 
electric pre-heater one that may someday help him to a 
‘ * Man-of-Distinctionship, if his NOJC 

for Gas & Diesel Engines vi nal Rg tag Cae 


post hasn’t done that job already. 


cat Gea pend tae ‘ Planning Ahead—-In NOJC, Elliott 
thinks his main objective will be to 

; increase the volume and net earnings 
of jobbers. 

“We should always strive in every 
lawful manner,” he says, “to eliminate 
or minimize those policies or practices 
of our industry that are not in the best 
interests of our jobbers.” 

He plans to run NOJC “along the 
lines of successful corporation,” the 








DRAWS COLD WATIR® 


: 4) (ROM ENGINE AND philosophy of his predecessor, John 

ONE-WAY VALVE PREVENTS INTER 4 INTO WEATER . Tt. 
ey ae ee a ~ | White. The board will meet between 
WHEN ENGINE IS RUNING —” } E the two regular council meetings. As 
Elliott sums it up, “We should seek to 











Fast action now means dollars saved 
© Cutetaneing esteres pce yi promote a better understanding of the 
Gives quick, easy starts in your winter operating budget eateaiinn ble f : lie 
Reduces motor wear KIM Hotstart installations lick win respec we yee CC ON Supp outs 
Prolongs battery life ter grief; end sluggish motors, end and our jobbers, to cultivate a situa- 


Four models — quickly service tie-ups and high repair bills tion where both get their fair share of 


installed é 
. 7 . . . . -trole ‘ > ar. 
Reduces fuel consumption KIM pre-heater means quick starts, the petre leum market dollar 


Saves warm-up time efficient engine operation, lower e 

Cuts costs of terminal cold weather operating costs all the A full slate of officers, directors 
heating way around. 

for stationary or mobile 
engines — diesel or gas 


and vice directors was elected at the 

National Oil Jobbers Council meeting 

in Chicago last month. Besides Presi- 

KIM HOTSTART MANUFACTURING CO. dent-Elect Clint K. Elliott (see above), 

Weer 917 Groadwwy, Spokane 1, Werengren officers include Everett Yerly, Yerly 

MEE a1 Coal Co., La Crosse, Wisc., vice presi- 

dent; Myles Hall, Como Oil Co., Du- 

The Best Ti) luth, Minn., secretary-treasurer. 
FA ER-TIll TE . k li Directors and vice directors for 
Quic TTT) ings each region are, respectively: 

- Region 1—Sam D. Wilkes, Hart- 

lors Tamir: | ke all these claims ford, Conn.; Wesley E. Downing, East 

’ Boston, Mass. Region 2—W. G. Wil- 

lard, Jr., Spartanburg, S. C.; George 
E. Johnston, Albany, Ga. Region 3 

Francis Schuster, Indianapolis; Miles 


See any leading auto supplier 
Or write for literature. 


Superior quality 
— precision machined 


Uniform wall thickness ; »- j “os L Agee cag : 
—ne week spots , egion ‘red Stokes, Hickman, 
P —p) Ky.; Tom Strong, Selma, Ala. Region 


Extra heavy reinforcing rim L nets 5S—C. H. Arnold, Fargo, N. D.; R. 


L. Aden, Sioux Falls, S. D. Region 6 
Larger diameter cam ears 4 Hugh Dryer, Lubbock, Tex.; O. N. 


for longer service i Pederson, Kilgore, Tex. 
Region 7—Gilbert Campbell, Char- 
lottesville, Va.; Sterling D. Wooten, 
Extra = ~ Goldsboro, N. C. Region 8—Fred 
hi-Strength Stainless ™ : Evans, Arapahoe, Neb.; R. D. Ritter, 
forged Steel pins Var : Waterloo, Iowa. Region 9—B. Bruce 
handles —greater Lge j é Cook, North Little Rock, Ark.; R. G. 
—greater safety ond ' yo Johnson, Eldorado, Ark ile 
economy longer : Region 10 (new)—M. J. Knight, 
, Laramie, Wyo.; Spencer Baggs, Ogden, 
service Itah. 
Uniform heavy wall thickness ° 
—no weak spots meet Clarence G. Mercatoris, Mercatoris 
} Oil Co., Meadville, is the new presi- 
dent of Pennsylvania Petroleum Assn 
He moves up from first vice president 
to succeed Martin H. Heine, Martin 
H. Heine Petroleum, Inc., Huntingdon 
EVER -TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 Mercatoris was getting ready to 





Recess retains gasket 
in coupler and assures 
proper placement 


Superior quality 
—precision machined 
—accurate tolerances 
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enter Meadville Hospital when he was 
named to the top post by the associa- 
tion’s directors. He was stricken at the 
hotel on the day of the election and 
was taken home. The next day he 
entered the hospital for an emergency 
operation 

Joseph W. Butler, Butler Oil Co 
Philadelphia, succeeds Mercatoris as 
first vice president. FE. B. MeCarrell, 
Pyramid Oil Co., Meadowlands, is 
second vice president. Joseph Flana- 
gan, Egan Oil & Supply, Pittston, is 
secretary-treasurer 

New faces on the board are those 
of Robert Higinbotham, Center Gas 
& Oil Co., of Smock, I. L. Kirschner, 
Kirschner Bros., Philadelphia, and 
Paul Raub, Dauphin Oil Co., Carlisle 

“ 


Charles D. 
Thomas, vice 
president of Kel- 
logg Petroleum 
Products Co. di 
vision of Ashland 
Oil & Refining 
Co., has _ been 
given the added 
duties of market- 
ing manager of 
Frontier Oil Re 
fining Co., an 
other Ashland division. Both divisions 
are headquartered in Buffalo, N. Y. 
Thomas, who will be responsible for 
expanding gasoline sales in western 
New York, has been with Kellogg 
since 1940 





Cc. D. Thomas 


° 

Raymond I, Potter leaves Standard 
Oil Co. (Ohio) to join the engineering 
staff of Ford Motor Co., Detroit. He 
had been with Sohio since 1933. At 
the time of the change he was auto- 
motive consultant to the engineering 
manager of Sohio 

« 

H. Halsted Park, Jr., of H. H. Park 
Inc., Katonah, New York, is a new 
trustee of Empire State Petroleum 
Assn.’s insurance fund. He succeeds 
William F. Hermann of G. D Her- 
mann & Sons, Oneida, who retired. 

7 

George V. Holton, former board 
chairman of Socony Mobil Oil Co 
becomes a director of Perkin-Elmer 
Corp., scientific instrument makers 

7 

Russell C, Holcomb becomes retail 
sales manager of Sun Oil Co.’s south 
eastern region at Jacksonville, Fla 
Holcomb joined Sun in 1939 and has 
been manager of the company’s Fort 
Wayne, Ind., district for several years 
Replacing him there is Douglas H. 
Carnegie, formerly motor products 
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| Where Oronite Lube Oil Additives 
helped improve 


aircraft oil performance 


aircraft engine 







This unique Cooperative Universal Engine 


equipped with a single cylinder from an 


flight tests” aviation oils 


in the laboratory. (Improperly compounded 


aviation oils can cause the type piston 


failure shown at left 





Oronite additive research played a major role 
in establishing the cause and finding the solu- 
tion to aircraft engine preignition from addi- 
tive compounded oils. I his extensive research 
resulted in a detergent type additive for avia- 
tion oils which will provide a marked redue- 
tion in engine deposits and wear without the 


hazard of preignition. 

Oronite specializes in “custom-formulating” 
additives to your exact needs—meeting your 
price and performance specifications. Because 


of Oronite’s advanced research program, elabo 
rate testing and manufacturing facilities, Oro- 
nite’s custom-compounding packs more into 
| your oil at a given treating cost. 

Why not talk over your problems with an 
Oronite additive specialist. Contact any Oro- 
nite office. 


M NEWS 





With Oronite Additives 
you can formulate oils to 
meetthe new A.PL Service 
Classifications and can 
meet specifications for 
MIL-L-2104A,MIL.-1 

9000 Supplement I and 


Series 2 oils. 


PARTIAL LIST OF 
OTHER OROWITE PRODUCTS 
Gas Odorants 
Polybutenes 
Phenol 
Wetting Agents 
Fuel Oil Additives 
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manager at River Rouge, Mich. Car Vancouver, B. C. He comes to his McLean, assistant division manager 
negie has been with Sun since 1947 new post from Toronto, where he was of retail sales in Seattle, goes to 
Robert Marvel, formerly district vice president (manufacturing) for Honolulu as assistant district sales 
manager at Peekskill, N. Y., was ap Shell Oil Co. of Canada. Morrison manager, 
pointed district manager at Atlantic served with Shell's refining organiza ° 
City, N. J. He joined Sun in 1939 tion in the U. S. and Canada for 28 
° : years. In 1951 he was appointed direc 
Emmet N. Britton, Jr., has taken tor of the petroleum division of the 
over the newly-created position of Canadian Department of Defense. He 
public relations manager for the Cali took his latest position in 1953. Mor 
fornia Oil Co. (Standard of California rison succeeds J. Grant Spratt as Trans 
subsidiary). Britton, former newspa Mountain president 
perman, was news editor in Standard’: 
public relations department, San Fran 
cisco, from the end of World War Il A. B. Bunker has been named as 
until his recent appointment. He head istant Seattle district sales manager 
quarters in Perth Amboy, N. J., makes of Standard Oil Co. of California 
his home in Rumson, N, J Bunker, formerly with the company in 
. Southern California and Seattle, suc 
D. M. Morrison is elected president ceeds R. R. Mayer, who was trans 
of Trans Mountain Oil Pipe Line Co ferred to San Francisco. George B. 


R. O. Lindsey has been appointed 
assistant mariager, retail sales, of 
Standard Oil Co. of California’s San 
Francisco division. Lindsey, former 
senior specialist for field merchandis- 
ing in the merchandising division of 
retail sales, replaces W. S. Best, who 
e transfers to the marketing research 
division 

. 

Warren Brown, formerly with Deep 
Rock Oil Corp., Tulsa, joins Champlin 
Refining Co., Enid, Okla., as manager 
of lubricant sales and technical serv 


ces 


kdgar G. 
Boynton replaces 
R. G. Smith as 
district manager 
ot Shell Oil Co.'s 
San Bernardino 


® 
; (Calif.) district 
ee Smith has been 


transferred to 
Shell's Seattle 
Diarketine divi 
sion 


Boynton, a 16 


IN year Shell veteran, was formerly sales 


supervisor of the Wilmington, Calif., 
district. He is replaced there by A, T. 
Kelsey, who was transferred from 
Burbank 


7 aire Nove Balort,/ - 


x *,. has there been a hand : 

6 pump like the Rofaboy.Counter! 2 units in 1 S. C. Burnet has been named sales 
the fast 15 g.p.m. Rotaboy PLUS built-in manager of Shell Oil Co. of Canada 
measuring COUNTER. And, it's also 2 FOR | Ltd 
in price, for the Rotaboy-Counter costs ' 

little more than a pump alone—far less 
than pump with separate meter. You division manager since 1949 
can count on this rugged Rotaboy to e 
save time and money on every turn A 
and the famous "Floating Rotor” kK. W. Martin, now manager of 
is your guarantee it will turn every | transportation and supplies for Shell 
time —no stick, no jam, no freez- Oil Co. of Canada 
ing. For double value and per- 
formance 


G. Boynton 


based in Toronto He joined 
Shell in 1934 and has been Toronto 





becomes trans 
portation manager of Shell Oil Co. He 
will be responsible for nation-wide 
BUY Rotaboy- Counter. 

marine transportation, products pipe 
line and traffic action. He came to 
Shell in 1932 


« SPEEDY Ce Ge R. N. Duncan, New York manager 
of transportation and = supplies for 
* ACCURATE : Shell Oil Co., becomes supplies man 
ager. He will be responsible for nation 
wide products supply, crude and 
volatiles, and transportation and sup 
20 models (with and without ot I 
covaters) to cheese from... plies economics activities. During the 
write for complete information. absence of D. B. Hodges, vice presi 
dent in charge of transportation and 
supplies, Duncan will act for Hodges 
: in administrative matters. Duncan 

> . 7 

MANUFACTURERS OF GASBOYS. KEROBOYS, OILBOYS AND ROTABOY’ joined Shell in 19 

As part of this realignment of re 


Write or wire today fe 


Hereature and prices 
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“Full 5% MORE Payload! 


44 


7 MS (y 
SASOLINE' 


N IDENCE yo 
— PF 1999 k 
* GUTION; 

NA BAKES 


GASOLANE 
CONSUMERS Olt Coy 


i 
, Ad 
) 4 
. ye @” 


“se 


t. 


ANK STEEL SEMI-TRAILER 


MASTER-CRAFTED BY 


(OLUMBIAN 


SINCE 1893 


This new Columbian “Round-Tripper” is a light- empty or full. The narrow 
weight steel, round tank semi-trailer engineered and 
built to give you a full 5% more payload than con- 


ventional elliptical semi-trailers of the same gross 


exceptionally well 


“Round-Tripper” ts a road hugger—not a road hog. 


The new design features a large rear section joined 


weight—limited only by your choice of compartments to the smaller front section by a tapered transition 


and equipment Thus the conventional cutaway 1s eliminated 


section 


At the 


achieved 


same time greater structural strength is 


The extra payload capacity is the result of a new Likewise, it provides a close-coupled unit 
design and Columbian master-crafting giving you full 


with greater tractor freedom. Drain tunnels for the 
advantage of recent ICC revisions. Built for better 


full length of each compartment assure quicker and 


balance, this lightweight round tank also has greater complete drainage 


inherent structural strength and durability than con- 


ventional tanks. The design increases maneuverability 
by permitting greater jackknifing of the tractor. Fur- 
thermore, the round tank improves the safety factor 
by giving better rear visibility for the driver. It handles 


The Columbian “Round-Tripper’’ takes full advan- 
tage of state regulations and conforms in every re- 
limitations and 


spect to the specifications of 


ICC-MC-303 


For complete information on how the “Round-Tripper” fits your needs, 
send us your equipped tractor weight, general tank specifications, 
including number of compartments desired and list the states in which 
your “Round-Tripper” will be used 


COLUMBIAN Steel Tank Company, P. 0. 80x 40481, KANSAS CITY, MO. 


STEEL, Master-Crafted by Columbian... First for Lasting Strength 





about oil people 


sponsibility, Shell’s suppiies depart strom, Socony Mobil Oil Co., was 
ments in New York and San Francisco appointed for metropolitan New York. 
will be redesignated products depart * 
ments W. M. Lamborn has been named 
. retail representative at Seattle for 
Mrs. Clara R. Snow, Standard Oil Union Oj Co. of California. He 
Co, (New Jersey), is now head of joined Union last year at Portland and 
women’s activities for the New York will supervise service station activities 
New Jersey district of the Oil Industry in Seattle’s North End 
information Committee. Miss Carol * 
Eberhart, The Texas Co., becomes William F, Hagans becomes whole 
chairman of women’s activities for ale sales supervisor for Tide Water 
upstate New York. Miss Marge All- Associated Oil Co. in the Philippine 


t , % 
i 4 


EVERYBODY BUYS OIL IN 


| “4 | 2eeen ee 
— BECAUSE germ 
EVERYBODY 

CAN USE THEM 


G. P. & F. Flexible Spout Utility 
Cans are so handy for so many 
uses—no wonder oil sales go 
up the moment these cans are 
displayed! These sturdy, steel 
shipping containers do more 
than just deliver your product. 
They'll give a real promotional 


push to your sales. 


IDEAL FOR 


OUTBOARD MOTORS 
POWER LAWN MOWERS 
AUTOMOBILES 
CAMPING STOVES 
GARDEN TRACTORS 


Available in 2, 24, i Furnished in solid 
4, and 5-gallon sizes colors or litho- 

complete with 8’' graphed with your 
detachable hose, own design, trade- 
hose storage clip on mark or advertising 
spout, and self- message. Write for 
contained measur- complete details and 
ing cup prices, 


GEUDER, PAESCHKE & FREY CO. 


425 NORTH 15TH STREET @ MILWAUKEE 1, WISCONSIN 





Islands. The position has been vacant 
since World War II. Hagans operated 
his own Blue Diamond Petroleum Co. 
in Manila from 1931 to 1936. Before 
that he was a marketing assistant for 
The Texas Co. in Manila. He will now 
be in charge of all Tide Water sales 
m the Islands 
° 

Ben A. Vincent, Vincent Fuel Co., 
is new president of Fuel Oil Dealers’ 
Credit Assn. of Seattle. Other officers 
are Merrill E. Rutledge, Martin Fuel 
Co., vice president, and W. G. War- 
rington, Rossoe Mfg. Co., treasurer. 
Robert G. Elmslie continues as man- 
ager. 

> 

C. A, Cash becomes vice president 
and assistant to the president of 
Shamrock Oil & Gas Corp., Amarillo, 
Tex. He joined Shamrock in 1935 as 
bulk station clerk. He took his former 
post as vice president for operations 
in 1948 

* 

Carl W. Harris is appointed secre- 
tary of the National Council for LP- 
Gas Promotion and director of the 
LP-Gas Information Service. He suc- 
ceeds Robert E. Borden, who resigned 
last summer. Harris has made his 
career in public relations, advertising 
and promotion 

* 

Don K. Bagley of General Petro- 
leum Corp. was named state chairman 
of the Oregon Oil Information Com- 
mittee. He succeeds Mel Coleman, 
lide Water Associated Oil Co., who 
goes to San Francisco. Bagley, for- 





At its Chicago meeting, the 
Independent Oil Compounders 
Assn. re-elected president H. P. 
Riley, Riley Bros. Inc., Burling- 
ton, lowa, and treasurer Dan 
Maurin, Mid-West Oil Co., 
Kansas City, C. F. Battenfeld, 
C. F. Battenfeld Oil Co., Detroit, 
was elected vice president. Ralph 
R. Matthews was renamed ex- 
eculive secretary. 

Riley and Maurin were also 
re-elected directors. They will 
serve three years. New directors, 
who will also serve three years, 
are R. C. Gebhardt, United Oil 
Mfg. Co., Erie, Pa.; D. K. Phil- 
lips, United Oil Co., Baltimore; 
A. M. Pozzi, Delta Petroleum 
Co., New Orleans. 

The IOCA board voted to 
hold regional meetings next 
year. These will provide a forum 
for discussion of marketing and 


business in specific areas 
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Lawrence Buncutter Quarles Moore 


VIRGINIA GENTLEMEN, elected to lead Virginia Petroleum Jobbers Assn. at meeting 
in late October, are Junie D. Lawrence, National Oil Co., Richmond; R. E. Buncutter, 
Buncutter Oil Co., Winchester; Don E. Quarles, Jr., Quarles Oil Co., Fredericksburg, 


planning division. He will be based in 
New York. The new division will work 
with the sales and refining departments 
on domestic supply and demand plan- 
ning. Pinkstaff came to Texaco in 
1931. He gained his previous position 
in 195] 
* 

D. A. Sedgwick, assistant division 
manager of The Texas Co. at Dallas 
goes to New York as assistant to the 

Dowson vice president. He joined Texaco in 
1936. In his new job Sedgwick will co 
ordinate the company’s college recrutt 


ing program 


(all directors); Fitzhugh C. Moore, York Oil Co., Hampton, president; V. Wayne Dawson, e 


Dawson Oil Co., Dillwyn, vice president 


merly with the Gilmore Co., is now the products department 
handled Moorhead’s 
northwest division in Portland will now devote 


sales promotion manager of GP’s 


° managerial assignments 
Adrian J. Moorhead takes the new T. C. Buchanan, 


job of transportation superintendent of Lima products 
Ohio Oil Co.’s preducts distribution Moorhead 
department. He was formerly Indiana 
district transportation supervisor at 
Indianapolis. He will now move to 
Findlay, Ohio 


(Operations) of 


JACK SKELLETT is @ 
Kingston, Pa., tank 
truck driver for At 
lantic Refinine Co. Last Aug. 18 he set out on a routine 
delivery and found himself trapped by heavy rains from 
Hurricane Diane. For the next week Skellett helped combat 
one of the worst floods in recent East Coast history. The 


Diary of Disaster 


notes that follow are his own, jotted on a report pad 


August 18—Destination Greentown, pop. about 70 
Arrive about 7:30 p.m., raining hard. Made delivery and 
departed about 8:15 p.m. Rte. 90 found flooded too deep 
to pass through. Turned around and tried Rte. 507 SW 
found road same and water rising fast. Turned around 
again to try Rte. 507 east to Hawley. Had rough time get 
ting back to Greentown. Here | met a Penna. Power & 
Light truck, driver told me I couldn’t make Hawley. Time 
about 9:30. Made call to Kingston terminal stating | would 
have to lay over until morning. Just completed call when 
light and phone went out 

At 10 p.m. Mr. Hazelton (Greentown Atlantic dealer) 
began to worry about the people in Creek Flat. Mr. Hazel 
ton, PP&L men and myself went to see these people. Found 
We got a boat 
ropes, and more help to try to float boat to the hous« 


water too high and swift to reach them 


current so swift would up boat over. Finally lost boat 
About 2:30 a.m. a bridge which had blocked up and held 
back water gave way with a deafening roar Ihe water 
came, taking everything in its way. Rest of night spent 
over cofiee at Hazelton’s, and helping carry belongings out 
of different cellars that were rapidly filling with water 
Rains stop about 3:30 or 4:00 a.m 

August 19-—-At dawn I join citizens of Greentown in a 
searching party. We cover about 10 miles of creek for any 
living person that could be helped. Four persons were 
found and rescued alive. In afternoon water too high to 
search debris Stood guard duty with two other men 
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M. L. Pinkstaff, 


assistant manager 
Texas Co.’s cen 
tral sales territory, becomes manager 


L. R. Snyder, assistant manager of of the company new distribution 


H. H. Gray becomes assistant man 
ager for dealer sales and merchandis 
ing of Signa! Oil Co., Los Angeles. The 
new duties. He pos? is new. Gray joined Signal in 


formerly 


time to other 1°36 and took his last position, home 
office dealer specialist, in 1949 


foreman of the e 
terminal 


replaces John Beatty of Chicago becomes 
general superintendent of operations 
for Cities Service Oil Co.’s marketing 
division. He succeeds G. C, Richard- 
son, who goes to Bartlesville, Okla., as 
manager of the company’s new supply 
ind distribution division. Beatty came 


up along creek, which outlets of two lakes empty into 
Rumors of the dams breaking 

August 20——-Water dropped about two feet during night 
Searching parties formed by M. E. Hazelton and M. Akers 
During the day four bodies were recovered, Evening came 

everyone dog tired. To bed at 10 p.m. At 2 a.m. smell 
of smoke in the house. Could see smoke, couldn't find 
ource. Got the neighbors out to stand by. The power had 
come on and the automatic washer burned out. No more 
lee p that night 

August 21 
vOork Searching parts ull carrying on, water down 


Bulldozer and shovel arrive to start road 


ilmost to normal. Six more bodies accounted for, leaving 
only one missing. Temporary phone service in, called 
terminal 

August 22— Sanitation officer ordered dead cattle burnt 
or buried. | went on this detail, others searched. Some 
tarted cleaning out their cellars 

August 23—-Road almost completed. Helped pull cables 
for Bell Te lephone and PP&L. in forenoon. Search party in 
ifternoon 

August 24—-State gave me the OK to take truck acros 
fill around noon. Lett Greentown around 1:30 p.m 
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to Cities Service in its junior engineer 
training school in 1927. He trans- 
ferred to marketing in 1929. In 195] 
he was appointed assistant general su- 
perintendent of operations for 
keting 


mafr- 


o 
Clifford E. Leon is appointed assist 
ant to the general manager of the mar- 
keting department at Imperial Oil, 
Lid.’s, home office in Toronto, Ont. 


assistant sales 
Vancouver, B. C, Leon 
joined the company’s engineering de- 
partment at Sarnia refinery in 1945, 
Within two transferred to 
marketing as industrial salesman. He 
moved to Vancouver in 1952 
e 


He was formerly an 


manager in 


years he 


George Hofmayer, former 
Texas Oil 
State 


ecxecu- 


tive secretary of Jobbers 


Assn., becomes manager for 


because the JOYCE ® 


Y-11tidblre FRAME 


LIFT 


IS DESIGNED TO FIT THE LIFT TO THE CAR...NOT THE CAR TO THE LIFT! 


~ BETTER LUBRICATION .. 
wheel suspensions are completely relaxed assuring free flow 
Wheels are free for tire and brake service. 
~ FAST, PROFITABLE MAINTENANCE WORK . . . because 
of greatest under-car accessibility. Compact H-Frame of lift 
parallels car frame. 


LOW COST INSTALLATION ... 


BENEFIT 
from these 


Y-nidlar 


of lubricants 


car is supported by its frame, 


just one jacking unit 


FEATURES: wad simple plumbing to install, Wheel locator mounts on 


top of floor... 


Choose from 8 great models with safety features such as . 
and “Magne-Guard” low oil control. 


positive locking, safety latch... . 


no floor depression. 


. . autornatic, 


Write for complete information today! 


» THE JOYCE-CRIDLAND COMPANY 


Designers and Builders of Lifting Equipment Since 1873 


| 


2027 E. FIRST STREET, DAYTON 3, OHIO 


CANADA: MIDLAND FOUNDRY & MACHINE CO., LTD., MIDLAND, ONTARIO 


NATIONAI 


Indiana of the I. C. System, Inc. The 
company makes collections for eight 
Indiana associations. 


D. W. Harris M. P. Venema 


David W. Harris, president of Uni- 
versal Oil Products Co. of Des Plaines, 
Ill., for the past 10 years, has moved 
up to chairman of the board and chief 
executive officer. M. P. Venema, ele- 
vated from executive vice president, 
now heads the company. 

Harris was president of Arkansas 
Natural Gas Corp. before taking the 
UOP presidency in 1945. Previously, 
he had served as president of Orange 
State Oil Co. and as vice president 
and director of Cities Service De- 
fense Corp 





American Petroleum Institute 
presented 37 certificates of ap- 
preciation five posthumously 

to oil men at its 35th annual 
meeting last month at San Fran- 
cisco. Certificates were awarded 
in categories of marketing, 
transportation, Oil Industry In- 
formation Committee, Safety, 
Research, Financial and Ac- 
counting, Petroleum Reserves, 
and Production 

Marketers honored for out- 
standing service to the industry 
and the institute were John 
Harper, Harper Oil Co., Long 
Island City, N. Y.; and Dayton 
P. Clark, Gulf Oil Co., Pitts- 
burgh. 

Given certificates for OIC 
work were L. R. Kamperman, 
Leonard Refineries, Inc., Alma, 
Mich.; Roy M. Stephens, Hum- 
ble Oil & Refining Co., Houston, 
Tex.; H. FE. Brandli, Cities Serv- 
ice Oil Co., New York; Willard 
Burnap, Western Oil & Fuel 
Co., Minneapolis; Robert A. 
Douglass, Ethyl Corp., Tulsa, 
Okla.; Calvin Houghland, Direct 
Oil Co., Nashville, Tenn.; J. S. 
Morrison, American Oil Co., 
Atlanta, Ga.; T. F. MecGarey, 
Cities Service Oil Co., New 
York. 
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Venema has been with the 
neering and patent departments dur 
ing his 20 years with UOP. He 
elected executive vice president in 
1952 and a member of the board early 
this fall. 


engl 


Was 


* 
Carl H. Saas has started for 
Refiners Exchange 
Saas spent 32 
with 


him 
self as Saas with 
offices in Elmhurst, Il 
years in wholesale marketing 
other firms 

. 

Col. T. H. Barton, board chairman 
of Lion Oil Co. before its merger with 
Monsanto Chemical Co., has been 
elected to the chemical firm’s finance 
committee 

. 

Donald R. Longman becomes man 
ager of marketing operations of Atlan- 
tic Refining Co. Longman joined At 
lantic in June 1954 as director of 
marketing research 


Who's Who in Marketing... 


f 


JOHN B. OVERSTREET 


Long mint juleps and a colonelcy 


COLONEL OVERSTREET, Suh, is the 
title accorded Gulf Oil Co.'s Lexing 
ton, Ks district manager for his 
extracurricular industry activities 
state chairman of Kentucky's Oil In 
dustry Information Committee (and 
active in OIIC since its start); 
chairman of the natural ga 
resources committee, and 4 
mover in Kentucky Petroleum 
tries Committee work. 

The certificate conferring a Ken 
tucky colonelcy on John B. Overstreei 
was signed by Gov. Lawrenve Weth 
erby. At the same time, Overstreet 
collected an honorary conminodoreship 
of Lake Cumberland for his 
Chamber of Commerce work as in- 


regional 
and oil 
prime 
Indus 


State 
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TROLEUM 


structor of the service station and 
automotuve 
Sales Conference, 
late travel 
Overstreet, a 40-year-old 
Kentuckian, has been with Gulf since 
he left the University of Louisville, 18 
to run station. He 


marketing organ 


section of the Tourist 


developed to stimu 


native 


years ago, a service 
rose steadily in the 
ization and was appointed to Lexing 
ton in 1947. During World War II he 
spent two years in the Navy, came out 


a Lieutenant (j.g.). His twin daughters 


Gentle as a Kitten 


Joan and Judy entered college this 


yeal 
l ike 


Overstreet 1s 


any good blue grass colonel, 
dedicated to his own 
mint julep recipe. The directions insist 
that the mint leaves be bruised gently 
for 20 minutes, until the flavor 
Then each sip of 
around the 


is im 
parted to the sugar 
the julep is rolled slowly 
before swallowing—a 


tongue process 


says Col. Overstreet, that consumes at 
least 20 more minutes before the julep 


is finished 4 


> TUBELESS TIRE 
=BEAD LOOSENERS 


a 


STANDARD EQUIPMENT 


COATS 


his 


MODEL D-D 
(double duty) 


To mount the tubeless tire, Coats’ 
“Put On Tool’ with polished roll- 
ers gently and safely rolls the 
beads on. 


[RON TIREMAR 


re bead loo 
loo ening 


Ww ide areca 


vs of a kitten tubele 
tee! are n b« 


but firmly exe 


new 
ith top and b 
y rt pressure 


beads quickly and safely 


; have been tes 
tubeless tires and 


tire and oil cor 


MEW PORTABLE ROLL-A-WAY BASE OPTIONAL 


NEWS 





» 


DECEMBER 


Interstate Oil) Compact Commission, Hote! 
La Fonda, Sante Fe, Dec. | 

AKansas Independent Oi & 
annual meeting 
Dex 4 

The Oil Industry TBA Group, annual meet 
ing Chase Park Plaza Hotel, St. Louis 
Dec, 5-6 

Packaging Institute, Petroleum 
Committee, Benjamin 
Philadelphia, Dec. 6-7 

OU Industry Information 
membership meeting, 

York City, Dec. #9 


COMING 


Gas Assn., 
Hotel Broadvie w, Wichita 


Packaging 


Franklin Hotel, 


Committee, full 
Waldorf-Astoria 


New 


JANUARY 1956 

Kansas Oil Men’s Assn., annual 
Baker Hotel, Hutchinson, Jan 

Ihe Kentucky Petroleum 
JOth annual meeting 
ville, Jan, 11-12 

South Carolina Oil Jobbers 
meeting, Hotel Columbia 
12 

AOI Trades Assn. of 
Waldorf-Astoria, New 
1k 

Alndependent Oil Men's Assn. of New Eng- 
land, Inc., Statler Hotel, Boston 

Northwest Petroleum Assn., annual meeting 
Hotel Nicollet, Minneapolis, Jan, 25-2¢ 


mecting 
8-10 

Marketers Assn., 
Brown Hotel, Louis 


Asen., annual 
Columbia, Jan 


New York, 
y ork 


Inc., 
City Jan 


FEBRUARY 


American Society for 
Committee D-2 


Testing Materials, 
Petroleum Products and 





Alfirst listir 





MEETINGS 


Lubricants, Statler Hotel Dallas Fet 
10 
lowa Independent Oil Jobbers Assn., an 
nual meeting, Hotel Fort Des Moines 
Feb. 22-23 
Missouri Petroleum Assn., 
Chase Hotel, St. Louis, Feb. 27-29 
American Petroleum Institute, 
Marketing Lubrication ( 


on-Cadillac Hotel 


innual meeting 


Division of 
ommiuttee, Shera 
Detroit, Fet K-29 


MARCH 


Wisconsin Petroleum Assn., annual meeting 
Hotel Schroeder, Milwaukee, March 7-8 
ANational Assn., Engineers, 

12th annual corrosion conference, Hotel 
Statler, New York City, March 12-16 
ATtezas Oil Jobbers Assn., annual meeting, 
Statler-Hilton Hotel, Dallas, March 15-17. 
AOil Trades Assn. of New York, Inc., 
Waldorf-Astoria, New York City, March 
] i 
Alllinois Petroleum Marketers Assn., annual 
Hotel Sherman, Chicago, March 


of Corrosion 


meeting 
14-14 
Ohio Petroleum 
spring 


Marketers 


convention and 


Assn., Inc., 

trade exposition, 
Deshler-Hilton, Columbus, March 20-22 

Florida Petroleum Marketers Assn., Inc., an 
nual meeting Washington Hotel 
Jack onvaille ’ 


George 


March 30 


APRII 


American Society of Lubrication Engineers, 


“SPACE SAVER” 


liquid 
separator filter 


\, 


REMOVES SOLID CONTAMINANTS 
(DOWN TO 5 MICRONS) AND 
ENTRAINED WATER FROM LIGHT 
PETROLEUM PRODUCTS . 


The scientific 
at Truck, Bus 


way 
Saver unit 
motor fuels at the 


plete information 


fo remove 
or Aircraft refueling stations 
will handle Ker¢ 


rate 


water and dirt from fuel 


This Space- 
sene, diesel fuel, gasoline and 


f up to 60 GPM. Write for com- 


aS ee oe 


NATIONAI 


ON 
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annual meeting, W.jiam Penn Hotel 
burgh, April 4-6 

Natural Gasoline Assn. of 
annual convention Texas 
Worth, April 11-1 

ANational Petroleum Assn., S3rd 
nual meeting, Hotel Cleveland, Cleveland 
Ohio, April 18-20 

AVirginia Oil Men’s Assn., 
meeting, John Marshall Hotel 
April 22 

Independent Petroleum Assn. of 
midyear meeting Statler 
Angeles, April 29-May | 

APennsyivania Petroleum Assn., annual meet 
ing, Bedford Springs Hotel, Bedford 
April 29-May | 


Pitts 


America, 35th 
Hotel, Fort 


semi-an 


semi-annual 


Richmond 


America, 
Hotel Los 


MAY 


Assn. of American Battery Manufacturers, 
Inc., spring meeting, Shoreham Hotel, 
Washington, D. C., May 1-2 

AEmpire State Petroleum Assn., Inc., an 
nual meeting, Statler, Buffalo, May 13-15 

APennsylvania Petroleum Assn., Bedford 
Springs Hotel, Bedford, May °13-15 

ALouisiana Oil Marketers Assn., 
meeting, Roosevelt Hotel, New 
May 15-16 

ATennessee Oil Men’s Assn., 
Hotel Lookout Mountain 
May 20-22, 

American Petroleum Institute, 
Marketing, midyear meeting, Atlanta Bilt 
more Hotel, Atlanta, Ga., May 21-23 

American Petroleum Institute, Division of 
Marketing, Lubrication Committee, Broad 
moor Hotel, Colorado Springs May 23-26 


annual 
Orleans 


spring meeting 
Chattanooga 


Division of 
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REPLIES (Box No.): Address to office nearest you 

NEW YORK: 330 W. 42nd St. (36) 
CHICAGO: 520 N. Michigan Ave 
SAN FRANCISCO: 68 Post St 


WPLOYMENT 


Huu HU 


(11) 
(4) 


= —= Positions Vacant = == 


Wanted a Experienced man for telection of 
service station sites in Greater Chicago area. Ar 
excellent opportunity in the 
a vigorous independent refining 
National Petroleum New v8 


sales « maendneds r 
4 


mpany. P-74 


Wanted: Man to assume " supervisory duties of 
chain of service stations in southern state. Inde 
pendent oil company experience in this ine of 
work requirec Also want man to train service 
station personnel. Must be experienced. P-8 
National Petroleum News 


Selling Opportunity Offered = 


Wanted: Manufacturers’ Representatives. Must 
be presently contacting Major Oil Companies, in 
lependents, oil equipment jobbers, pump and 
tank installer truck tank manufacturers. T 

sell petroleum marketing alves and fittin 


RW-7501, National Petroleurnn News 


wah IENT:aised-sirplus 


For Sale, 6,700-7,400 gail 
notch shape. Priced for 
& chemicals insulated 
liable Sales and Service 
Ila. Phone 83691 


petro trailers in top 
immediate ale l acid 

asphalt f !R 
P.O. Box 591, I 


after hours 7798 


See u 


Wanted 


Wanted 4 
quart 
of machine, genera 
National Petre 


Bulk Oil | oil Plants— Propane Gas “plants 
properties thr ut the midwest. We 
in petroleum properti« Petroleum Markete« 
645 Produce Bank Bldg Minneapoli Mir 
nesota 


spindle sealing machine for round, 
BI7€ motor ol can 
onditior 


leum New 


selected 


pecialize 


ug he 





LEGAL NOTICE 





STATEMENT REQUIRED BY THE ACT OF AT GUST 
244, 1912, AS AME NDED BY THE ACTS OF MARCH 
3, 19 ‘D JULY 2 U4 rit I 
4 SHOWING 
SERSHIP MAN AGEMENT 
CIRCULATION OF 


Stat rit 
ow AND 
NATIONAL 
(2 itesues 
955 


PHTROLEUM 
May ‘s Ph 


1. The 
and busine 1 
lishing Comps 
36, N.Y 
New Yor 
Loyer, 3% 

2. The owner 
Ine 330 West 
holders holdi 


fork 
ri Grace 


California 
Ine., ¢ 


total amount 

1 Paragrap! ! includ e 
holder or iv wicle ppears uf 
company as tru wher fidu 
orporation f 
tatements in t 
wiledge 


pacity other tha 


McGRAW-HILL PUBLISHING COMPANY 
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DESIGN 
ENGINEERS 


Permanent Opportunities With 
McKEE 


IN OUR REFINERY, METALS 
OR INDUSTRIAL DIVISIONS 
AT OUR 
CLEVELAND, OHIO OFFICES 


McKee 








years of succes 

business all ver the 
largest, oldest and best 
known engineering and contracting firms in 
the business. The McKee organization con 
tinues to grow and expand, thereby offers 
many present and future opportunities for 
qualified and experienced engineers and de 

signers in the following fields 


with more than 50 
ful operation, doing 
world, is one of the 


Piping 
Structural Steel 
Concrete 
Process Heaters 





| 
| 


Equipment Specs. 
Also 
Electrical Drafts. 
Layout Engineers 
Process Engineers 


Applicants should have 


rience 


it least five year 
of exp. 
Here is a ror 
your enging 

McKee offers 
rate with 
limitctions 


you to utiliz 
talents 


opportunity for 
ring abilities and 
ymmpensation commensu 


and ability. No or 


top <« 
experience 


Transportation G Moving Allowance 


PLEASE SEND RESUME TO 


Edward A. Kolner 


ARTHUR G. McKEE & CO 
2300 Chester Ave 
Cleveland 1, Ohio 








FOR SALE 


Bulk oi! plant in northern 
$130,000.00 
cash required to handle 
a qualified buyer 
FEDERATED PETROLEUM SERVICES, INC 


30 University Avenue Madison, 
Telephone: Cedar 3-0466 


Hilimor Net arning 
taxes. $180,000.00 


Owner will 


befor incom 
fin ynce for 








6 Used Steel 


STORAGE TANKS 


10,000 to 15,000 gal. 


Excellent condition. Priced low for 
quick sale. In Defiance, Ohio 


Other tanks up to 20,000 gal 
at our Toledo yards. 


MARLEAU - HERCULES 


3600 Detroit Ave. Toledo 12, Ohio 











BUTLER 


USED EQUIPMENT 
HEADQUARTERS 
1948 Moser 5000 gallon, 4 


compartment tandem axle, new tires 


No. K58, $2550. 
1949 Fruehauf 6600 gallon, 3 
No. M215 


compartment, tandem axle 


$2600. 
1952 Fruehauf 5400 gallon, 2 


compartment, casing head transport, new 


No. K40, $3500. 


1948 Columbian 5100 gallon, 3 
No. M201 


tires 


compartment, tandem axle 


$2000. 
1948 Trailmobile 5400 gallon, 3 
No. M232 


compartment, tandem axle, 


$2150. 
1944 Trailmobile 5260 gallon, 4 


compartment, tandem 
No. K72, $2300. 


1949 Butler 7440 gallon, 2 
No. M243 


axle, new tires 


compartment, tandem axle 


$3000. 
1948 Penn Furnace 4420 gallon, 
No. K149 


one single axle 


$1375. 


1950 Heil 4610 gallon, one 
No. K181 


compartment, 


compartment, single axle 


$1675. 


Choice of many others. 
Wire 


nearest 


phone collect or write office 


you 


BUTLER MANUFACTURING COMPANY 
Dept. A, 7400 East 13th Street 
Kansas City 26, Mo. Phone 
Dept. A Avenue, SE 

Minneapolis 14, Minn 
ATlantic 8111 
A, 624 South Michigan Avenue 
Chicago 5, Ill. Phone: WEbster 9.5035 
Dept. A, Room 602, 103 Park Avenue 
New York 17, N.Y 
Phone: Murray Hill 3-9473 


BEnton 7400 
900 Sixth 


Phone 


Dept 





STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
6,500 te 12,000 Gal. Cap 
Colled and Non- Coiled 
Cleaned Painted — Tested 
Heavier Sater —- Cheaper 
Other Tanks Too 
Also Complete Tank Cars 
8,000 and 10,000 Gal. Cop 
Your Inquiries Solicited 


MARSHALL RAILWAY 
EQUIPMENT CORPORATION 


50 Church Street 
Phone: COrtiandt 7- _ 
New York 7, N 











— FOR SALE — 
ALLOY SEAMLESS STEEL TUBING 


Other sizes also available 
Price less than mill 
Phone 


Write Wire 


Cc. A. WAITE COMPANY 


32nd Street AA VARR Pittsburgh, Pa 
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TTokheim executives, employees 
and more than 500 
sales and service represen tatwes 
om all over America 
bring you heartics 
(hristmas C (vee tur 149 
and. sinccre good wishes for a 


S lappy New Sear 


America’s Foremost Builder of 


me 
GASOLINE PUMPS 

















Whatever your requirements 


SUN CAN SUPPLY YOU WITH A COMPLETE 
LINE OF TOP-QUALITY LUBRICANTS 


BLENDING OILS 





Low carbon base stocks are available for blending motor oils to meet 
every automotive requirement. Sun’s base oils are ideal for blend- 
ing to meet all viscosity needs. 


FINISHED 
MOTOR OILS 


A complete line of motor oils is available for all automotive require- 
ments including motor oils for all API service classifications — SAE 
5w-20 through sag 50. 


All types for every application including chassis lubricants, gear oils, 
wheel bearing and universal joint greases, pressure system grease, 
cup grease, and water pump grease. 


AUTOMOTIVE 
LUBRICANTS 


For compounders and grease manufacturers. A wide range of vis- 
cosities and types of base oils are available for blending a complete 
line of quality greases. 


GREASE BASES 


All of the above products are high in quality, 
uniform in specifications and are manufactured 
by one of the country’s leading refiners of lubri- 
cating oils. They all can be supplied in a wide 
range of viscosities and colors to suit your parti- 
cular requirement. All are low in carbon content. 


Your Sun representative or Wholesale Manager 
in any of the offices listed below can give you 
blending data; price and delivery information; 
and sales assistance to help you build a profit- 
able business from one of the t complete 
lines in the industry. 


Available in drums and bulk only 


poco 


PHONE YOUR NEAREST 
SUN OFFICE 


BOSTON — HU bbard 2-7765 
CHICAGO — HA rrison 7-2562 


CINCINNATI — GA rfield 3930 
CLEVELAND — VU Ican 3-6100 
DALLAS — P8 ospect 1611 
DETROIT — WO odward 1-7240 
JACKSONVILLE — EX brook 8-5715 


MONTREAL — W! Iibank 2131 

NEW YORK CITY — LE xington 2-9200 
PHILADELPHIA — KI ngsley 6-1600 
PITTSBURGH — GR ant 1-1645 
TORONTO — G1 adstone 3581 


GENERAL WHOLESALE DEPARTMENT 


SUN OIL COMPANY PHILADELPHIA 3, PA. 


CANADA: 


SUN OIL COMPANY, LTD., 





TORONTO AND MONTREAL 


